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Sparks 


State of the nation’s economy: 
Up 

WHOLESALE Prices—Index of La- 
bor department climbed to 171.1 
percent of 1926 average, highest 
level in history. It has risen 8.7 
percent since Korean war began. 

ConsuMER SPENDING — Amount 
shot up to unprecedented $198,- 
400,000,000 annual volume in July- 
September period, an increase of 
$13,200,000,000 over preceding pe- 
riod. Commerce department said 
one-third of the jump “stemmed 
from higher prices.” 

Nationa, Propuction—Value of all 
goods and services ran at record 
annual rate of $284,000,000,000 in 
quarter ended Sept. 30. This was a 
$14,000,000,000 rise over preceding 
period. 

ENGINEERING CoNsTRUCTION—Vol- 
ume in first 46 weeks of 1950 
swelled to alltime high of $10,- 
431,523,000. 

Bank Ciearincs—Amount in 25 
leading cities rose to $16,318,744,000 
in week ended Nov. 15. This was 
22.5 percent above previous week 
and 26.2 percent above like week 
last year. 

DEPARTMENT Stores—Sales in week 
ended Nov. 18 were 8 percent above 
like 1949 week. 

Cotton—Consumption averaged 
42,286 bales for each working day 
in Oct. 1-28 period, compared with 
34,970 bales in corresponding pe- 
riod a year earlier. 

Stee.—Operations last week were 
slated at 102.7 percent of industry 
capacity, unchanged from previous 
week. Barring unexpected setbacks, 
output in November will climb 
above previous monthly high of 8,- 
718,987 tons in October. 

* * * 


Down 

Non-Farm Homes—Units started 
in October fell below like 1949 
month for first time this year. Dur- 
ing the month 103,000 homes were 
started, 1 percent below last Octo- 
ber and 10 percent under Septem- 
ber, 1950. 








Fore and Aft Changes Enhance 1951 Ford— 


New styling of both the front and rear of the 195! Fords is shown in this photograph of the convertible and the Custom club 
coupe. The 1951 models feature Fordomatic drive, the new automatic transmission, as optional equipment. A complete new instrument 
panel has been adopted, and key-starting is a new feature. The new models went on display at dealer showrooms over the week-end. 


Ford Announces °51 Cars 
With Same Price Tags 


Ts 1951 FORDS, featuring op- 
tional Fordomatic drive, the new 
automatic transmission, were intro- 
duced in Ford dealerships through- 
out the nation Friday. 

Advertised-delivered prices of the 
cars and dealer discounts were un- 
changed from 1950 model levels. 
Fordomatic was priced at $168.50, 
and the oil filter price was raised 
from $5 to $7.50. 


“Ford cars for 1951 accomplish 
notable refinements in_ styling, 
beauty, engineering, riding quali- 
ties, economy, safety and ease of 
handling,” said L. D. Crusoe, gen- 
eral manager of Ford division. 

Addition of the new automatic 

device will make available to Ford 
buyers a choice of three transmis- 
sions and two engines—six differ- 
ent power combinations in all. 

* - os 


OTH the conventional three- 
speed transmission and _ the 
Ford overdrive will continue to be 


Reg. W Hearing Nov. 29 


Maybank to Give Dealer Representatives 
Chance to Speak This Week 


By William Ullman 

Washington Correspondent 
ASHINGTON.—New and used- 
car dealers who have been suf- 
fering under the Federal Reserve 


Top Cars 

New-car registrations for nine 
months, plus 24 states for Oc- 

tober: 

1950 Pos. 
1—1,125,803 
2— 937,966 
38— 419,995 
387,943 
349,318 
291,921 
251,464 
228,506 
222,951 
142,508 
115,642 
108,433 
81,429 
76,632 
69,230 
54,900 
28,239 
26,852 
11,274 
5,610 


1949 Pos. 
801,866— 1 
600,837— 2 
296,758— 4 
398,022— 3 
247,511— 5 
207,629— 6 
136,144— 9 
151,321— 8 
202,767— 7 
106,183—11 
113,789—10 

99,469—12 
78,582—14 
63,394—15 
49,691—16 
79,251—18 
23,167—18 
30,002—17 
14,479—19 
8,588—20 

4,600 Austin 2,364—22 

Henry J 


1,995 
1,884 Ang.-Prf. 4,785—21 
Total All Makes 
4,952,224 8,720,679 
For further details see page 
84, today’s issue. 


Make 
Chev. 
Ford 
Buick 
Plym. 
Pontiac 
Olds. 
Merc’ry 
Stude. 
Dodge 
Nash 
Hudson 
Chrys. 
DeSoto 
Cadillac 
Kaiser 
Packard 
Willys 
Lincoln 
Frazer 
Crosley 


Board credit terms of Oct. 16, with 
few signs of relief in sight, are 
going to have an opportunity this 
week to tell the story of their 
plight where the telling possibly 
could do the most good. 

They have been invited by Sen. 
Burnett Maybank, South Carolina 
Democrat, to come up on Capitol 
Hill Nov. 29 and state their case 
to the Senate-House “watchdog” 
committee, which was specially 
created in the last session of 
Congress to keep tabs on just 
such things as are happening 
now to the nation’s automobile 
dealers. 

The group which Sen. Maybank 
heads in the Senate—the Banking 
and Currency committee — forms, 
along with its counterpart in the 
House, the powerful bodies which 
have the greatest authority in say- 
ing “yes” and “no” to the FRB. 

* * * 


Tax hearings scheduled for next 


Wednesday and Thursday (Nov. 
29-30) were set originally for Nov. 
13, but postponed because of other 
commitments of the members of 
the Joint Committee on Defense 
Production, the official title of the 
group that will conduct the inquiry 
into the effect the FRB’s drastic 
credit curbs are having on the 
motor car business. 

Committee members are: For the 
Senate: Democrats Fulbright of 


Arkansas, Robertson of Virginia 
(Continued on Page 45, Col. 1) 





available. These, with the new 
Fordomatic drive, will be offered 
with either the 100-horsepower V-8 
or the 95-horsepower six engines. 

Fordomatic is said to combine the 
advantages of a torque converter 
and a planetary gear train to pro- 
vide economical performance and 
a smooth flow of power. 

Essentially, the body styling of 
1949 and 1950 Ford models has 
been retained, but with improve- 
ments in interiors and exteriors. 

A lowered hood, a new dual- 
spinner grille and a wider, longer 
wrap-around bumper give a more 
massive appearance to the front 
end. Parking lights are restyled 
and larger chrome headlamp rims 
extend beyond the lenses. 

Added chrome and new, larger 
tail lamps embellish the appear- 
ance of the rear end. 

* * 

EAR deck.lids on the new Fords 

have beencounter-balanced and 
are opened by a new key release 
lock. Springs then assist in rais- 
ing the lid and hold it in the open 
position. 

The new cars have a wider range 
of color combinations, and a choice 
of upholstery, headlinings and other 
interior trim to harmonize with 
body colors. 

The ’51 “Safety Glow” instru- 
ment panel is completely new. A 
“Chanalited” instrument cluster 
stands out, and the speedometer 
pointer has a glowing ring which 
encircles and illuminates the fig- 
ure showing the speed. The in- 
strument control knobs are 

(Continued on Page 44, Col, 3) 


Production 


Automotive News Estimates, 
U. 8. Cars, Trucks 


114,409 —-116,952 


Last Prev. 1949 
Week Week Week 


For complete production totals 
by makes, see table, page 46. 


Rail Rate Relief 
Given Competitors 


Of Ford and GM 


By Mac Gordon 


Associate Editor 


‘YHRYSLER CORP. and the in- 
dependents won a major vic- 
tory last week in their long-stand- 
ing battle against advantageous 
freight rates enjoyed by Ford and 
General Motors on railroad ship- 
ments of their cars. 

Ten years of complaints were cli- 
maxed by issuance of an ICC order 
narrowing the differential in rates 
between the GM and Ford assem- 
bly plants and the concentrated 
plants of the so-called “Chrysler 
group.” Trucks were excluded from 
the new regulation, cars only being 
affected. 

Early reports that savings would 
average 12 percent were qualified 

(Continued on Page 41, Col, 1) 
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Output for Week 
Steady at 114,409 
Despite Holiday 


Daily Rate Is Up; 
November Total Due 
To Hit 572,000 


By Bernie Thomas 
Associate Editor 


a Thanksgiving Day shut- 
downs, some of which were 
scheduled to extend until tomor- 
row (Nov. 28), U. S. plants last 
week managed to turn out nearly 


jas many vehicles as they did the 


week before. 

Moving daily production rates 
up substantially, U. S. plants were 
able to produce an estimated 97,- 
635 cars and 16,774 trucks for a 
total of 114,409 vehicles, accord- 
ing to Automotive News’ compila- 
tions, 

In the previous week, when sup- 
plier strikes, steel shortages and 
model changeovers were major de- 
terring factors, output in this coun- 

try was restricted to 94,284 cars 
and 22,668 trucks—a total of 116,952 
units. 

Some of the same factors were 
prevalent last week, too, as Pack- 
ard and Nash returned to the pro- 
duction lineup for three-day stints 
along with Ford. A few General 
Motors plants planned both Friday 





and Saturday work. 
* sm . 

OWEVER, material shortages 

caught up with Chrysler Corp. 

The corporation announced that 

Chrysler, DeSoto, Dodge and Dodge 





truck assembly would stop last 
Wednesday and not resume again 
until tomorrow. Apparently, Plym- 
outh was scheduled to continue 
work until current models run out 
the end of this week. 

The extra work at GM plancs 
helped offset declines elsewhere in 
the industry and by week’s end 
U. S. plants had produced the 6,- 
000,000th passenger car of 1950, de- 
spite the fact that final November 
production totals will probably be 
far off the goal set earlier in the 
month. 

Originally, U. S. plants had 
scheduled a November production 
of 540,000 cars and 105,000 trucks 
for a total of 645,000 units. 

Falling about 73,000 units short, 
final tabulations for November 
should show that U. S. plants in- 
stead built 475,000 cars and 97,000 
trucks for a total of 572,000 vehicles. 

+ * - 
(THROUGH last week, U. S. plants 
so far this year had built an 
estimated 6,054,355 cars and 1,199,- 
(Continued on Page 46, Col, 3) 


Makers Push Plans Despite Confusion 


By Pete Wemhoff 

Editor, Automotive News 
HAT does the immediate future 
hold for the auto industry? 
Two top auto executives discussed 


La 


H. J. Klingler W. E. Fish 


the subject last week at press pre- 
views for 1951 models. 

Harry J. Klingler, general man- 
ager of Pontiac, declared the 
picture is confused on materials 
after January, but pointed out 


| that Pontiac is going ahead on 

| the biggest sales and advertising 

| program in the division’s 25 years. 
W. E. Fish, general sales man- 
ager of Chevrolet, noted that while 
the production outlook was cloudy 
beyond the first quarter, Chevrolet 
is putting forth its greatest sales 
effort in 10 years “to maintain our 
place as the leader in the industry.” 

* * 


POINTING to the government's 
failure thus far to dovetail ma- 
terial controls with defense orders, 
Klingler expressed concern over 
workers who would be laid off “if 
we can’t build cars.” Thus far, he 


In This Issue 


Registrations, Prices .........Page ‘4 
Used-Car Auctions ............Page 40 
Production by Makes 





said, the auto industry has few 
defense orders. 
Klingler declared Pontiac deal- 

ers will have a good supply of 
1951 models by announcement 
time, Dec. 11, since output of the 
new cars was started Nov. 20. 
He reported that his dealers 
would have no trouble with 1950- 
model cleanup, pointing to the 
fact that sales in the first 10 
days of November exceeded those 
of the last 10 days of October. 

“This is unusual,” he said, “since 
historically sales in the last period 
of a month invariably top those of 
any other period.” 

He declined to discuss prices of 


|the 1951 models, saying only that 


“prices should increase but whether 
they will hasn’t been decided yet.” 
- . * 


PRAISING dealers for their sales 
efforts, Fish revealed that a 


total of 1,898,000 Chevrolet cars and 
(Continued on Page 42, Col. 4) 
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Fairless Cites Reasons at API Session... . 
Fairless Uilées heasons at ALE cession --_: 


Steel Price Boost Expected _ 


LOS ANGELES.—A boost in the, enough, certainly, to work any seri-|ning his own business than I do.” 
price of steel was indicated here |ous hardship upon our civilian econ- | Pointing out that strikes have 
last week by Benjamin F. Fairless, | omy as long as the available steel | cost the country 29,000,000 tons 
president of United States Steel|is used judiciously and effectively| of steel since V-J day, Fairless 
Corp. He addressed the 30th an-|where it will be of the greatest | asserted that America cannot af- 





nual meeting of the American Pe- 
troleum Institute. 

Fairless said it would be “penny- 
wise, ton-foolish” to risk a strike 
by denying steel workers wage 
raises similar to those granted in 
other industries. 

The uproars that follow steel 
price increases are a puzzle to him, 
he said. 

Fairless said a 10 percent rise 
in the price of steel would 
amount to less than 1 percent on 


the selling price of an automo- | 


hile—about $17. 

Before discussing stcel cost pres- 
sures, Fairless pointed out that the 
steel industry 
making capacity nearly twice as 
fast as during World War II. 

And during that war period, he 
pointed out, the government was 


building new steel facilities as well | 


as the industry itself. 

Nor will the industry 
there, he said, It will keep on 
expanding “until it is able to 
produce every pound of steel that 


it has any prospect whatever of | 


selling; and whether that bal- 
ance occurs at 110 million or 130 
million tons is a relatively un- 
important statistic.” 

However, he conceded that until 
the balance is reached, steel sup- 
ply will be tight enough to cause 
considerable inconvenience in many 
industrial fields, 


It will not, however, “be tight 


is expanding stcel-| 


stop | 


| advantage to everyone.” 
Fairless took a mild swipe 


‘has been C. E. Wilson, president 
of General Motors. 


Wilson indicated that the steel|W@8e increases, and this, he indi- 
‘industry has not kept pace with|cated, would increase steel prices. | 


|the expanding economy of the 
| country. 

Fairless said he would not at- 
|tempt to solve the problems of the 
|oil industry since he was one of 
|those “old-fashioned industrialists 
who believes that the other fellow 


| knows a whole lot more about run- 


Louisiana’s Title Law 
Goes into Effect Dec. 15 


BATON ROUGE, La. — New 
and used-car dealers and finance 
men are helping state authorities 
to familiarize the public with 
Louisiana’s new auto title cer- 
tificate law which goes into ef- 
fect Dec. 15. 

Applications for a certificate 
| of ownership will be accepted 
when the motorist applies for 
new license plates. The certifi- 
cate, which costs a dollar, is de- 
signed to protect the public 
against car thiefs and assure 
correct information on the mort- 
gage of autos. 











Dealership Boss fér a Day— 

Beach Chevrolet Co., Miami Beach, Fia., went all out for the idea when the city's cham- 
ber of commerce staged a “boss for a day'’ program recently. Dick Dalton, 17, a Miami 
Beach high school senior, took over the reins of the dealership. Left to right are Stan 


Turner, 


sales manager; 


Dalton, and Louis Adeeb, president. 


Pa. Dealers Call Councils 


Best Discount 


ARRISBURG, Pa.— (UTPS) 


Protection 


|that NADA should particularly 


at | 
|critics of industry, among whom, | can be attributed to past strikes, 
although not mentioned by name, |he said. 


the cost of making steel) 
ishould rise 10 percent,” he said, 
\“it would be inevitable, I think, 


| 
| 


ford another steel strike. 
Much of the present difficulties 


To avoid a strike, it appears that | 
stee] companies will have to grant 


“Tf 


that the price of steel should do 
likewise.” | 

He said the cost of a 15-cents- 
an-hour wage increase would cost | 
U. S. Steel about $132 million a 
year, or $6 a ton on steel, and that 








Miss America Tours for Harris— 


Harris Motors, Inc. (Nash), Norfolk, Va.. has donated a four-day series of appearances 
by Miss America, Yolande Betbeze, for the Red Cross blood bank and other civic organ 
izations in Norfolk. Miss Betbeze is shown here with Capt. G. W. Smith, executive officer 





iin einEEEeen 


the cost rise on 10 items used by 
U. S. Steel has gone up $88 million 
this year, or $4 a ton. 

Both of these increases would 

| Mean about a half cent added to 

| the present price of steel, which 
is about five cents a pound. 

“How can we best serve the in- 
|terests of America,” he asked. “By 
|trying to insure the uninterrupted 
and expanded production of steel? 
Or by trying to prevent a half-cent 
| inflation?” 

Among other speakers at the 
meeting was Chester F. Smith, vice- 
president of Standard Oil (New 
|Jersey), who said petroleum will 
|be able to provide adequate sup- 
|plies of liquid fuel to meet the 
|growing energy demands of the 
| country. 

Robert L. Minckler, head of 
General Petroleum, urged the oil 
industry east of California to as- 
sume more Of the burden of mili- 
tary demands for petroleum which 
have resulted from the Korean 
conflict. 

“I do not believe,” Minckler said, 
“that California can be expected to 
indefinitely supply 56 percent of 
the military requirements with only 
16 percent of the crude oil produc- 
tion of this country, as we are 
now doing.” 

Hines H. Baker, president of 
Humble Oil, said the United States 
will continue to have the oil and 
gas it needs for the foreseeable 
future, provided there is no inter- 
ference with satisfactory economic 
incentives 
petroleum reserves. 

Jake L. Hamon, 
Mid-Continent Oil 
Dallas, called upon the federal gov- 
ernment for assurance that the 
odds will not be “tilted against” 
independent natural gas producers 
through destructive legislation. 


| 


president 





in the search for new}! 
' 


of | 
& Gas Assn.,| 


|of the U. S. Naval hospital, and Vincent P 
of Harris Motors 


Conroy, vice-president and general manager 


| UAW vs. ‘Fair Deal’ 


| Union Again Slaps Reg. W and Metals Curbs, 
| Sees ‘Mockery’ of Dec. I Pay Hikes 


| By Mac Gordon 


Associate Editor 


ALARMED by the threat of wide- 


spread automotive layoffs, the | 
itself with | 


| UAW-CIO has allied 
|eritics of Regulation W and the 
| metals-cutback orders. 
| The union’s outspoken stand 
| against the government defense 
edicts is viewed in some quarters 
as symbolizing a more sympa- 
| thetic approach towards auto 
| trade problems. The long-term 
bargaining contracts negotiated 
earlier this year first reflected the 
friendlier attitude on the UAW’s 
part. 

Last week, at the national CIO 
convention in Chicago, President 
Walter P. Reuther and Secretary- 


|}again denounced the credit and 


|metals restrictions. 
* * * 


| yy Aaee forecast layoffs for 250,- 
| + 000 auto workers after Jan. 1 if 
|the stringent regulations are re- 
|tained as is. He called their impo- 
sition “premature and  unwar- 
ranted.” 

A UAW spokesman declared 
that such layoffs would “make a 
mockery” of the cost-of-living 
wage increase expected Dec. 1 for 
more than 500,000 of the indus- 
try’s 1,100,000 employes. 

At press time Wednesday, the 
consumer price index of the Bureau 

of Labor Statistics had not been 
|announced. This, when issued, was 
|likely to bring one- or two-cent 





| Treasurer Emil Mazey of the UAW | 


with little of a torrid nature to 
ponder, gave free rein to their 
speculative inclinations insofar as 
the futures of Reuther, Mazey 
and CIO Chief Philip Murray are 
concerned. 

That Reuther has higher ambi- 
tions than the UAW presidency is 
a well-known fact. It is believed 
that now he feels ready for a “pro- 
motion” in view of the establish- 
ment of a five-year contract pattern 
| with major auto makers. 

Whether Reuther can _ succeed 
Murray is contingent on when the 
CIO chief decides to retire. Some 
crystal-gazers think Reuther may 
not wait too long for Murray to 
step down. They look for Reuther 
to make a political bid in 1952, 
when it will come time to elect a 
U. S. President, along with a U. S 
senator from Michigan. 

> . t 


(THERE are signs, too, that Mazey 

is receiving a gradual “buildup” 
as possible successor to the UAW 
| presidency. 


Kentucky Probes 
‘Buick Deliveries 


‘On Fleet Deals 


FRANKFORT, Ky. — Kentucky’s 
|department of finance has ordered 
|a full-scale investigation made of 
alleged bootlegging of Buick cars 


secured under a state fleet contract 


Frank M. Porter, president of | raises to hourly-rated workers at, with General Motors. 


API, deplored the lack of under- 

standing and unsympathetic atti- 

tudes being demonstrated in some 

sections of the government. 

Many large industries may be 
|forced to relocate over the United 


Emphasizing strong oppos'tion|stress the retention of traditional|States to obtain adequate and de- 


to any reduction in dealer discounts, 
the Pennsylvania Automotive Assn. 


|dealer discounts.” 
* * * 


|General Motors, Ford, Kaiser- 
|Frazer, Packard, Studebaker, In- 
|ternational Harvester, White and 
|many parts suppliers. 

| * * * 

| Ore that Chrysler Corp. would 
| adopt the wage escalator plan 


The investigation was proceeding 
last week on the assumption that 
| about 60 new Buicks were involved. 
It was charged that some of these 
| cars were paid for by various state 
| eotale and employes, with private 
citizens finally obtaining them. 

It was revealed that Jesse B 


|pendable water supplies, said Maj.|was expressed at the CIO conven-| 
Gen. Lewis A. Pick, chief of engi-|tion by the UAW leaders in at- | Marston, a farmer, bought a Buick 


was pledged last week to intensify | | E SAID the committee was | neers. 


| tendance. Hudson, Nash and Willys | consigned to Fairchild Motor Co., 


efforts to expedite the formaticn 
of dealer - elected 
councils. 

Meeting here at the West Shore 
country club, PAA’s industry re- 
lations committee resolved that 
“full speed ahead should be the 
order of the day on the election 
of dealer councils” for those fac- 
tories that do not yet have them. 

Leveling a blast at a current For- 
tune Magazine article (which 
charged that dealers’ discounts are 
too high), the committee urged 
that NADA answer it, “pointing out 
the inequities therein and covering 
the subject in a complete and fac- 
tual manner.” 

“Although NADA’s 10-po'nt pro- 
gram was endorsed in whole,” sa‘d 


Claude S. Klugh, PAA general man- | 


ager, “it was felt by the committee 





Keller to Be Feted 


On 65th Birthday 


DETROIT. — K. T. Keller, 
chairman of Chrysler Corp., will 
be honored on his 65th birthday 
at a testimonial dinner tonight 
(Nov. 27) in Hotel Book-Cadillac. 

The dinner is sponsored by the 
Detroit Board of Commerce, 
with Harvey Campbell, executive 
vice-president, as chairman. 





firmly of the opinion that if 


é “Even today there are great in-/also gave flat hourly raises, in lieu | Ashland, 
factory - dealer |dealers are to have councils, they|dustrial areas where you could not | of cost-of-living bonuses, as their| Glenn, Kentucky's deputy banking 


should be elected rather than ap-|put one more industrial establish- | 1950 pay round settlements. 


| pointed, 
The PAA committee would have 
| factory-dealer councils proceed with 


ment because there is not sufficient 
| water,” he said. s 
| Walter Teagle, former president 


| Economic provisions of the con- 
| tracts at these four companies may 
be renegotiated after next July 1. 


|“aggressive efforts” to obtain from|and chairman of Standard Oil Co.|The UAW then plans to press for 


lall 
|ments which would embody: 

1. A continuing contract. 

2. Elimination of any clause per- 

|mitting cancellation without cause. 
| * * * 
T= committee also advocated 
provisions to stop the bootleg- 
ging of new cars. It was voted to 
seek favorable interpretation or 
legislation, if necessary, to clarify 
the legality of territorial security 
clauses, which some factories be- 
lieve questionable. 

Elimination of such clauses in 
selling agreements, it was held, 
| has been one of the principal 
| causes of new-car bootlegging 
| which “results in chaotic market 
| conditions contrary to the public 

interest.” 

Klugh said there was a good deal 
of indignation among members of 
the committee over factories ship- 
ping unwanted accessories on new 
cars. 

“It was brought out,” he said, 
“that at least one factory has been 

Continued on Page 42, Col. 2) 


|API’s gold medal for distinguished 
achievement. 








| quarterly escalator principle. 
Observers at the cIO powwow, 















First Studebaker Workers Retire— 


The initial group of Studebaker men to benefit under the retirement plan adopted re- has ample supplies of aluminum 


cently by the company and the UAW-CIO 


Is shown gathered around Harold S. Vance, 


chairman and president, as he presented the first pension check to Frank Kwilinski, whose 
Studebaker career began 64 years ago. Looking on, ieft to right, are Dennis C. Guilfoos, 
28 years; Lee C. Henderson, 38 years; Bolesiaw Hyske, 28 years; Elmer Morrow, 22 years; 
Fred Alien, 27 years; John Mubi, 23 years, and Richard W. Hoof, 22 years. 


la Frankfort doctor bought a car 


e {except when the car 
,|direct use of a state agency. 


in the name of R. E 


commissioner. 
In another transaction, it is said, 


consigned to a Buick dealership in 


| Warsaw in the name of Gov. Earle 


| 


manufacturers selling agree-|(New Jersey), was awarded the| these makers’ acceptance of the C. Clements. 


Meanwhile, Kentucky officials 
have ordered all automobile pur- 
chases under fleet deals stopped 
is for the 


GM’s Buick division has been re 
quested to give its cooperation in 
the matter. Reportedly, R. W 
| Crust, assistant zone manager for 
|Buick in Cincinnati, was making 
|his own investigation of the situa 
| tion. 


Plenty of Aluminum, 


Canada Won’t Cut Back 


OTTAWA, Ont.— Although the 
U. S. government has ordered a 
35 percent cut in non-military use 
of aluminum effective in January, 
yet it is learned here no such 
action is contemplated by the Ca- 
nadian government since Canad: 





for all purposes. 

Canada only recently offered to 
sell huge quantities to the U. §, 
though Washington turned dow 
the Canadian proposal. 
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UN and fun, rest and relaxation, 

inspiration and education—per- 
haps I ought to reverse the order. 
I am talking about the National 
Automobile Dealers Assn. conven- 
tion, to be held in Miami, Fla., Jan. 
7-10. 

I urge you to go, irrespective of 
the motive that prompts you. 
Some dealers attend the conven- 
tion for the education and in- 
formation they are sure to derive 
from it. Others will go looking for 
inspiration, and there will be 
plenty in Miami. Others will go 
because it will provide them with 
entertainment and relaxation un- 
der the favorable condition of 
sunshine in wintertime. Still 
others will go to meet their 
friends, for fellowship is a grand 
feeling—to meet friends from all 
over the nation in the same line 
of business. 

But this year, more than ever 
before, dealers will go to the na- 
tional convention because they real- 
ize that it is important to their 
business life that they be there. It 
may mean the difference between 
whether they make money or lose 
money next year. 

* * * 


Plenty of Action 

T WILL be a convention with 

action. The program committee 
has its sleeves rolled up. The speak- 
ers have been selected with care. 
Their subjects will be timely, in- 
formative and inspirational. Dr. 
Norman Vincent Peale, author, lec- 
turer and preacher, is currently the 
most famous convention speaker. If 
nothing else were on the program, 
his address is sure to be worth 
more to any dealer than the effort 
of making the trip. Dealers are de- 
lighted, too, at the opportunity to 
hear Senator John J. Sparkman of 
Alabama, who has always been a 
champion of small businessmen. 


Clinics in the last few years 
have been major attractions to 
dealer conventions. This year at 
the national convention the clin- 
ics are to take a more prominent 
part. Only one clinic will be con- 
ducted at a time. There will not 
be the confliction of several clin- 
ics going on at the same time 
when it has been difficult for a 
dealer to determine which one to 
attend. 

Monday morning, Jan. 9, the clin- 
ic embraces the subject of Factory 
Dealer Relations. Monday afternoon 
Business Management is on the 
agenda. Tuesday morning, a Dealer 
Customer Relations clinic will be 
held. Tuesday afternoon there will 
be a Government Regulation clinic. 
Wednesday morning a Manpower 
clinic is the subject, and Wednes- 
day afternoon the only general ses- 
sion of the convention will include 
the addresses of Senator Sparkman 
and Dr. Peale, as well as an indus- 
try representative to be selected 
later. Included, of course, are the 
reports of the president and the 
resolutions committee. 

* * * 


Critical Times 


[DEALERS are facing a_ great 

many unusual problems today. 
Paradoxically they are faced with 
the problem of a glut of cars and 
a possible shortage next year. They 
also face government regulations, 
and the necessity of contract re- 
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visions. A national convention will 
provide a long push and a strong 
push for the solutions of such prob- 
lems. 

The question of factory dealer re- 
lations will be met face to face for 
the first time in a national conven- | 
tion. The Business Management 
clinic, to be conducted by recog- 
nized leaders, will be backed by 
facts and figures as a result of ex- 
haustive and comprehensive sur- 
veys. The Customer Dealer Rela- 
tion clinic will give thorough con- 
sideration to this important sub- 
ject that affects every dealer's busi- 
ness. This dramatic goodwill-build- 
ing clinic will give you new insight. 
new encouragement and a new 
basis to take forward strides in this | 
fundamental concept that is so im- | 
portant in these times of strains | 
and stresses. 

The clinic on government rela- 
tions will not only be in the shape 
of a review, but anticipatory— 
what best to do to meet any con- 
dition that may develop. It will 
bring out frank discussions as to 
the government’s attitude on au- 
tomobile dealerships, how we can 
best cooperate with the govern- 
ment, and how to be able to use 
our force and influence in guiding 
and directing government regula- | 
tions. 

It is well that all of us realize | 
that these are critical times not | 
only for the automobile dealer, but | 
for the nation as a whole. There are | 
a great many things to be done to| 
secure our economy and advance | 
our progress in spite of world con- | 
ditions. There is no better place to | 
lay the foundation for cooperation | 
than in the series of constructive 
*linics at a convention such as this. | 

+ * + 


Get Perspective 
T° MAKE our group valid and| 
powerful, it is vital that a large 
majority of automobile dealers at- | 
tend. It is only then that the voice | 
of the dealer will be heard as it| 
urgently needs to be in 1951. It is| 
only by such groups and consolida- | 
tion of opinions that concerted | 
action can be taken and the asso- 
ciation be able to speak with au-| 
thority on the important projects | 
that are before it now and will con- 
tinue to develop as the years pro. | 
gress. | 
It is good, too, for a dealer to 
get away from his place of busi- 
ness occasionally. It not only puts 
him in a position of viewing his 
operation from the mountain top 
where he can see it more objec- 
tively, but it lends inspiration to 
the staff, who in accepting re- 
sponsibility of absentee manage- 
mentship, often perform better 
than when the boss is close at 
hand. 
In calling on dealers to attend | 
this convention, I urge them to}| 
bring their wives along. Special 
and unusual entertainment is pro- | 
vided for them in Miami. She is a} 
life-long partner of yours. She can't | 
help but gain information and in- 
spiration that will help in this re- 
lationship. 
Then again more automobile deal- | 
ers die of ulcers and heart trouble | 
than any other vocational group. 
They are constantly under strain 
and pressure. So prolong your life | 
by taking such a trip and while you 
are in Florida take some time off, 
before or after the convention, for 
real spiritual and physical rejuven- 
ation. There are plenty of places in 
Florida where you can enjoy your- | 
self and obtain real value. 
* ” * | 


Rejuvenate Yourself 


ANE of my readers have been 
interested in remarks I have 
made regarding Ellinor Village, lo- 
cated on U. S. Highway Al1A be- 
tween Daytona Beach and Ormond. 
Here is a three million dollar hous- 
ing facility promoted, built and 
owned by Merrill Ellinor, Ford 
dealer of Valdosta, Ga. It consists 
of 350 Villas containing 650 one, 
two and three-bedroom apartments 
completely furnished for house- 
keeping, including kitchen utensils, 
dishes and linen. 
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Dealer Gross on Sales Dips 


1‘ average new-car dealer dur- 
| *ing the first half of 1950 was 
|making a profit of only 6.4 percent 
|on total sales before taxes, as com- 
|pared with 7.6 percent in the same 
|period of 1949, according to a sur- 
| vey by NADA’s business manage- 
|/ment committee. 

Major factors behind the de- 


cline were: A drop in the percent- 
age of overhead carried by the 
service department; 7.3 percent 
fewer parts and accessory sales, 
and a substantially lower gross 
profit on the resale of tradeins. 

An average dealer during the first 
six months of 1949 made a gross 
profit of $83 on each used unit sold. 





How Dealers Are Faring 
on Expenses, Profits 


Epitor’s Note: The following figures are taken from the first issue 
of NADA’s new “Dealer Profit or Loss Facts” bulletin, which is pre- 
pared by NADA’s Business Management Committee and distributed 


to all NADA members: 


Total Service Sales 
(Including Parts and Accessory Sales) 


Decrease 
In Total 
Sales 
"49 vs, "SO 
3.9% 
4.2% 
2.4% 
2.7% 


*Volume Group I 
Volurne Group II 
Volume Group III 
Total—All Groups 


Percentage of 
Service 
Absorption 
"49 "50 


62.5% 58.3% 
63.7% 60.0% 
65.0% 61.1% 
64.0% 60.0% 


Percentage of 
Gross Profit 
to Sales 
"49 
29.9% 
31.5% 
33.5% 
31.9% 


"50 
29.8% 
32.7% 
33.5% 
32.3% 


*Volume Groups Based on 1949 Deliveries of New Cars and Trucks: 
Group I, 1 to 149; Group II, 150 to 299; Group III, 300 and Over. 


Parts and Accessories 


Average 
Month’s 


Decrease 
in Total 
Sales 
"49 vs, "50 
9.5% 
4.2% 
7.6% 
7.3% 


Sales 
*50 
Volume Group I 
Volume Group II 
Volume Group III 
Total—All Groups 


Dealer 


$ 2,950 
6,532 
15,694 
6,220 


Sales Per 
Percentage of 
Per Gross Profit 
to Sales 

"49 "50 
28.2% 27.3% 
27.5% 27.9% 
27.0% 27.0% 


27.3% 27.3% 


Used Vehicles 


Increase 
in Total 
Sales °50 
Over *49 
Dollars 
38.2% 
42.1% 
38.3% 
39.3% 


Increase 
in Total 
Sales ’50 
Over °49 
Units 
Volume Group I 77.6% 
Volume Group II 82.9% 
Volume Group III 91.8% 
Total—All Groups 85.0% 


Average 

Monthly 

Sales Per 

Dealer 

Units 
49°50 
Volume Group I 713 
Volume Group II 15 27 
Volume Group III 29 57 
Total—All Groups 13 25 


Per 


"49 


Total Sales, Expense 


Percentage of 

Total Sales 

"49 "50 
TOTAL SALES 
Volume Group I 
Volume Group II 
Volume Group III 100% 
Total—All Groups 100% 


TOTAL GROSS PROFIT 

Volume Group I 19.9% 
Volume Group II 20.9% 
Volume Group III 21.5% 
Total—All Groups 20.9% 


EXPENSES 

Volume Group I 
(a) Selling Exp. 2.9% 
(b) Oper. Exp. 10.2% 
(c) Total Expense 13.1% 


Volume Group II 
(a) Selling Exp. 3.6% 
(b) Oper. Exp. 9.6% 
(c) Total Expense 13.2% 


Volume Group III 
(a) Selling Exp. 3.9% 
(b) Oper. Exp. 9.5% 
(ce) Total Expense 13.4% 


Total—-All Groups 

(a) Selling Exp. 3.6% 

(b) Oper. Exp. 9.7% 

(c) Total Expense 13.3% 
OPERATING PROIITS* 
Volume Group I 6.8% 
Volume Group II 7.7% 
Volume Group III 81% 7.0% 
Total—All Groups 7.6% 6.4% 


*Operating Profit before miscellaneous add 
State and Federal Income Taxes. 


Haller Scheduled 
To Give Address 
At Utah Parley 


SALT LAKE CITY. — Fred L. 
Haller, NADA president, will ad- 
dress the annual convention of the 
Utah Automobile Dealers Assn. 
here in the Newhouse hotel Dec. 7. 

Other speakers scheduled to ap- 


100% 
100% 
100% 
100% 


100% 
100% 


17.4% 
18.5% 
19.1% 
18.5% 


3.4% 
8.6% 
12.0% 


4.1% 
8.0% 
12.1% 


4.3% 
7.8% 
12.1% 


4.0% 
8.1% 
12.1% 


5.4% 
6.4% 


Average 
Monthly Sales 


Dollars 


$ 5,955 $ 8,229 
13,253 18,831 
27,615 38,180 

$11,804 $16,445 


Decrease 
in Total 
Gross 
Profit 
"50 vs, °49 
56.1% 
65.5% 
89.6% 
77.6% 


Gross Profit 
Per Used 
Unit Sold 
"49 "50 

$58 $14 
60 11 
117 6 

83 10 


Percentage of 
Gross Profit 
to Sales 

"49 
6.9% 
6.8% 

12.5% 
9.3% 


"50 
2.2% 
1.7% 

9% 
15% 


Decrease 
in Dollar Ratio 
Sale Used 
Price Unit 
Per Unit Sales 
"50 Over to New 
"49 "49 "50 
22.2% 1.01.4 
223% 91.2 
27.8% 9 
24.7% A 


Dollar Sales 
Price Per 
Unit 

"50 
$830 $646 
886 688 
934 674 
$889 $670 


Dealer 
"50 


ot 
8 


1 


and Operating Profit 


Per New Per $1,000 of 
Unit Sold New Unit Sales 
49 "50 "49 "50 


$1,831 
1,718 
1,605 
1,687 


$3,616 
3,440 
3,141 
3,329 


$1,898 
1,768 
1,672 
1,751 


$4,009 
3,789 
3,423 
3,656 

377 319 

369 

359 

366 


796 
790 
735 
764 


630 
637 
600 
617 


121 
315 
436 


116 
410 
526 


139 
277 
416 


136 
362 
498 


65 
159 
224 


134 
325 
459 


136 
246 
382 


62 
170 
232 


130 
355 
485 


134 
269 
403 


270 
292 
276 218 135 
279 214 134 


itions and deductions, and before 


194 
221 


128 
137 





pear, according to UADA officials 
are: Martin H. Cochran, tax con- 
sultant from John W. Stokes Co.; 
Russell Ewbank, editor of the 
NADA Guide Book, and Jack 
Williams, service department en- 
gineer. 

The Utah dealers’ convention this 
year will include a special clinic for 
service and parts department man- 
agers. Williams will lead discus- 
sions designed to improve condi- 
tions in those departments. 


Although he handled 85 percent 
more used units in 1950, according 
to the “Profit-or-Loss” bulletin, his 
gross per unit skidded to $10 each. 


* * * 


URTHER, the average dealer 

who was able to carry 64 percent 
of his overhead through service 
department sales in the first half 
of 1949, was only able to get 60 
percent such absorption in the first 
half of this year. 

In the first half of this year, 
the average dealer realized a 
gross profit of $313 on each new 
unit sold, as against $366 in the 
same 1949 period. After deducting 
operating expenses, but before 
taxes, he had $98 left on the 1950 
unit, as compared with $128 in 
1949. 

It would appear from the bulletin, 
however, that the average dealer 
was quite successful in getting his 
operating expense down during the 
first half of this year. 


* * * 


a” 1950, the average dealer's total 

operating expense for each new 
unit sold was only $403, as com- 
pared with $485 in 1949. 


Substantial reductions in oper- 
ating expenses more than offset 
slightly higher selling costs. 

However, it appears also that 
any savings the dealer might have 
realized in lower operating costs 
were more than offset by higher 
tradein allowances to new-car cus- 
tomers. 





Nedioun Dealers 
[Plan Line Groups 
In State Assn. 


INDIANAPOLIS. — The Automo- 
bile Dealers Assn. of Indiana plans 
to organize dealer line groups in 
support of its Industry Relations 
committee, it was announced last 
week by Herman Schaefer, execu- 
tive secretary. 

_ Dealer-elected presidents of the 
line groups become members of 
the industry relations committee, 
with vice-presidents as alternates. 

General Motors products dealers 
will organize Dec. 11, Schaefer an- 
nounced, while Ford Motor dealers 
will meet Dec. 12, Chrysler Corp. 
outlets Dec. 13 and the independ- 
ents and truck dealers Dec. 14 at 
the Claypool hotel here. 


“Our Industry Relations commit- 
tee will work through the NADA 
committee, or directly where prob- 
lems are local,” Schaefer said. 


“We sincerely feel that line or- 
ganizations will permit pinpointing 
of specific problems and provide a 
Superior means for mutual ad- 
vancement of industry and trade, 
as well as closer cooperation with 
manufacturers on taxes, credit con- 
trols and other imminent govern- 
ment controls.” 

All dealers are eligible but only 
state and national members may 
hold office, because line organiza- 
tions actually are divisions of state 
associations and cooperation with 
|NADA is indispensable, Schaefer 
declared. 

Location and both big and small 
dealers will be given consideration 
for officers of the line groups, it 
was said. 








N. C. Dealers Report 749 
Bootleg Sales in Month 


RALEIGH, N. C.—A total of 749 
new cars were sold during October 
by non-enfranchised dealers in 
| North Carolina, according to a 
regular report on “bootleg” sales 
by the North Carolina Automobile 
| Dealers Assn. 

An NCAD bulletin reported that 
| 486 of these sales were made dur- 
ing the last half of the month and 
listed them by makes as follows: 
Buick, 15; Cadillac, 10; Chevrolet. 
157; Chrysler, three; DeSoto, one: 
Ford, 219; Hudson, three; Lincoln, 


four; Mercury, 21; Nash, three; 
Oldsmobile, 14; Packard, two; 
Plymouth, 14; Pontiac, 17, and 


Studebaker, three. 





Jerome, Ida., Association 
JEROME, Ida. — Local dealers 
have organized an association. Wil- 





son Churchman was elected presi- 
dent. 
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Eprror’s Note: Herewith is one 
of a series of articles written 
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demand. For the 
last five years the 
demand has far 
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OUR PLATFORM: |. Fair and equitable contracts between manufacturers 
and dealers in motor vehicles, parts and accessories. | 2. A fair profit to 
the dealer on every used vehicle accepted in partial payment for a new 
car or truck. 4 3. Every dollar of gasoline tax collected by state or federal 
governments applied to the building and maintenance of highways. 4 4. The 
elimination of governmental and bureaucratic controls over this industry. 
§ 5. A return to the precepts of independence and the rewards of applied 
energy and ability, which made America and gave more of her citizens 
more of the better things of life than anywhere else in the world. 








Capsule Comment 


“‘Week’s Output at Low for Year as Dealer Car Stocks Hit 
Peak,” reads an AUTOMOTIVE NEws headline. 


Unfortunately, it’s not the other way around. 


Business organizations, unions, finance companies, law- 
makers and the general public have joined auto dealers in 
— battle to get relief from the stringent terms of Regu- 
ation W. 


Do numbers mean anything to the Federal Reserve 

Board? 

* * * 

Manly Fleischmann, general counsel of the National Pro- 
duction Authority, is quoted as saying that NPA controls 
could mean direct cutbacks in the output of “some non- 
essential products such as automobiles and appliances.” 


Omigod, are those World War II “planners” back again? 


* * a 


A lot of dealers have undertaken numerous methods to 
push new and used-car sales since the 15-month credit terms 
were promulgated. 


But, unfortunately, most of the schemes center on 
giving the cars away. 
* * * 


L. L. (Tex) Colbert has taken over the presidential reins 
of Chrysler Corp., while K. T. Keller has been elevated to 
chairman of the corporation’s board, which will give him 
more time to devote to the U.S. guided-missiles program. 


Best of luck, *“*Tex,” and godspeed to you, “K. T.,” 
on the U. S. defense plan. 
* * * 


Noting that the nation’s defenses against highway acci- 
dents seem to be crumbling, the National Safety Council 
estimates that the 1950 traffic fatalities will reach 35,000— 
highest since 1941. 

Even though mileage has increased greatly, the coun- 
cil declares “we must save lives—not gain sliderule 
victories.” 

+ = . 

Effects of Regulation W, plus a forthcoming drop in new 
cars available, can be offset in part by raising net earnings 
ef dealer service shops and retail used-car marketings, an 
AUTOMOTIVE NEWS survey shows. 


Remember the World War II days! 
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Ww. things that must be guessed at 


F.|immediate outlook is for starting 
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The supply, 
however, is con- 































































J. A. O'Malley tingent on many 


rather than predicted from a back- 
ground of known elements. The 


1951 with production at a high level, 


Trepp.’ South Bend, | POSSibly with near-capacity sched- 


ules for the factories that manu- 
facture the more popular makes of 
cars. 

What will happen as the year 
advances, it is anybody’s privilege 
to try to forecast. But one does 
not have to be a prophet of doom 
to realize that the whole world 
appears to be sitting on a powder 
keg that a spark might ignite. 
When, whether and from whence 
that spark will come, nobody 
knows. But so long as the threat 
remains, we must realize that all 
private business must be pre- 
pared to yield to the needs of 
the government, whatever their 
extent. War, whether “hot” or 
“cold,” is everybody’s business, 
and every individual must be pre- 
pared to make his adjustments 
accordingly. 

It may well be that the auto- 
mobile industry could adjust itself 
to the requirements of an adequate 
defense plan and still maintain car 
production at what would have 
been considered a high level during 
most of the industry’s history, even 
though short of the extraordinary 
peaks we have established in the 
last two years. Production capacity 
has increased tremendously in al- 
most every line since the close of 
World War II—nowhere more than 
in our own industry. 

a7 . * 


UTOMOBILE factories did the 

seemingly impossible in supply- 
ing materials of war from 1941 
through 1945; they can take many 
of these erstwhile “impossibles” in 
stride today. But, after all, the 
supply of critical mater‘als can be 
stretched just so far and what the 
government needs, private industry 
obviously must and willingly will 
yield. So, in calculating the number 
of automobiles likely to be avail- 
able, one must estimate the number 
of guns and tanks and ships and 
shells and all the other military 
items that it may be necessary to 
produce concurrently. 

In my opinion, unless an ex- 
tensive defense program or an 
actual “shooting war” curtails the 
supply of cars much more than 
seems to be immediately likely, 
automobile dealers are going to 
have to do a real selling job, 
beginning right now. The impact 
of new models will serve as a 
stimulant to sales, to be sure, but 
once this momentum jis spent, 
there must be some means of sup- 
plying sustained pressure. That 
pressure must come from aggres- 
sive, intelligent selling — from 

(Continued on Page 43, Col, 1) 


25 Years Ago... 








House bill. 


would rewrite them there.” 
‘ 





ply, and every in- | 
dication points to 
its remaining on 
level in 
the forseeable fu- 





The Big Story 


The passenger-car excise tax repeal debate in 1925 led to a classic 
retort. While the House was considering a partial reduction bill, 
the Senate promised complete repeal even if it had to rewrite the 


Said the chairman of the House Ways and Means committee: 
“If the House gent the 10 Commandments to the Senate, they 
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‘Suggests Solution... . . 


This is an open forum for the discussion of any subject of interest to vur 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 


used, if you so request. 
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Key to the Business? 


If we sit down and quietly think 
this thing through, is it not so that 
the key to our immediate problem 
is, as it always has been, the USED 
CAR? If we could move our used 
cars and prevent the price from 
falling so drastically, would not 
everything be OK so far as new- 
car sales are concerned? 


Can it not be reasonably argued 
that the sale of used cars does not 
detract from the defense produc- 
tion? And, in fact, can it not be 
argued that the free sale of used 
cars would facilitate the defense 
program in that the average work- 
ing man can buy a good used car 
to enable him to get to and from 
his work? 

Is it not certain now, that new- 
car production is going to be cur- 
tailed? Therefore, is it reasonable 
to assume that in a short time, if 
we could move the tradeins at good 
prices, our problem will be to get 
the new cars to sell. 

Are we not placing ourselves in 
the position of bucking the gov- 
ernment when we condemn Regu- 
lation W on new-car sales? Does 
the public feel kindly toward us 
or are they laughing at us? At 
the same time, would not a 24- 
month plan, leaving new cars at 
15 months, actually help us to move 









—From the files of Automotive News. 







the one and two year old tradeins? 
Could we then allow more for the 
year-old car than we can now and 
thus our new-car sales would be 
taken care of? 

Can we not make ourselves good 
American citizens by stopping our 
shouting about Regulation W so 
far as new cars are concerned apd 
at the same time have a geod. 
sound, reasonable argument as to 
why Regulation W should be abol- 
ished or amended so far as used 
cars are concerned? 

As I see it, we have an oppor- 
tunity. Let’s do some straight 
thinking and remember, as always, 
the used car is the key to this busi- 
ness.—VERNON S. How.anp, Wash- 
ington. 

* o . 


Steel vs. Autos 


Your Automotive News report of 
Nov. 6 concerning the automobile 
manufacturers’ unhappy attitude, 
as expressed by C. E, Wilson of 
GM, over the steel industry’s ap- 
parent production conservatism, 
seemed to be ably but not fully 
answered by E. L. Ryerson’s re- 
marks. 

From an automobile dealer's point 
of view, a very substantial reason 
for the difference between auto 
manufacturers’ optimism in ex- 
panding car and truck production 
and the steel industry’s more con- 
servative attitude in expanding 
steel production lies in the differ- 
ent methods of distribution em- 
ployed in the two industries. 

In the case of motor vehicles, 
car and truck dealers are re- 
quired to take the full run of a 
model production, With one pid- 
dling exception, when the optim- 
istic auto manufacturers overesti- 
Mate the depth of the market 
and an overproduction results, the 
fear of cancellation (with or 
without cause), non-renewal of 

(Continued on Page 10, Col. 1) 
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A new chapter 

in the dramatic story of 

| Studebaker progress 
a now he gins 





Studebaker introduces 


a far-advanced new 


COMMANDER V-8 


at a sonsationsl new low price! 





Seuiitieline presents 


a pace-setting new 


1951 CHAMPION 


...top buy and top value 
of the top 4 lowest price cars! 
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AFC Raps Reg. W | ‘Blond Bombshell’ Back Home 


Finance Men Seek Repeal of 15-Month Limit; 
Haller Sees 4-5 Million Cars in 1951 


By Mel Adams dent of the New Hampshire Fi- 
Staff Correspondent nance Corp., Manchester. Elected fj 
CHICAGO.—Opposition to Amend-|4s vice-presidents were R. Earl 
ment 1 of Regulation W cutting | O’Keefe, president of Southwestern 
time payments on automobiles from | Investment Co., Amarillo, Tex., and 
21 to 15 months, expressed before|E. P. Latimer, president of the 


a 
and during the 17th annual conven- | American Discount Co. of Georgia, ms 
tion of the American Finance Con- | Charlotte, N. C. | 





4 Voluntary Curbs | 
On Transport Set 


| Knudson Rules Out : 
| Stringent Restrictions 
i 
: 
| 











WASHINGTON. — For the pres- 
ent, at least, the federal govern- 
ment plans to rely on voluntary 
controls in the transportation field, 
according to Defense Transporta- 
| tion Administrator James Knudson, 

speaking before a conference of 

businessmen. 
’ Knudson said his office at the 
moment has no plans for controls 


ference, was crystallized in resolu- Thomas W. Rogers was re- 
tion form when the board of AFC} elected vice-president for the 
by direction of the membership| 12th successive annual term, and 
urged the Federal Reserve Board| J. W. R. Tennant was retained 


J 





“> ®* 


to restore Regulation W in its| as secretary-treasurer. Both are | such as those ordered by the ODT 
original state. Chicagoans. ‘Chosen as chairman | 8efty Hutton Visits Chrysler Plant— in World War II. 

The resolution emphasized that | of the executive committee was When Betty Hutton appeared in Detroit for the world premiere of her picture, Let's) “The disposition is to go easy on 
the FRB cut payments to 15 | D. B. Cassat, president of the | Dance," she and her mother were quests of honor at a luncheon of the Chrysler division.|controls,” he said. “For the time 
months “without notice of hear- Interstate Finance Corp., Du- | Her mother was for nine years employed in the firm's Kercheval plant. Left to right: Joseph being we will work through busi- 


ing,” and that “present regula- buque, Ia. A. O'Malley, general sales manager; Miss Hutton's mother; L. L. Colbert, president of ness and industry.” 
tions unduly discriminate against Preceding the convention open-| Chrysler Corp.; Miss Hutton; David A. Wallace, president of Chrysler division; Fred M.| While making it clear that he 
low and medium income groups |ing, the four speakers who ad-|Zeder, head of Chrysler Corp. Engineering division; Joseph E. Fields, former president of |has the power to curb both inter- 
of our population, and favor the |dressed the opening day's session | the division. state and within-city transporta- 
high income groups, by reason of | received the press at a conference. |tion, Knudson told the conference 
the fact that the 15-month limi- |They were Fred L. Haller, presi- |he has no intention of exercising it 
tation on payments greatly in- |dent of the National Automobile a ieee 
creases the amount of monthly |Dealers Assn.; Dr. Leo Wolman, 
payments with the result that | professor of economics at Columbia 
low and medium income groups | university; Elmer E. Schmus, vice- 
are unable to purchase automo- | president and cashier of the First 
biles.” National Bank of Chicago, and 
Approximately 1,000 executives of Rogers. 
sales finance companies, along with| Haller estimated that, barring an 
numerous bankers, insurance offi- | all-out war, motor vehicle produc- 
cials and others attended the con-|tion should hit between 4.500.000 
vention, setting a new alltime high. | and 5,000,000 units in 1951. He dis- 
Byron S. Coon chairman of Gen-|closed that new-car inventories 
eral Finance Corp., Chicago, was|average 11 per dealer as against 
elected president of the conference. |three 90 days earlier; that cars 
succeeding W. B. McGregor, presi-| may now be bought off the floor 
ae fenceiensinestabensconn ~ -|in most cases: that used-car stocks 
are one-third greater now than 


Auto Show Plans _ three months ago; that stricter 





Most of Dealers 
In Oregon Due 


} For Convention 


PORTLAND, Ore. — Automobile, 
truck and equipment dealers from 
all over Oregon will converge here I 
Nov. 29 for the state convention of ' 
_|the Oregon Automobile Dealers é 
_|Assn., announces C, R. Parkinson 
| (Dodge), Oregon City, association 
president. 
_| “It is expected that a great ma- | 

jority of Oregon’s 520 motor ve- 


credit terms have caused many é |hicle dealers will be in attendance, 
due to several vital matters that 


° neople to sacrifice their government 
Begin to Shape Up a = sane “an nen - have affected the auto industry 
° e r payments; a .000.- . ' both locall ti lly,” Park- 
In Milwaukee 000 cars on the road should be Rocket Ride for ‘Bombshell'— inson a ene ee i 


replaced, and that curtailment in Betty Hutton waving from the back seat of the Oldsmobile 98 convertible on her way : ‘ ; 
MILWAUKEE. — Plans for the A ; : : : ; ; Special meetings are scheduled | 
automobile production, or complete | to the premiere of her latest motion picture in her former home town of Lansing. She is for the presidents of the 21 local i 


first local auto show in 10 years ‘ eae . tps ce : 
cessation if war conditions bring flanked by Gov. G. Mennen Williams, of Michigan, on the left, and Santa Claus. Miss dealer associations in the state. 





— eee Se kateeee. it about, will force dealers to de- | Hutton's mother worked in the Olds plant at one time William M. Anderson, Portland 
bile Dealers Assn. conducted its|€"d upon service jobs. a — ~|Willys-Overland distributor and 


drawings for space. Rogers said “there is a strong | 600 |president of the Portland dealers, 
Over a million dollars worth of | feeling that Congress may have As Okla. Dealers Meet. . . | will be chairman of the presidents’ 





vehicles and equipment is expect- — - ae Sete “a " mostine. 
ed to be shown in the city arena| S8tion of legislative authority to - WW: @ieberke (Gedenitten- 
and auditorium during the week- | the Federal Reserve Board when | Z ton ruc Ss a ear worth), of Portland, will be chair- 
long exhibit Jan. 27-Feb. 3. it gave to it practically unlimited man at the meeting for industry 
Special efforts to make the show yy ——— ee - i: Sidinaes Weick taaiiden enn’ Geo 
attractive to children were report- wills, even e | a dikes te ak wes Of cer 
ed by Al Shallock, advertising and| extent of preventing the exten- | Seen or F “ve ‘ Cars sold in the state. 
promotion chairman. He said, “Kids sion of ae credit entirely. The convention also will celebrate 
ce oe 2 Sane RONey Gaon ae The RB could have avoided reelection of one of the association’s 
auto show.” “this discriminatory effect against| TULSA, Okla.—Proceed with cau-| Newport, Hominy, northeast zone|members as governor of the state 
An orchestra, entertainers, al-|the low income group,” he added,|tion but not with fear, 600 mem-/| vice-president; J. A. Richardson,|_Douglas McKay (Chevrolet-Cad- 
most 200 new-car and truck mod-|if it “would take a more realistic|bers of the Oklahoma Automobile/ ada, southeast zone vice-president; |illac), of Salem. It will be “McKay 
els, and accessory exhibits will be|view of industry practices and/|Dealers Assn. were advised at their! Gorgon Stevens, Dunkin, west zone|day” also, in that the principal 








on display for children of all ages, make its regulations conform to|17th annual convention here. vice-president; Henry Coffen, Okla-|guest speakers will be the gover- 
Shallock says. historic industry patterns and to Predicting sales of better than | homa City, secretary-treasurer, and|nor and R. D. McKay of Wichita, 

Seventeen makes of cars drew|a number of state laws which have! 1,000,000 trucks per year for the | Freq Albert, Oklahoma City, sec-|Kans., vice-president of NADA. The 
for space. Each will show two mod-|long recognized at least three! next five years, John E. Johnson, retary-manager. two are not related. 


els on the main floor of the arena,|groups of terms based upon dif-| GMC Truck and Coach division 
and will be allowed supplementary | ferent age groups and price classes} general sales manager, told the 
space in the arena’s side halls and | of motor vehicles—namely, new and! dealers that today’s problems 
in the Mechanics hall of the audi-/| recent model used cars, late model| have been met before with cour- a Co ing Even to 












































torium. ; used cars and older model used| age, good selling and good man- 

Edward C. Wehe, association | cars.” agement. 
president and o— — of; Schmus lauded sales finance com-| But, he warned, an_ industry 
the show, announced the following| panies for the job of self-policing | pottleneck may appear if dealers : Dec. 48— Automotive Service Industries 
committee chairmen: ; they have been doing in adhering | fai] to support a program for more Dealer anne a show, Navy Pier, Chicago. 

John Doyle, hospitality; Wallace |to the “sound principle of a one- | and better roads. Pe ee ne eens Mer. 21-38, Brg pene show, 
Rank, tickets; A. L. Zembrosky, |third down payment, which experi-| Crippling terms of Regulation W| pec. {-2—Montana Auto. Dealers Assn., on <a “8 on nll pe Sa 
finance: Frank Kuhl, entertain-|ence has shown is more important | and the possibility of relief was the Rainbow hotel, Great Falls, Mont. = 3 Be. en west Automotive 
ment; Russell Arndorfer, rules and (Continued on Page 44, Col, 1) /keynote of discussion in 16 dealer Dee. 4 — late. Automobile Dealers : a a « 
contracts; Lester Hartung, space | ~~ ae ~~ | sections and the business meeting.| pec. "t_Uteh atemebiig Dealers Asn.. J . 
rental; Fred Black, decorations; It was agreed that, “the regu- Newhouse hotel, Salt Lake City. Allied Industries 
Murel Humphrey, floor manage- : S agr : Dec. 12—D.A.D.A. annual meeting, De : 
ment and personnel, and L. L. Rie- lation was made without proper troit. Jan. 22-24, 1951—Truck-Trailer Manufactur- 

: iid | consultation with the trade as Dec. 15-16— Kansas Motor Car Dealers ers Assn. annual convention, Edgewater 
e 1 
selbach, legal counsel. : rovided in section 709 of the Assn., Wichita, Kans. Gulf hotel, Edgewater, Miss. 

Theodore Larson, the associa- _ lation itself.” Jan. 7-10, 1951 — National Auto Dealers Mele, 10 SeRtNatianal Council of Px. 
tion’s executive secretary, will act regulation ltsen. ; : Assn. convention and exhibition, Miami. wale Galas Tak Genes, tas. ounce! 
as general administrator. R. D. McKay, regional vice- Apr. 2, 1951—Louisiana Automobile Deal meeting, Hotel Statler, Washington, 

Siivicuiaiaemvaiien president of NADA, stressed the ers Assn., Jung hotel, New CGricons, .. dD. Cc. 
- need for united strength among] May |415 | 195) — Mineo aie mtouis, «Feb. 4-6, (1951—National Truck Leasing 
Turkey Trot national new-car dealers to prevent| May 31-June 2—Washington State Auto a oe convention, Sheraton ho 
discriminating legislation, to assist Dealers Assn., Winthrop hotel, Tacoma. . a a 
Biggest Buick Driveaway in meeting defense needs in emer-| s 2 8 
° | gencies and for teamwork in cus- Dealer Auto Shows General 

é Since War Held tomer-dealer relations and selling.| |.) 576.4 3 1951 — Milwaukee pen lacs ites! Bee Mlies Dia eesess ; 

FLINT.—A large contingent of Officers elected at the convention Auto Desiers Assn.. Milwaukee. Assn. parley, Waldorf-Astoria, New York ) 
Denver residents converged on | were: W. D. Dysart, Tulsa, presi-| Feb. 410, 1951—Greater St. Louis Auto Apr, 1-2, 1951— Canadian Automotive 1 
Flint by plane and train Thanks- | dent: R. T. Scott, Oklahoma City. | motive Assn., Arena, St. Louis. Wholesalers and Manufacturers Assn. 
giving day to participate on Friday | central zone vice-president; Cal| *b. !€25-les Angeles Motor Car Deal: comvention, King Gdwerd hotel, To 
in Buick’s largest single new-car | — | Angeles.” aay . 
driveaway since the war. _ 1 ‘Ne Feb. 15-22, 1951—Philadelphia Automotive “Rh ow Ht Tyas lmernational: Motor 

One group of 50, including pur- all Vian Given vege Assn., Commercial Museum, Phil- Apr. 30-May 21, 195I—U. S. Chamber of 
chasers of new Buicks and their —" oo ehet: Citznam Auhnmaliio Commerce 39th annual meeting, Wash : 
wives, left Denver by special plane Transport Post Trade Assn., International Amphitheater. ington, D. C. ; 
at noon and arrived at Bishop air- Chicago. : ee ae 9, 1951—World Transpor 
port in Flint at 8 p.m. WASHINGTON.—Francis Berke- | ae er Auto Dealers Assn. ae ‘air, Santa Anita Park, Arcadia 

pg Buick Co., through wae ley Robins has been named head| March 28, 1951—Greater Kansas. City Mo Ss 
all the driveout cars were ordered, ® of the materials and equipment di- | tor Car Dealers Assn., Municipal audi- . . 
arranged for a special Thanksgiv- 500,000th Buick of '50— vision of the Defense Transporta- | ane eee oF oe a Engineering 
ing day dinner aloft. The remainder Ivan L. Wiles (right), Buick general man-|tion Authority. Assn., Feld Artillery ortnane, Seatte, Nov. 26-Dec. !— American Society of 
of the group, approximately a dozen | 49er, and Edward T. Ragsdale (left), general During the last 15 months of | Wash. ; Mechanical Engineers, Hotel Statler, 
persons, came by train. manufacturing manager, guiding the body World War II, Robins was director | Mar. 17-25, 1951—indianapolis patensine New York. 

On Friday the Denver visitors |for the 500,000th car built this year onto the of the transportation equipment di- | eg i Came Exposition Blidg., dee. 8-12, 1951 <= Saalety of Agtemative 

i i i ; i : | = ngineers annua! meetin an splay, 

Ao ee a eM ne 

, 2 y oard. For e pas ree years he | Mar. 68, 1951—Socie f Aut tive En- 

cafeteria. After lunch they took /| Wiles, but made it the second GM division)/has been superintendent of the | Aftermarket Shows gincers passenger ar body "and ma- 

delivery of 34 new cars and began |to join auto makers producing more than a| Wilmington (N. C.) district of the Des, 1 o-Setne and Equipment Whole terials meeting, Hotel Book-Cadillac, 
the homeward journey. half-million cars annually. Atlantic Coast Line railroad. salers Assn., Stevens hotel, Chicago. Detroit. 
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RICHARD WOLD of Minneapolis, Minn., displays the first-place 
trophy he won as National Champion in the straight truck event at 
the National Truck Roadeo. This Minnesota State Champion drives 
for Glendenning Motorways, Inc., St. Paul. He won with a Dodge 
*‘Job-Rated’’ 11%4-ton truck. 49 of 86 contestants chose Dodge! 


As National Champions, Richard Wold and O. E. 
Chapman typify the world’s best driver—the 
alert, capable truck driver who serves you so 
courteously and so well. 


The world’s best driver brings you fruit from 
California and pork chops from Chicago . . . sea 
food from Baltimore and shoes from Boston . 
hats from Danbury and cars from Detroit. 


In your home and on your table are goods and 
foods from every corner of the country —brought 
to you, all or part of the way, by truck. In fact, 
the world’s best driver transports practically 
everything you eat, wear or use. 


He is your good neighbor on wheels—pledged 
to courtesy and consideration—to observe the 
Golden Rule on the road. It is with your welfare 
in mind that he dims the lights of his truck . . . 
keeps to the right . . . and lets you pass the 
moment the road ahead is clear. 


His is a most important role in the trucking 





Specially engineered for door- 
to-door deliveries is this Dodge 


*‘Job-Rated’’ Route- Van. pick-up trucks. 





Easy loading is an outstanding 
feature of Dodge ‘‘Job-Rated”’ 
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Meet two of the worlds 
BEST DRIVERS 


industry —an industry that works with all other 
forms of transportation to help bring you com- 
forts and conveniences no other country knows. 


Years ago we asked him to tell us how trucks 
could be made more efficient and more depend- 
able from his practical point of view. 


We asked him what he wanted most in a truck. 
We asked him to tell us what was good and not 
so good in trucks then available. And this one 
basic truth stood out: 


The kind of truck which best meets the 
needs of the driver, as well as of the truck 
owner and the public, is a truck built to 


fit its particular job. 


This basic truth has, ever since, determined the 
design of our Dodge trucks. Each is ‘‘Job-Rated”’ 
from engine to rear axle—engineered right and 
sized right for efficient, low-cost hauling. 


We have combined creative imagination in engi- 
neering and research with common sense and 


wide 


Dodge ‘‘Job-Rated’’ stake 
trucks have steel stakes, con- 
venient loading height. 


High, 


and handsome 
describes roomy Dodge ‘‘Job- 
Rated’’ panel trucks. 











O. E. CHAPMAN of Denver, Colo., smiles as he holds the first- 
place trophy he won as National Champion in the tractor, tandem- 
axle semi-trailer event at the National Truck Roadeo. This Colorado 
State Champion, who drives for Pacific Intermountain Express of 
Oakland, Calif., won with a Dodge ‘‘Job-Rated’’ 4-ton truck. 


practical experience. This has resulted in more 
than 60 engineering advancements—which have 
found favor with users of Dodge ‘‘Job-Rated”’ 
trucks everywhere. 


The world’s best driver likes our trucks for their 
easy handling. He can turn them sharper... 
back up or park more easily. He likes the extra 
visibility provided by a bigger windshield. He 
likes the extra comfort of a wider seat that’s 
adjustable for the firmness or softness he wants. 
And he likes the fact that he can haul bigger 
payloads with a Dodge ‘‘-Job-Rated’’ truck. 


Trucks like these help the world’s best driver to 
drive with more safety and more comfort . . . 
and to meet his schedules. In short, they help 
him serve you better! 


They are the kind of trucks that are sold and 
serviced by your Dodge dealer —a local business- 
man who has been chosen for Ais integrity and 
ability to serve you better. 
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The versatile Dodge Power- 
Wagon is engineered for serv- 
ice both on and off the road. 


Dodge Trucks are “Job-Rated” to fit every individual load-and-work job 
CHRYSLER CORPORATION 
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Tackling NUCDA Problems— 


Here's the new steering committee of the National Used Car Dealers Assn. getting down Dodges by Jan. 1 and was using} Many of the 600 cars he was| margin of profit on each sale, but 
, 


to business on association problems with Margaret Corell, executive secretary. Walter Wilson, /the same attractive price in its ad- 
Dallas, president, is seated beside Miss Corell. Standing are Ray Hayward, Omaha, secre- vertising. 
tary; Louis Baker, Providence, treasurer, and James Downing, Atlanta, vice-president. 
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purchased than all others com- 
bined! 


Anthony gives you 
Weight savings that 


Anthony gives you 





to 75% fewer working parts. 


\ieT ANF Anthony gives you | 
, Greater safety to | 


Phau 


load and operator through 
specific safety features. 


bd 
Satis Anthony gives you 
tres Instantaneous finger 


tip control at any level from floor 


to ground, even with maximum 
load. 


aig Anthony gives you 


abs: 


serve from 5” ID cyl. to handle 
the most unusual type of load. 


rh 
Cake 
A choice of gate 
types and sizes all with power 
closing of your selection. 


FITS ANY MAKE OF 
BODY ON ANY 
MAKE OF TRUCK 
OR TRAILER 


ANTHONY COMPANY 
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Dallas Dealer Defends Sales Methods. . . 


‘Low Profit’ Selling Spreads 


Epitor’s Note: Here is a case 
history of the price cutting be- 
hind present high sales. Note how 
price-cutting advertising spreads 
once it is brought into the open. 


DALLAS.—The fever of an in- 
tense “cut-price, cut-profits” new- 


car merchandising program, in-| 


augurated here by Alexander Motor 


ported that his firm had sold 165 
new Dodges in a five-day period. 
But Alexander Motor ads still pro- 
claimed that “cars are running out 
of our ears,” and that the com- 
pany’s “sale” would continue as 
long as such a situation existed. 
However, in an Automotive News 





are getting more than our quota,” 
he advertised. 

Alexander explains his selling 
tactics by saying that he is merely 
applying to the automobile busi- 
ness some of the principles of low- 
price volume selling he picked up 
during 20 years in the chain store 
grocery business. 


interview, Alexander didn’t seem} ajexander became a Dodge deal- 


Co, (Dodge-Plymouth), spread last/to mind having so many cears thatler in 1935 after organizing and 
week. he “couldn’t find space to put|joperating retail grocery chains in 


In the Oak Cliff section of | them.” 
Dallas, Boedeker-Verner Motors, 
another Dodge-Plymouth outlet, 
was also offering new 1950 Dodges 
for as low as $1,495. 

Central Motors (Dodge -Plym- 
outh), Shreveport, La., was telling 





On the contrary, Alexander said 
that “plenty of cars”—all he can 
get—is the basis of his operation. 
He said he had advised his fac- 
tory that he will be able to sell 


its clients that it had to move 200| ll the cars they will send him. 


Houston and Fort Worth. Five 
years after becoming a Dallas 
Dodge-Plymouth dealer, he had 
sold 5,050 cars and trucks. 

Right now he doesn’t think he 
is giving away a thing. He ad- 
mits that his current selling 
methods yield only a nominal 


advertising last week, he said, rep-| says that the service business, 
resent allotments cancelled by other | Parts and accessory sales, etc., 


Meanwhile, Ernest Alexander re-/dealers and shipped to him, “We | that go along with such merchan- 
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HYDRAULIC POWER Closing— 
a flip of a lever closes it. 


Onn 
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TRUCK DEALERS 


Every ah ere 


WRITE TODAY FOR 


NEW PRICES ano 
SALES LITERATURE! 
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SPRING POWERED Closing— 
@ flip of the hand closes it. 


Streator, Illinois 


3 GATE TYPES TO SUIT 
ALL LOADING METHODS 
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dising keep his company going 

“pretty well.” 

Alexander describes volume sell- 
ing as “prepaid advertising.” He 
anticipates that most of the people 
who are buying his cars now will 
be back within the next few years 
for tradein deals. 

He points out also that with win- 
ter coming on, few new-car buyers 
leave his shop without antifreeze 
insurance. A good many of them 
also buy extra accessories. 


Alexander says he is the largest 
distributor of MoPar parts in the 
country. His firm’s parts business, 
he says, tops $3,000,000 a year. 

Alexander estimates his serv- 
ice department volume at more 
than $1,000,000 a year. As a dis- 
tributor of Goodyear and Fire- 
stone tires, he claims to enjoy 
another $1,300,000 worth of busi- 
ness annually. 

Considering all that, Alexander 
says he is not too concerned about 
a narrow margin of profit on a 
new car sale. 

“Since the war,” says Alexander, 
“we have not been able to take 
care of all our customers. Regula- 
tion W credit restrictions practic- 
ally stopped business, Large num- 
bers of dealers cancelled their 
orders with the factory and we 
were able to obtain a large num- 
ber of additional cars. We told the 
Dodge factory we would take care 
of all the cancelled orders, and we 
are selling all they will send us. 
“It’s not a matter of a model 
cleanup with us. We don’t have 
that problem. We don’t have clean- 
ups. We have a very rapid turnover 
rate in all departments of our busi- 
ness.” 

Alexander explained that the 
model he advertises for $1,495 is 
a business coupe, although his 
advertisements do not specify 
this. When a customer comes in, 
“we go to work on him to sell 
whatever model we can,” he ex- 
plained. 

Alexander said that his firm en- 
joys a low selling cost as a further 
impetus to high volume, low price 
sales. His firm employs no out- 
side salesman, thus avoiding dem- 
onstrator expenses, Alexander leans 
on big advertising programs to 
bring the prospects in. 

Each of Alexander’s salesmen 
has a quota of at least 30 cars a 
month. Each gets a flat $15 a car, 
plus 10 percent for accessories, No 
extra compensation is given for 
favorable tradein deals. 

He says his six salesmen aver 
age about $25 per deal. There is 
also a general manager, sales man 


jager and fleet sales manager, also 


privileged to sell. 

Boedeker - Verner, Alexander’s 
nearby competitor, is also a vol- 
ume operation. Last week, Boe- 
deker-Verner said in its adver- 
tising: 





TALK good deals... 
Verner MAKES THEM" Before 
you buy—COMPARE and you'l 
SAVE!” 


“Regardless of all the claims, . 
you can’t know how much bigger 
and better Boedeker-Verner’s Bet 
ter Value Deal really is until you 
COMPARE! Get any and every 
body’s ‘best’ deal or ‘sale’ price 

. we'll not only meet it, we’l 
beat it! Our price is as low as an) 
. . . Our trade leaves them all iu 
the shade! Remember—‘OTHERS 
Boedeker 
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(one-year) contract or various 
other economic sanctions forces 
the dealer to pay full “factory- 
to-dealer” price on every unit 
built. 

In the 10-year period preceding 
World War II, thousands of “full- 
profit-to-factory” with little or “no- 
profit-to-dealer” cars and trucks 
were disposed of by the car dealers 

the result of overproduction. 

With a distributive system such 
as car factories have—in every 
prewar year when they could get 
the materials with which to build 
—is it any wonder they could af- 
ford to be—and almost always were 
—overly optimistic (1) as to the 
size of the market, (2) as to their 
individual potential share of it. 

It is an old “chestnut” that if 
every manufacturer obtained the 
share of the market to which he 
felt entitled, the entire market 
would have to be calculated at 150 
percent or more. 

As I understand the steel in- 
dustry’s distributive system, they 
have primarily three different 

















Positive Skid 
Easy to Insta 
Saves Trucks o 
Affects Insuran 
Protects De 
, Road-Teste 


outlets: (1) direct sale to large 
industrial consumers, (2) sale to 
fabricators, including subsidiar- 
ies, (3) sale to jobbers—specialty 
and otherwise, In none of these 
cases do the steel companies have 
any economic hold whereby they 
can force the sale of overproduc- 
tion. When they hit a recession 
in demand, they either cut price 
or reduce production in line with 
the demand. 

So, it seems to this dealer, by 
understanding the difference in the 
two distributive systems one can 
more readily understand the op- 
timism of the auto manufacturers 
as testified to by C. E. Wilson of 
GM and the more conservative po- 
sition of the steel industry as indi- 
cated by E. L. Ryerson.—Prnnsy.- 
VANIA DEALER. 

* * * 
Car Leasing 

You may be interested in know- 
ing that between 75 and 100 in- 
quiries have come to National Car 
Rental System as a result of your 


recent articles on car leasing. They 





Mufflers Tested by Truckers— 

To find a way to reduce excessive diesel truck noise, the Motor Truck Assn. of Southern 
California conducted tests at Clayton Mfg. Co., El Monte, Calif. In the third of a series 
of tests, 13 different mufflers built by six firms were checked for noise control and back 


pressure. 


were for the most part from auto- were interested enough to telephone 
mobile dealers who have asked for long distance. 
all possible information about an- Ag a result of this amount of in- 
nual leasing. terest, NCRS has broken a rule 
Others came from car rentalcustomary to all trade associations 
firms, finance groups interested inof limiting information of this sort 
the financing, and, for no reasonto its own members, and this week 
we can see, one from a theatricala rather detailed analysis of in- 
makeup firm. A number of themformation furnished by NCRS mem- 
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RSHALL AVENUE 


BIG NEWS... 


For passenger car 
and taxi cab MARKETS 


INSTALLS IN TRUNK _ 








BER e sO 
SAFETY 


aD URS 


NOW AVAILABLE WITH ADAPTER KITS FOR MOST 
EVERY MAKE AND MODEL AUTOMOBILE AND TAXI CAB 


Profit Potential Unlimited! Sell, Install 
and Service SKIDMASTER, greatest 
highway safety since four wheel brakes. 
Instant traction at the touch of the dash 
switch. Gives cars up to 40% more brak- 
ing power on eeerty streets and roads. 
Build repeat sales with non-clogging, 
non freezing SAFETY-GRIT. 
IT PAYS to be a SKID-MASTER Dealer 
Write for Complete story TODAY! 


IANCES. INC. 


PAUL 4, MINNESOTA 
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bers has been sent to all inquirers 
except those in cities where NCRS 
members operate. 

We thought you handled the an- 
nual leasing question in an objec- 
tive manner and did a very good 
job. I hope you will call on NCRS 
or ourselves any time we can fur- 


‘Inish you anything of interest in 


this general field.—Rosert A. Wn- 
uer, St. Louis. 
e 


Brazil Revisited 


Thanks for that “splash” about 
us in Automotive News (Sept. 18). 
A man from Chicago, who “read 
about us,” sent us a 69-word cable 
saying that he had a lot of Cadil- 
lacs, Oldsmobiles and Chevrolets 
for sale. But we answered that we 
were not in the used-car business, 
and certainly not now with the red 
tape and risk of importing cars by 
having to pay “owners” to bring 
them along as “baggage.” 

The import duty on automobiles 
is pretty low in Brazil, everything 
considered. Even if travelers paid 
100 percent of the usual rate (and 
they should pay about 50 percent 
when cars come as “baggage’”), it 
would not kill the business. 

Of course, it is necessary to get 
the dollars in the “free” market— 
about 36 cruzeiros to the dollar, 
instead of the official rate of 20 
cruzeiros to the dollar. The slo- 
gan here is “only what is imported 
is cheap.” 

Our cost of living has increased 
300 percent since 1939-41. Income 
tax, while on the same old basis, 
has brought in more money than 
ever before, due to the inflation, 
janother reason why we find a ’50 
Cadillac “cheap” for $10,000. You 
i 
| 
! 


burn your '28 cars; we buy them 
for $1,000. 

Enclosed are two pages of classi- 
fied ads offering some more “un- 
used” cars at the prevailing rates. 
—M. Patuinna, Sao Paulo, Brazil. 

Eprror’s Nore: Prices in the 
Brazilian newspaper ads include: 
50 Cadillacs, $16,000; ’50 Chevro- 
lets, $9,250, $9,900; 49 Ford, $6,000; 
and ’38 Oldsmobile, $1,400. One 
of the ads states: “I am going to 
| the U. 8. A. this month and can 
bring back a motor car or any 
| other thing.” 

* 


| Helluva Start? 


Eprror’s Note: The following 
letter addressed to NADA, was 
sent to Automotive News along 
with an explanatory note. Names 
are deleted for obvious reasons: 
It was with a great deal of inter- 
est that I read your letter of Aug. 18 
pertaining to the conduct of auto 
dealers during this war scare which 
might result in drastic govern- 
mental controls over our operators. 
I certainly was in full agreement 
| with you that our methods of doing 
| business in the present market will 
have definite effect in the future 
/market of all new car dealers. 
It is with that thought in mind 
| that I am writing to you about a 
situation which is developing in 
the auto industry at the present 
| time. I am not in a position to 
i 


know whether other manufac- 
| turers are doing the same thing 
| but can only give you information 
| pertaining to our own franchise. 
| I have just received a copy of a 
jnew-car order stating thereon the 
accessories which will be included. 
even though they were not ordered. 
I have a specific example of where 
we will receive a blue brougham . . 
with radio, aluminum head, weather 
control, and front bumper guards. 
which I would consider as a stand- 
lard automobile. 

However, in addition to that, they 
have included an extra option group 
which includes custom steering 
wheel, exhaust deflector, front 
fender ornaments, large hub caps 
and a rear window reveal molding 
One would think that is enough 
jloading of this particular car, but 
in addition to that they have in- 
cluded what they are pleased to 
| call a ‘safety group’ including back- 
up light, combination fuel and 
; vacuum pump, direction indicator 
glare proof mirror, outside rear 
view mirror, and_ windshield 


washer. 
And to add insult to injury, 
| they have included a ‘utility 





group’ which includes hydraulic 
jack and magnolite. Incidentally, 
on our... there is not a cigar- 
et lighter to plug the Magnolite 
into, so there is a notation, “If 
UK group is ordered on... , 
cigar lighter option LI must be 
oe for operation of magno- 
Other cars which we are to re 
(See LETTERBOX, Page 12, Col. 5) 
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rehri ‘ice-President 
Read what A. Henry Gehris, Jr., Vice iene 
3 : their 
of Gehris Motors, Inc., has to say about 
new Underwood Sundstrand system 
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S with Pleasure that we write you of our ex 
Underwood Sundstrand System. 


W 
are extremely well Pleased 


to eliminate 


force, this with no loss, but rather a 
gain in accurate daily Operating control 
tself in eighteen months. 


T 
available com 
or months 


ions existed, Our 
h-end financial Statement is easily completed during th 
Ollowing month, 


In conclusion, we are 
in our Progress, It's just "Good 


pot 


It i Perience with our 


e have had our machine in o 
with its perf 


Upon adoption of the Sundstr 
one position on our office 


Peration Since January, 1950 and we 
ormance and especially, its results, 
and System, we were immediately enabled 


figures, We believe our machine will 


d system to the Sundstrand System, 
and Operators and especially your 
This enabled us to make the 


most enthusiastic Over this new 


development 
Business,” and we hi 


ghly endorse it, 
Very truly yours, 
GEHRIS MOTORS, INC., 


A. Henry Gehris, Jr. 
Vice President 
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AUTOMOTIVE WASHINGTON 


Excess-Profits Levy 


Shows Mixed Views 


By William Ullman 


Washington Correspondent | 





PPOSITE views on an excess-profits tax were taken by | 


AUTOMOTIVE NEWS, NOVEMBER 27, 1950_ 


| found to balance the budget. 





spokesmen of business and organized labor appearing 
before the House Ways and Means committee. 
Representatives of three labor organizations not only sup- | 
ported the imposition of such a levy on industry, but each | 
in turn asked the committee“ ; 
to make the proposed tax 


even heavier than that sought 
by the Administration. 

On the other hand, a succession 
of business witnesses joined in a 
general denunciation of the prin- 
ciple of an excess-profits impost. 


members of Con- 
gress-—-old and} 
new--are showing 
sympathy with| 
plans which would 
increase taxes 
upon corporation 
earnings but do 


There is considerable agitation so in a more 
for a severe profits levy and its equitable manner 
proponents will try to jam it than prevailed un- 





der wartime le-| 
vies. 


So far as the 


through the lame-duck session 
which begins today (Nov, 27). But 


some of the force behind the drive Willi 


am Ullman 
was left at the polls, and many people generally are concerned, the 








tax bill of the future will depend | 
in part upon the success of the 
congressional economy leaders. 
Treasury experts believe that 
even a severe profits tax won’t 
raise more than $3 or $4 billion 
in additional revenue. If, as has 
been indicated, the fiscal 1952 
program calls for the expenditure | 
of $60 billion and revenue esti- 
mates remain in the neighbor- | 
hood of $47 billion, then other 
sources of revenue have to be 





4 


| 





| 


Reduced taxes are not forecast | 
by the outcome of the recent elec- | 
tions. Neither the President nor| 
the newly-elected Congress is like- 
ly to abandon the policy of putting 
the multi-billion-dollar defense pro- 
gram on a_ pay-as-you-go basis. 
Most business groups agree with 
this policy. 

The tax-writing committees of | 
the 82nd Congress will remain un- 
der Democratic control and with 
the present party divisions. The 
25-member Ways and Means group 
probably will continue to be domi- 
nated by extreme liberals but they 
will not be controlling if three con- 
servative Democrats join with the 
10 Republican members on deci- 


wrk, 


AvTomortive New 


“Say, ain’choo the waiter in 
that restaurant on Third Ave. I 
often frequent? ...Hmmmm... 
And yowre in a hurry, I hope?” 





|bers of the Ways and Means com- 


rejected for reelection to the House; 
one sought the New York governor- 
ship without avail, and the third 
sive issues. The Senate Finance|sought unsuccessfully to unseat a 
committee will remain conservative.|Republican senatorial incumbent. 

Three of the most extreme mem-|The Senate Finance committee will 





At last! A simple follow-up system to 
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REMINDS YOU TO REMIND THEM. This 


1. “signal file’ cabinet has 60 double 
pockets for filing the, signal card which 
matches each customer’s record card. Only 
one set of pockets 
accounts and one for 
requires attention each day. 


2 


vice record cards. (I 


one pocket for “‘active” 
“inactive” accounts— 





IF YOUR SERVICE DEPARTMENT doesn't 
seem to be “earning its keep,” it 
will pay you to look into the new 
Quaker State Remind-O-Matic 


Much simpler and less expen- 


it’s already turning red ink to 
black in lots of shops like yours. 
Try this tested, profitable way 
of convincing your customers that 
your kind of service is best for 
their cars. Get full details from 
your Quaker State distributor, or 
write to Quaker State Oil Refining 
Corporation, Oil City, Pa. 


KEEPS CASE HISTORY ON EACH CUSTOMER. 
@ This cabinet holds up to 1,000 ser- 
arger outfits available.) 
Only one card is required for each customer, 
to record all service calls and reminder con- 
tacts, Tells at a glance everything you need to 
know about each customer’s car. 


Make 
Sleepy business 


wake up ! 


Uh LT 






ae 











other follow-up plans, 
















TIMELY REMINDERS . . . READY- 

@ MADE! To get the most out of 

your new Quaker State Remind-O- 
Matic System, use the 8 direct mail 
folders and the 32 reminder post-cards 
prepared for the exclusive use of Quaker 
State dealers. They cover every service 
you sell. Each carries a different sales 
message over your firm name imprint. 












REMIND OMAIIC SYSTEM 


* PATENT APPLIED FOR 
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|mittee will be replaced. One was} 


————— lhave two new faces to replace a 


| pair rejected at the polls. 


Shrewd observers point out that 
the significance of the election re 
| sults lies not in the change in com- 
|mittee membership but in the po- 
jlitical and ideological changes of 
ithe legislators who will receive the 
recommendations. For example, a 
drive by extremists to write a dras- 
|tic excess-profits tax into the 1950 
|revenue act was turned back only 
iafter a hard fight just prior to the 
elections. 


+ * 


Loose Ends 


| HE Administration has served 

notice that it will ask Congress 

jto extend the rent control law 
which expires Dec. 31, but action 
|is doubtful. Any extension almost 

}certainly will continue the popular 

|local option feature. 

Also pending on the Senate 
calendar are bills granting state- 
hood to Hawaii and Alaska. 

| Whether they will be called up 

| for debate and final vote is a 

question, 


The government hopes that re- 
armament will not bear down too 
heavily on small business. Small 
concerns were exempted in the 
aluminum order, and steel mills 
have been ordered to take care of 
little plants. 


Metals next in line for cuts prob- 
ably will be cobalt, zinc, tungsten, 


{cadmium and manganese, In the 


} 


fields of non-metals there have been 
cuts in rubber and building ma- 
‘erials. 


Ford Sales Title 
Won by Redpath 


SAN FRANCISCO. With the 
first nationwide compilation of 
Ford salesmen’s records completed, 
James W. Red- 
path. of S & C 
Motors, San 


Francisco. was 
named the “num- 
ber one” sales- 
man of Ford pas- 
senger cars, 
trucks, and used 
cars in the west- 
ern region. 
Arthur S. Hatch 
western regional 
sales manager, 
honored Redpath with a 





J. W. Redpath 

“500” club 
pin for his achievement. Redpath’s 
sales record was considered all the 


more remarkable when it was 
learned that he was one of six top 
salesmen chosen out of a total of 
2,560 “500” club pin winners 
throughout the U. S. Salesmen from 
all of Ford’s 33 districts and six 
regions were entered in the com- 
petitive sales program. 


Letterbox 
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ceive on this same shipment will be 
similarly decked out. 


During the last war, the factory 
did not have the “guts” to place 
these accessories on their own 
orders, but rather forced accessor- 
ies down the dealer’s throat which 
he was automatically forced to 
place on the automobiles in order 
to dispose of them. This time they 
have gained more courage and now 


install these accessories on the 
automobiles before they are ever 
received. 


It certainly is an injustice to the 
public that they should have to 
receive these cars with these op- 
tions as well as the fact that it is 
certainly unjust that the dealer be 
blamed for such action. 


If there is anything the Na- 
tional Auto Dealers’ Association 
can do in order to place the blame 
where it properly exists, it cer- 
tainly would be no more than 
right. 

You will recall that after the last 
|war when the Senate began to in 
| vestigate this activity, Mr... . fron 
our factory was called before that 
investigating committee. Immedi 
ately we received notice from th: 
factory that we were not to insta! 
accessories on customer's cars un 
jless they were ordered. 


However, our factory made no 
offer to repurchase the accessories 
|they had already forced upon th» 
|dealers, and we never heard any 
thing more about their accessories 
program until now. 

Personally I think they have ° 
hell of an early start in this direc- 
tion, don’t you?— MicHiIGAN DEALE. 





—— 
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yo Just think what a brand new 1951 Crosley would mean on 
| : Christmas morning! For the whole family, for your wife, for 
your son or daughter, a Crosley 1s the ideal gift! 
STANDARD STATION WAGON 
Nena Sliding front windows. 
— ; Seats 4, rear seat re- 
' a movable. Carries Y% ton 
oe load with two passengers. 
ular 
SUPER SEDAN 
ate Roll-down windows, reor 
ite - seat folds forward. New 
ka. tailored upholstery. 
up Smort door linings. Seats 
} a 4, plus luggage. 
“a @ SUPER STATION WAGON. All steel. Rear seat folds forward or 
_ is removable for extra luggage space. Roll-down windows. 
— Seats 4, or 2 with 4 ton load. New basket-weave design 
- on wagon panels. Deluxe appointments. 
s 
p of 
SUPER CONVERTIBLE 
rob- Four seater, rear seot 
ten, folds forward, roll-down ; 
the windows. Complete plas- 
een tic leather upholstery 
ma - and door linings. 
. STANDARD BUSINESS COUPE 
LOSES. 2 passenger with big 
ee : aes ee luggage space bdck of 
“ae } front seats. Will carry 
kd | eee Ye ton of sample cases, 
, merchandise, baggage. 
a Sliding windows. 
ted. New for 1951—Crosley—the most improved car. It’s bigger, sturdier, heavier. It has ' 
so many improvements that until you drive a 51 Crosley, you just can’t know the HOTSHOT 
Crosley car as it is today. America's popular see » 
; ; : senger sports cor w : 
When you slip behind the wheel and feel the response of that powerful engine eis Bouineats - ‘taiek 


Top and side curtains. 


with 7.8:1 compression ratio, you know how much more lively the Crosley is now. 
P ¢ ¢ ¢ Convertible for racing. 


’ When you lightly touch the brakes, you get the sureness of big 9 inch Bendix 
hydraulics. When you relax in the rich upholstered interior and breeze along the 
highway, you realize that the Crosley has come into its own—in styling, in sturdiness, 

in mechanical features and engine performance. 







Super edition of the Hot- 
shot, with new, solid, 
hinged doors, folding 
top, zipper side curtains, 




















h oe cas : 
lub And Crosley is still the only car you can buy for less than $1,000. Prices range fell’_sed: placile. .leather 
7 s from $898 to $1,046, delivered at Marion, Ind., Federal tax and handling included. upholstery and lining. 
e 
vas Compare the down payment on a Crosley with any new car. Compare the monthly . PEP eer 
to 3 4 . » ? ‘“ » : Saves money on service 
- payments. Figure out how much you'll save on gasoline and oil. Then you'll know and deliveries. Carries 
rs why you can't get a better buy than a Crosley. Crosley still gives you 35 to 50 miles % ton load, gives 35. or * 
om Si eo ’ 
six on a gallon of regular gasoline—and didn’t you wish you had a car that could do that 
m- the last time gasoline was rationed? 
See, drive the new 1951 Crosley models. You'll be seeing the car that has 
come into its own—you'll be driving the car you'll want to own. You'll thrill to the Slips through Traffic, 
great assembly of improvements—such important improvements as these— turns in 15 foot radius. 
be Y% ton capacity. New 
e New strut type hydraulic shock @ New seats with improved cushions ee windows. Cob 
ory absorbers and pads 
oud e New, big 9 inch hydraulic @ New full-fashioned floor mats 
or- Bendix brakes @ New interior upholstery and trim 
ich e New heavy duty front axle e Turn indicators 
a e New larger, easily adjustable clutch @ New improved hand brake control 
i r e Cast iron block @ Radically new front design combined FARM ROAD 
ey I . : ° r : 
cose @ New mechanical link clutch release with late restyling of body 
he mechanism @ Roll-down windows ‘ue Go yy 
es to Town 
pe} @ New exhaust valve rotators for e New tailored upholstery on door panels : 
longer valve life @ Fold-up rear seats Biggest farm and estate news in years 
he e New > al ae ee x : : —the all-utility Crosley FarmOroad 
to New full flow oil filter e Folding top (Super Sports ) does the big jobs on small farms... 
»p- the small jobs on big farms. Plows, 
is disc-harrows, cultivates, mows, rakes, 
plows snow, and does many other 






jobs. Front and rear hydraulic imple- 
ment control. Front and rear power 
take-off. Has 4-to-l1 reduction gear 







2 DEALER AND DISTRIBUTORS! | =< PAR See 










A- 
n ° ° ° for heavy duty farm work, plus con- 
1e The Crosley Franchise 1S still vusdiienall gear jane i ma: 
= * - - } Powerful Crosley 26.5 HP engine with 
E available ina few areas. For In- a FINE CAL cast iron block. On the sal, it car- 
‘ : i h ries 2 to 5 passengers. also serves as 
4 a rugged truck for hauling and tow- 
asi formation write, wire or P one , You see them everywhe,, 99 ing. eh $795 FOB. Siioiek cok 
> Director of Sales, Crosley 
rr Motors, 2530 Spring Grove 


a Ave., Cincinnati 14, Ohio. | THIS ADVERTISEMENT WILL APPEAR AS A FULL 


in 


= PAGE IN THE DEC. 2, 1950 ISSUE OF THE SATURDAY 
: 4 ACT NOW! | eveninc post—on NEWS STANDS NOV. 29, 1950 
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Reports from Various Areas ... 





Auto Market Page 


Market Influences 


Editor’s Note: New-car sales 
reports from some cities indicate 
relatively small declines since 
Regulation W was tightened Oct. 
16. In some instances, registra- 
tions have increased although 
dealers insist that sales are off 
as much as 50 percent. 

It should be remembered that 
there are three factors affecting 
these registration reports: (1) 
Time lag—There is often a lag 
of several weeks between the sale 
of a car and its registration; (2) 
Distress sales—Observers contend 
that many dealers are discount- 
ing heavily in attempts to move 
stocks, and, (3) new-model clean- 


up. 


* « 


New York 


Auto registrations in the New 
York area during the week ended 
Nov. 11 amounted to 6,197 units, a 
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gain of 31.3 percent over the 4,718 
registered in the same week of 1949. 
* + * 


Akron 
New-car sales in Summit county 
(Akron) fell to early spring levels 
in the week ended Nov. 11 when 
only 381 cars were sold. In the pre- 
ceding week, 468 units were sold. 
Used-car sales showed a similar 
decline as the total for the week 
ended Nov.. 11 fell to 440 units, 
against 521 in the preceding week 
and 446 in the same 1949 week. 
+ * 


Westmoreland, Kans. 
Despite the hindrance of Regula- 
tion W, October new-car sales in 
Pottawatomie county (Westmore- 
land), Kans., took a spurt over 
September sales, and even passed 
the total of October, 1949. Brisk 
sales were attributed to an unusu- 
ally heavy corn crop, with good 

prices for grains and livestock. 
Sales of new units totaled 86 


in October, against 62 in Septem- 
ber, and 80 in October a year ago. 
Chevrolet again led the field with 
27 in October. Other sales by makes 
were: Ford, 13; Buick, 4; Oldsmo- 
bile, 8; Dodge, 3; Mercury, 7; Pon- 
tiac, 4; Studebaker, 2; Plymouth, 
8; Packard, 1; Willys, 1; Cadillac, 
2; Kaiser, 3; DeSoto, 1, and Chrys- 
ler, 2. 

New-truck sales also were great- 
er in October than in September, 
the tally being 17 to 15. Last year 
in October there were 20 new 
trucks sold. Sales by make: Chev- 
rolet, 9; Ford, 4, and GMC, 4. 

October sales of used cars gained 
over September, 79 to 75. Used 
trucks doubled in sales, 36 in Octo- 
ber to 18 in September. This was 
also a gain over a year ago.— 
(George M. Hunholz.) 


* * > 


Cleveland 


New-car_ sales in Cleveland 
moved slightly upward for the 








Ohio Dealers Visit Olds Plant— 


manager, and D. J. Towell, Akron. 


week ended Nov. 17 as 1951 models 
began to make their appearance 
and customers feared substitute 
|materials would eventually make 
|new models inferior to those being 
shown now. 

Dealers report buyers are show- 
ing interest because of possible 
“substitutes” for copper, aluminum 








at the heart of Packard’s 4zamaticDirive 


_. ALUMINUM CASTINGS BY ALCOA 





» 


bill all the way. 


Outstanding success of the new Ultramatic Drive confirms Packard engi- 
neers’ choice of Alcoa Aluminum Castings for vital torque converter parts. 
Their designs called for light weight, high strength, fast heat transfer, 
machinability. Plus uniform, intricate contours. Alcoa Castings fill the 


Whether your problem is torque converters or brake parts, pistons or 
cylinder heads, a talk with our engineers may save you both time and 
money. Call your nearby Alcoa Sales Office. Or write ALUMINUM COMPANY 
OF AMERICA, 1842L Gulf Building, Pittsburgh 19, Pennsylvania. 








Oldsmobile dealers from Akron and vicinity talk over mutual problems with Oldsmobile 
| executives on a visit to the plant at Lansing. 
| Falls, O.; A. D. Kuntz, Barberton, O.; Jack Wolfram, Oldsmobile’s chief engineer; Clarence 
| Winston, Canton, O.; Frank Hengesbaugh, Akron; C. A. Blake, Oldsmobile assistant sales 


Left to right are: Robert Wallace, Cuyahoga 


and other metals being called into 
defense production. 

For the week ended Nov. 17, new- 
car sales were up to 1,360, still 
behind previous weeks, but slightly 
higher than the preceding seven- 
day period. The customary sea- 
sonal slump has not yet made its 
full force noticeable and dealers 
are hoping the dropoff will not 
| materialize. 

Used-car sales, however, contin- 
| ued to fall, reaching 2,144, off about 
800 from the previous week. Deal- 
ers, seeking to move units, are put- 
ting on major advertising splurges 
and realizing low markups in an 
effort to move stocks. 

In the truck field, new vehicles 
sold totaled 142, considerably better 
than the previous week and strong 
|for this time of the year. Used- 
truck sales, reflecting another slip, 
‘hit 117, lowest total in at least six 
weeks.—(Sanford Markey.) 

* * 7 


Pittsburgh 


New-car registrations in the 
Pittsburgh district “were the low- 
lest since early September” during 
|the week ended Nov. 11, the Uni- 
versity of Pittsburgh reports. 

Despite the decline in car sales, 
business in the area rose, the uni- 
versity said. The school’s index of 
business activity rose to 201.1, com- 
pared with 195.8 in the preceding 
week. 





Columbus, O. 

New-car sales in Franklin county 
(Columbus), O., for the first 15 days 
of November amounted to only 845 
units, the lowest first half of the 
‘month total since January when 
the figure was 644 units. 

The total of 845 new cars sold 
in the Nov. 1-15 period was 153 
units below the 998 new cars sold. | 
in the first half of October and” 
312 below the total of 1,166 new 
| cars sold in the first 15 days of 
| September. 

New-truck sales continued rela- 

| tively strong, however. In _ the 
first 15 days of November, there 

| were 105 new trucks sold, com- 

| pared with 99 in the first 15 days 

| of October and 135 in the first 
half of September. 

| New-car sales by makes for the 

|first 15 days of November were: 

|Buick, 80; Cadillac, 25; Chevrolet, 





'190; Chrysler, 25; DeSoto, 19; 
Dodge, 29; Ford, 146; Henry J, 4; 
|}Hudson, 27; Kaiser, 7; Mercury, 


| 37; Nash, 18; Oldsmobile, 35; Pack- 
ard, 19; Plymouth, 103; Pontiac, 
|75; Studebaker, 1, and Willys, 5. 

New-truck sales were: Chevrolet, 
|40; Diamond T, 2; Dodge, 13; Ford, 
| 25; GMC, 9; International, 4; Mack, 
|6, and Studebaker, 6. (Bert 
Strang.) 


Seely Promoted 
By Chevrolet 


DETROIT.—-F. V. Seely, a 26-year 
veteran with the company, has been 
|/named assistant manager of the 
Chevrolet parts and accessories 
warehousing department. Seely, 
who was manager of warehouse 
layouts, will be in charge of the 
eastern half of the country. He 
succeeds the late J. Q. Edwards. 

Seely joined Chevrolet as a stock- 
keeper at Flint in 1924. He moved 
to the central office at Detroit in 
1929 and subsequently occupied 
parts and warehousing posts at 
Des Moines, Pittsburgh, Memphis, 
| Atlanta and Dallas. His transfer to 
| Detroit as head of warehouse lay- 
| outs followed three years of service 
| with the ordnance department dur- 
| ing the war. 
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Proof that super-comfort sells cars: 


In 1991, more cars 
will be cushioned with 
more and deeper Airfoam 
than ever before. 


Here’s why AIRFOAM is a great selling feature: 


Superb comfort — molds itself to the body, provides firm, uniformly restful support. 
Stays cool in summer — AirFoam is self-ventilating; stays cool in stickiest weather. 
Long life — keeps its shape, won’t lump up or mat down. 

Protects upholstery — wear on fabrics is greatly reduced. 

Bigger re-sale value — after years of use, cushions still look new, enhancing re-sale 
value of car. 


National advertising — big, full-color national ads are help- 
ing stimulate the demand for this wonder cushioning. 





Airfoam—T. M. The Goodyear Tire & Rubber Company, Akron, Ohio 


iifoame 


® 
SUPER-CUSHIONING BY 


GOODFYEAR 


THE GREATEST NAME IN RUBBER 





We think you'll like “THE GREATEST STORY EVER TOLD" - Every Sunday ~- ABC Network 
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|to the Readers Digest, the Bible of 
|the cultured. 
| There’s a publication that can 
tell you what to THINK, even 
| though you have one foot in the 
grave and the other skidding. In 
| the last issue it says that it does- 
| n’t make much difference what 
| you do as long as you like to do 
| it. Take, for example, that thing 
| called “diet.” 
| It says here that if a child has 
jan aversion to spinach, you may 
|wisely insist upon his eating ice 
cream, whether he likes it or not... 
}you know .. . so full of vitamins. 


* + * + x * 


\Iron Man 


HEN I was a child, back there 1-H, Metro Officials Meet— 

Epiror’s Note: Here is another Ih s a eo oes p> oe aiag Officials of International Harvester gathered at the Metropolitan Body Works, Bridgeport, 
in a series of articles written |; cre anys SP h . a Conn., discuss sales of the new line of International trucks with Metro bodies. Left to 
esvecialli for AuTomoTive News by ice cream either, except Ww a right are: W. K. Perkins, sales manager of the truck division; P. V. Moulder, executive 
ac Fandom famet i the ail ated io oi 8 ee vice-president; George Houghton, general manager of the works, and W. C. Schumacher, 

, . e e 28.8 
, | f the truck d : 

industry for the car he built |was on the table and were damn |?" 229° © ibe lruck division 
(1916-1931) and the words he os _ gd _ a avaae 
wrote about it. an” cGinnity, who pitched ev- 
lery day for the Brooklyn Robins. 
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first saw him striking out Pop An-|men I recall the admonition pasted 
son’s Cubs at the old Ogden Ave-|on the glass partition of a good 
nut Park in Chicago in 1899, he|copy writer’s cubicle in a distin- 


= : . ba 7, “ ” 'o : 
iter tars a cuter, 3 ie sone ae a one ‘ae fb sure br ieee eee as 2 one | guished advertising agency. It 
, ’ , peye 0 b . “yy » ai 
oo dime for endorsing a breakfast a oe reads: “Why be disagreeable, when 


to feel the creeping chill of years, with a little more effort you can 


food, except that on the free Advice 





depressed by the attitude of exu-| iinch bars of Flatbush. be impossible?” 
berant Youth toward “Crabbed He never got ulcers worrying HENEVER I start one of these Funny how these young guys, 
Age,” I can now turn for solace|about his income tax, but when I columns of advice to young/approaching the age of 50 begin 





nothing takes the place of 
GENUINE LEATHER for durability, 


distinction and sales appeal 





To your customers with an eye for beauty... a 
sense of value .. . nothing appeals so much 
as a fine car upholstered in Genuine Leather. No 


other covering confers such distinction... 
















affords such durability. For leather satisfies the 
desire to possess the genuine... is highly 
practical and economical. Leather asks no upkeep 
..-needs no slip covers...in fact has an agreeable 
‘slide’ that provides maximum convenience 
and comfort. We suggest you look to Genuine 


Leather to give your cars greater sales appeal. 


THE UPHOLSTERY LEATHER GROUP 
TANNERS’ COUNCIL OF AMERICA 
100 GOLD STREET * NEW YORK 7, N. Y. 


Eogle-Ottawa Leather Company, Grand Haven, Michigan + The Lackawanna Leather Company, Hackettstown, WN. J. Radel Leather Manufacturing Company, Newark, WN. J. 
Nation-wide survey shows Genuine Leather Upholstery is 5 to 1 choice for open cars 








to fear the paralysis of advancing 
years. Look at Charlie Nash, who 
never put his own name on his 
own car until he was in the “sere 
and yellow leaf” of 50. Henry Le- 
land never built the first Cadillac 
until he was over 60. Look at Ber- 
nard Shaw, breaking into the head- 
lines at 94. 

Chaucer wrote the Canterbury 
Tales at 65, for the edification of 
high school students who need cul- 
ture to get into a college frater- 
nity. How old was Franklin when 
he engineered that kid Jefferson’s 
Declaration of Independence 
through the Continental Congress? 
True, the average age of man was 
18 in the days of the Greeks and 
Romans. 

It was around 35 when Byron 
wrote: 

“Through life’s road, so dim and 
dirty, 

I've dragged to three and thirty. 

What have these years left to 
me? 

| Nothing except .. . 33.” 

Picture Kaufman T. Keller, at 
the advanced age of 20 in that 
Westinghouse shop, never dream- 
ing of what he’s doing now ... 
Harold Vance, when he first heard 
of Studebaker wagons . . . Henry 
Ford before he read that book of 
history . . . Charles Wilson, just 
osut of Carnegie Tech, at Remy 
Hlectric; go on... you can name 
la lot more men who are just as 
old as they feel. 

With a woman it’s just a trifle 
different. Several writers have said 
in varying words: “A woman is as 
old as she looks to a man who 
likes to look at her.” 

* * + 

|\No Chicken? 

A FEW hundred years ahead of 
+4 the Ladies Home Journal, Swift 
wrote in “Polite Conversation,” 
“She’s 42 in daylight .. . 35 in lamp- 
light . . . 25, or what you will, in 
blonde wig and spotlight” ... to 
which someone added (1738), 
“She’s no chicken . . . she’s on the 
wrong side of 30, if she’s a day.” 


Interesting stuff... isn’t it? ... 
All the great old boys wrote about 
|it. Here’s ME in the next blurb: 
i\“The young have aspirations that 
|nmever come to pass .. . the old 
have reminiscences that never hap- 
jpened.” . .. “When the waitress 
|puts the dinner on the table the 
jold men look at the dinner. . 
|the young men look at the wait- 
ress.” 

But here’s a warning to us old 
| guys: “The sprightliness that 
comes with advancing years is 
not far removed from madness.” 

However ... in about 1400 A.D., 
some fellow wrote: “A man that is 
younge in Yeares may be old in 
Houres, if he hath lost no Time.” 


Of course, the real low-down on 
the whole subject, in my opinion, 
is: “Age loves to give good pre- 
cepts to console itself for being no 
longer able to give bad examples... 
“If the young man would and the 
\old man could there would be 
{nothing undone.” . . . “Young men 
|think the old men fools . . . but 
|old men know the young ones are.” 
HO! HUM! 





Buick Completes 
Sales Manager 


Training Course 


FLINT. — Buick has given its 
idealer sales managers 60,000 hours 
of training in retail sales manage- 
}ment over the past few months 
despite the fact that sales are run- 
ning ahead of production. 


The 40-hour course, conducted by 
General Motors Institute, was held 
jin zone cities throughout the nation 
jand was attended by 1,500 dealer 
sales managers. 

“The course was designed to per- 
mit our dealer sales managers to 
|re-examine all phases of their jobs 
and better prepare themselves to 
further strengthen Buick leadership 
through greater sales of both new 
and used cars,” said Albert H. Bel- 
fie, Buick’s general sales manager. 

In addition to the course in retail 
selling. Buick dealer salesmen and 
sales managers have spent more 
than 400,000 hours in schools this 
year studying salesmanship and 
dealership management. 








Wells-Nash Formed 


Wells-Nash Motors, Inc., Ander- 
son, S. C., has been organized with 
capital stock of $20,000. 
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A big 
Package 
of Profits 


from 


$1495 
The Hillman Minx 


smart 4-door, 
full family-sized 


$1745 
The Hillman Minx 


sleek 3-way convertible 
—top up; half up, 

or all the way down and 
folded away. 


The Land Rover 


—a 4-wheel drive 8-speed transmission 
do- anything go-anywhere 
utility vehicle. 


$1997 SS 
The Humber Hawk > 


6-passenger 4-door Sedan with 
excellent riding qualities and 
large luggage compartment. 


Also $4497 
The Humber Pullman Limousine and 
$2997 The Humber Snipe 

4-door Sedan. 


A complete line 
of profitable car and truck 
sales is available to wide-awake dealers-- 
No other company offers you so many 
mediums of profit in the British automotive field— 
in one franchise package. 


Write or wire or telephone (because business is brisk!) 





$1397 
The Commer 


economical 
and good-looking 
panel %-ton truck. 


$2395 
The Sunbeam-Talbot 


—a low fast road-holding 


Also available 
$2645 The Sunbeam-Talbot 
smart 3-way Convertible. 


$1797 
The Hillman Minx 


4-passenger station wagon 
which with rear seats 

folded down gives 32 cubic feet 
of storage. 


Bt 
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$2497 
The Rover 


4-door Sedan with a powerful 
new F head, 

6-cylinder engine and beautiful 
appointments. | 7 


ROOTES MOTORS, INC. 


27-11 Bridge Plaza North, Long Island City 1, N. Y., Stillwell 6-2305 * 403 North Foothill Road, Beverly Hills, Calif., Crestview 6-4161 
Showroom: 505 Park Avenue, New York, N. Y. 











In Next 20 Years, 


DETROIT.—Demand for vehicles 
will undoubtedly increase over the 
next 20 years because of the ex- 
pected continued growth in urban 
population and in the number of 
families in the nation, according 
to Paul M. Reid, planning analyst 
of the Detroit metropolitan area. 

Reid wrote about how the na- 
tion’s growth will affect the auto 
industry in “Population Prospectus 
for the Detroit Region—1960 and 
1970,” a survey made by the re- 
gional planning commission. 

However, Reid said it should 
be anticipated that increased dur- 
ability and longevity of trucks 
and cars will tend to reduce the 
effect of this demand to some 
degree. 

The report said that during the 
next two decades production will 
average between 4,800,000 and 5,- 
$00,000 cars and trucks per year. 
It said present output is higher 
because of the lack of vehicles dur- 
ing World War II. 

Vehicle output, the 42-page book 
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Heil Colecto-Pak Garbage 
Units. 





Future Vehicle Demand 


Population Growth Will Cause Market to Increase 


Sell || truck..make 72 profits! 


Heil 4-yard Dump Body with 
sand door in tailgate. 


Heiloader Tailgate Lift 
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to continue, the report ra rae a 


Says Detroit Study 


said, is closely tied to seven fac- 
tors: (1) economic conditions, na- 
tional and international; (2) num- 
ber of vehicles scrapped each year; 
(3) increase in population; (4) in- 
crease in families; (5) traffic con- 
ditions; (6) urbanization; (7) oper- 
ating costs of cars and trucks. 

It was emphasized that vehicle 
registrations in the last three 
decades have increased at least 
twice as fast as the population. 
Detroit’s planning commission ex- 
pects them to continue to do so 
in the next 20 years. 

Discussing life of vehicles, the 
report lists Automobile Manufac- 
turers Assn. figures. In 1925, it was 
6.5 years. It grew to seven years 
in 1930, to 8.3 during the next dec- 
ade, to 10.2 in 1941, and then went 
up to 13.8 in 1948, due to subnor- 
mal production during the war 
years, 

Centralization of vehicle produc- 
tion in the Detroit region is ex- 
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Heil Platform Conversion 


Hoist. 









EVERY time you sell a Heil Body and 
Hoist, you make more money. You get 
your profit on the truck sale — and an extra 
profit on the body. 
And you get another customer who stays 
a friend. Fifty years of design and fabricat- 
ing experience enables Heil to build equip- 
ment that gives complete satisfaction. 
Heil’s weight-saving construction, for 


pected 
stated. 

“There is a tremendous invest- 
ment here in physical plant and 
equipment, in developed labor and 
management skills, in marketing 
techniques, and in administrative 
organization,” it said. 

“This combination is not likely 
to be modified to any great de- 
gree by the small amount of de- 
centralization of new assembly 
and parts plants that may take 
place in the next two decades. 
New major plants to replace ob- 
solete establishments will most 
likely be relocated within the 
Detroit region.” 

Due to the dependence of the 
motor vehicle industry on steel, the 
St. Lawrence Seaway project (to 
provide a direct water route from 
the Atlantic ocean to the Great 
Lakes) is another factor for the 
future that requires consideration, 
the book pointed out. 

“It has been estimated,” the re- 
port stated, “that the first grade 
iron ore of the Mesabi and other 
Minnesota ranges will be exhaust- 
ed in 12 to 20 years, Discovery of 
new high grade ore deposits in 
eastern Canada offers new sources. 

“If the St. Lawrence deep- 
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Ford Cites Dahl of Davenport, la.— 


First Ford dealer in the Chicago district to qualify its entire sales staff tor the new Ford 


500 Salesman's club is Dahl Motors, Davenpo 
Hendrickson, Dahi Motors general manager, 
Chicago district sales office. 


Left to right, 


rt, la. Shown at center congratulating Clarence 
is Ron Best, truck and fleet sales manager, 
front row: Harold Stewart, Elmer Norgan, 


Davenport's Mayor Arthur Kroppach, Best, Hendrickson, President Harry Dahli and Walter 
Zoepfel. Back row (left to right) includes salesmen Russell Anderson, Walter Knickel, Harvey 


White, Helmer Zoepfel, Jule Metzger and Marion Seitz. 





water route is constructed, the 
Detroit region, along with other 
steel-producing and_ steel-using 
centers of the middle west, will 
be greatly benefited. 

“If the Seaway remains but a 
dream and easy and cheap acces- 
sibility to needed ore supplies is 
not available to the middle west, 
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you does 


hoist 
faster. 


A model for every job... 
and every truck chassis! 






A Heil distributor near 


the mounting 


and servicing! 


example, helps your customer save gas and 
enjoy longer tire life. 


Heil’s trouble-free 
and pump help him dump loads 
Heil’s sag-free construction helps 


him get longer service from the body. 


There are other reasons why it pays you 
to recommend Heil ‘Bodies and Hoists. Get 
all the facts from your nearby Heil dis- 
tributor. W’rite us for complete literature. 


THe HEIL co. 


DEPT. 59110, 3059 WEST MONTANA STREET, MILWAUKEE 1, WISCONSIN 


Factories: Milwaukee — Hillside, N. J. 
District Offices: Hillside, Washington, DC., Atlanta, Milwaukee, 
Detroit, Chicago, Minneapolis, Kansas City, Dallas, 


Los Angeles, Seattle 


BH-1550 


a dangerous situation may arise.” 

The effect would be depressing 
to the motor vehicle and other in- 
dustries in the Detroit region, said 
the report, 

The study indicates that the De- 
troit area will have a population of 
nearly 4,500,000 in 1970, compared 
with a little more than 3,000,000 
today. It indicates that the area 
will have 1,568,000 employed per- 
sons as compared to 1,164,000 today. 

Of course, that means more fac- 
tories, stores and homes; more 
schools and churches, more water 
mains, sewers and avenues of trans- 
portation. 


Dodge Truck 
Ups Woolsey 


DETROIT.—Appointment of Wil- 
liam S. Woolsey as assistant direc- 
tor of truck sales was announced 
last week by E. 
C. Quinn, general 
sales manager of 
Dodge. 

Woolsey will 
serve as assistant 
to L. F. VanNort- 
wick, director of 
truck sales. Dur- 
ing the last year 
he had been truck 
sales supervisor, 
co-ordinating the 
truck sales activi- W. 8S. Woolsey 
ties of the 20 national Dodge re- 
gions. 

Woolsey joined Dodge in 1939 as 
district truck manager in the Pitts- 
burgh region. In his new post, 
Woolsey succeeds George A. Or- 
phal, who recently was named 
western sales director. 











George Gets K-F Deal 


Milton A. Wurzweiler, president 
and general manager of Portland 
Motors, Kaiser-Frazer distributor 
in Portland for Oregon and south- 
west Washington, announces the 
appointment of Paul George as a 
K-F dealer for northeast Portland. 
Under the name of Paul George 
Kaiser-Frazer, the new firm has 
opened for business at 5001 N. E. 
Union Ave. 





| We Wholesale 


DETROIT’S OLDEST 
CHEVROLET DEALERSHIP 


TW 1-0600 
He Te 
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TW 3-5100 
DETROIT'S VOLUME 
CADILLAC DEALER 


FINE USED CARS 











Fine Used Cars i 
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No Bubble Dream 


Pittsburgh Plate Says Research Makes 
‘Futuristic’ Cars’ Practical 


PITTSBURGH. — The futuristic, 
roostly-glass automobile may be a 
reality at a moment’s notice, ac- 
cording to Dr. J. Hervey Sherts, 
product development director of 
Pittsburgh Plate Glass Co. 

“In fact,” Dr. Sherts said, “we 
now have test cars both here and 
in Europe with practically all- 
glass enclosures.” 

The bubbles, blisters and tear- 
drop cars formed with contours, 
bends and shapes completely alien 
to what was thought possible by 
automotive engineers less than a 
decade ago have now been proved 
practicable, Dr. Sherts stated. 

“Our technologists have been 
working since 1929 to impart to 
glass the structural qualities, im- 
pact resistance, glare reducing and 
heat absorbing values in forms and 
shapes desirable for automotive 
construction while still maintaining 
the strictly specified optical prop- 
erties for automobile glazing,” he 
stated. 

“As a result We are now 
equipped to put a glass band 
around your car, give it a glass 
roof, or in fact enclose it in glass, 
except for supporting members. 
The new use of glass in automo- 
tive construction is expanding to 
the point where finding enough 
space to hold the top on and keep 
it rigid is now our main prob- 
lem.” 

The introduction of the curved 
windshield on a Chrysler model in 
1934 opened a new field for the au- 
tomotive engineer, he said. Curved 
laminated windshields were first 
adopted for larger scale produc- 
tion five years later. These set the 
pace for a new car-styling spree. 

“To arrive at limits of curves on 
windshields took hundreds of test 
ears on the road,’ Dr. Sherts 
pointed out. “Bending glass is an 
old art, but bending and laminat- 
ing or tempering glass to the accu- 
racy of curves and strict optical 
and safety code specifications for 


Hudson Sui, | 


194 New Dealers 


During Autumn 


DETROIT.— One hundred and 
ninety-four new Hudson dealers 
were signed by the factory during 
August, Septem- 
ber and October, 
reports N. K. 
VanDerzee, vice- 
president. 

Hudson now 
has a total of 
2,300 dealers and 
distributors in the 
U. S., VanDerzee 
said. 

“Our present 
dealer organiza- 
tion is the best 


N, K, VanDerzee 
financed, best equipped dealer body 


in Hudson’s 41-year history,” he 
added. 

VanDerzee reported that of the 
new dealers signed, 53 held com- 
petitive franchises prior to becom- 
ing Hudson dealers. He said 
Hudson dealers and _ distributors 
now have a total investment in 
their businesses of more than $145,- 
000,000. 


“We are receiving inquiries about | 


franchises from an increasing num- 
ber of businessmen,” VanDerzee 
said. 

“Hudson has made its dealer 
franchise the most liberal and the 
fairest in the industry and with 


Hudson's retail sales breaking 20- | 
year records, we feel that our deal- | 
er body will continue to expand.” | 





Standard Oil Chairman 
Sees No Gas Rationing 


LOS ANGELES.—Barring all- 
out war, gasoline rationing is 
unlikely in the foreseeable fu- 
ture, according to Dr. Robert E. 
Wilson, chairman of Standard 
Oil Co. of Indiana. 

He said: “Stocks at present 
2re in very good shape. The in- 
Gastry as a whole is in just the 
right balance. Production can be 
tepped up 10 percent at any 
-me to meet emergency or mili- 
ry needs.” 
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automotive glazing required a vast 
amount of research and develop- 
ment. 

“That research has paid off to 
the point where, literally speak- 
ing, we now have automotive 
glasses that can do just about 
anything the engineers can ask 
for.” 

One example, he said, is the grad- 
uated glare-reducing glass _ intro- 
duced in the Greyhound Sceni- 
Cruiser bus last year. Stained a 
deep bluish-green at the top to 
screen out the sun’s glare and un- 
wanted heat rays, the density is 
gradually decreased to permit full 
vision at eye level. 

“Other glasses we can now pro- 
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Air and Vacuum 
POWER BRAKES 














vide,” Dr. Sherts said, “are those 
that will withstand the impact of 
a four-pound brick traveling 60 
miles an hour or a 30-pound boul- 
der dropped eight feet; glasses that 
will reduce the sun’s infrared or 
heat ray transmission to less than 
5 percent and others that will insu- 
late the interior car against high 
or low outside temperatures to the 
same degree as an eight-inch brick 
wall.” 

These new automotive glasses 
have the properties of standard 
laminated safety glass in case of 
an accident and, in addition, can 
be offset at the edges to permit 
flush mounting for aeronamic as 
well as aesthetic reasons, he said. 
“From electrically - conductive 


glass windshields to melt ice and 
snow to blue-green Solex tempered 
safety glass tops and side windows 
to absorb the sun’s heat and reflect 
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World's Largest Manufacturer of 
AUTOMOBILE and TRUCK FRAMES 


Capacity 


VACUUM 
RELAY 


VALVE 


Exclusively Outmodes All Other Vacuum Valves i 


Maximum braking obtained in 1/3 the time e Increases efficiency of brakes 
on high speed stops and on steep down grades e Built-in emergency 
check valve eliminates separate check valve —reduces installation ; 
cost e 25% lighter than total of units it replaces e So greatly advanced in 
design and operating features that it outmodes other vacuum valves e 
Write or phone for complete details. 


back its infrared rays, the glass | 
automobile is now technically feas- | 
ible,” he said. 





Looking Up 
A glass top for autos. 
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Happy Birthday 
In a Turbulent Decade 


The Jeep Won Fame 


TOLEDO. — Ten years ago this 
month, the first Jeep rolled off 
the assembly lines at the Willys- 
Overland plant here. Since, it has 
become famous in war and peace. 
Webster’s dictionary added it of- 
ficially to the language and Gen. 
Marshall called it America’s fore- 
most contribution to modern war- 
fare. 

Jeeps were the war’s common 
denominator. Generals took to 
them as readily as GIs. 

But it was the GI who discov- 
ered the Jeep’s amazing versatility. 
He used it as a railroad engine in 
Burma, as a snowplow in the Aleu- 
tians, as a bulldozer in France. He 
found uses for the Jeep that its 
designers never dreamed of. 


Geared to Gigantic 
Production 


@ The huge, modern plants 


Midland Steel in Cleve- 


land and Detroit offer you the 
production advantages of 


outstanding facilities and 


engineering “know-how”. 


MOND IL AND) 


STEEL PRODUCTS COMPANY 


6660 Mt. Elliott Ave. “ 


Detroit 11, Mich. 


Export Department: 38 Pearl Street, New York, N. Y. 


Air and 





» Electro-Pneumatic 
DOOR CONTROLS 

















Charles H. Eisenhardt, who 
started with American Steel & Wire 
Co.’s sales department as a stenog- 


rapher 25 years ago, has _ been 
named manager of the electrical 
products sales division of the U. S. 
Steel subsidiary, it is announced 
by John Graham, general sales 
manager. 

. * + 


U. S. Rubber Ups White 


Elmer H. White has been elected 
a director and member of the ex- 
ecutive committee of U. S. Rubber 
Co. Since July he has been the 
company’s advisor on sales, sales 
promotion, advertising and distri- 
bution. 

+ + * 


Borg-Warner Treasurer 


Elected Vice-President 


Mathew Keck has been elected 
a vice-president of Borg-Warner. 
He also will continue in his post 





er of Borg-Warner when the cor- 
poration was formed in 1928, with 
Borg & Beck as one of the four 
original founding companies. He 
retained that post until last April, 
when he became treasurer and Ray 
W. Dose was named secretary. 
” * . 


C.1. T. Promotes Munn 


To Augusta (Ga.) Post 


George C. Munn has been pro- 
moted to branch manager of the 
Universal C. I, T. Credit Corp. 
office at Augusta, Ga. His ap- 
pointment was announced by J. 
H, Peebles, vice-president of the 
company’s Atlanta division. 

Munn joined the corporation 
as an adjuster at the Atlanta 
branch in 1947 and later advanced 
to credit and collection man. He 
received training for his present 
position at the Atlanta division 


office, 
+ . * 


as treasurer. Keck joined Borg &| Zimmerman Named Adviser 


Beck Co., in Moline, IIL, in 1920 as 
controller, then became secretary- 
treasurer. 


To Dearborn Credit Firm 


George H. Zimmerman has been | Credit Corp. in 1928 and its execu- 
He was named secretary-treasur-'named a consultant to Dearborn'tive vice-president until the time 





Pontiac 
D e alers in New York pick 


The New York Times 
by more than 2-1 as the 


“best” advertising medium 


‘Olds Chief Confers 
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with Pa. Dealers— 
S. E. Skinner (third from right), Oldsmobile general manager, 
conditions in the field from a group of five dealers in central Pennsylvania. 


gets some reports on 
The group, 
which had attended a dealer luncheon, includes J. T. Rossini (left), Masontown, Pa.; W. C. 
Bryson, Uniontown; J. J. Jones, Weirton, W. Va.; Skinner; B. C. Hahn, Washington, Pa., 
and W. P. Larkin jr., Charleroi, Pa. 


Motors Credit Corp., subsidiary of |of its merger with C.1.T. as Uni- 
Dearborn Motors, according to|versal C.I.T. Credit Corp. in 1941. 
Thomas A. Farrell, president. Zim- e- se 

merman has been an executive of | Ford Names Reid Director 


several consumer financing institu- Of Government Information 


tions and for six years he was . 
chairman of the board of the Mich- | Appointment of Thomas = 
igan Bank. | Reid as director of the newly- 
. created office of information on 
He was coorganizer of Universal! governmental affairs for Ford is 
announced by Ernest R. Breach, 
executive vice-president. He will 





Yes, the best “media men” you have —because they know 
their own bailiwicks best—are the new car dealers themselves. So 
it’s significant when dealers deliver an overwhelming vote for one 
newspaper. As Pontiac dealers do, for example, in the independent 
survey made this year by John Felix Associates, Inc., among new 


car dealers 


DEALERS OF OTHER CARS 
ALSO PICK 
THE NEW YORK TIMES 
AS “BEST” 
ADVERTISING MEDIUM 


More than 700 new car 
dealers in New York City 
and its suburbs participated 
in this survey. By more than 


2-to-| they pick 
York Times over 


newspaper as the “best” 
medium for new car adver- 
tising in this market. 





The New 
any other 


in New York and its suburbs. 


Pontiac dealers were asked: “Which three New York news- 
papers do you consider best for new car advertising?” 


In reply, they made The New York Times “first choice” by 
more than 2-to-1 over any other newspaper. 


These Pontiac dealers, of course, stake their choice on experi- 
ence. They know from hard, sales-wise experience that new car 
advertising in The New York Times leads to quicker, easier, more 
profitable sales. 


That’s why The New York Times leads in automotive adver- 
tising in the world’s biggest automotive market. And why extra 
advertising in The New York Times should quickly lead to extra 
sales and profits for you in New York. Get all the facts from our 
Detroit office in the General Motors Building —TRinity 3-3800. 


Che New ork Gimes 


NEW YORK 


229 WEST 43rd STREET - BOSTON: 


“ALL THE NEWS THAT'S FIT TO PRINT” 
140 FEDERAL STREET - CHICAGO: 333 NORTH MICHIGAN AVENUE 


DETROIT: GENERAL MOTORS BUILDING + LOS ANGELES: SAWYER-FERGUSON-WALKER CO., 
612 SOUTH FLOWER STREET - SAN FRANCISCO: SAWYER-FERGUSON-WALKER CO., RUSS BUILDING 





be responsible to the company 
president and executive vice- 
president. 

He will represent the company 
in policy matters and general 
affairs which concern relation- 
ships with municipal, state and 
federal governments and govern- 
mental agencies. 

* a 7 


Electro-Motive Promotes 


B. A. Dollens, general manager 
of Electro-Motive division of Gen- 
eral Motors Corp., La Grange, IIl., 
announces appointment of Harold 
H. Dice as administrative assistant 
|He was promoted from director of 
'test and inspection, in which post 
|he is succeeded by John H. Ander- 


| Son. 
* * ” 


___._| Canadians Name Mitchell 


As NSPA Director 


F. J. Mitchell will succeed J. A. 
Keddy as director to the National 
Standard Parts Assn. for the Cana- 
dian Automotive Wholesalers and 
Manufacturers Assn. The NSPA 
has already approved Mitchell and 
will announce his appointment at 
a convention in December, it is 


learned. 
. * * 


Dybvig Rejoins Firestone 


After Two-Year Leave 

Charles C. Dybvig has rejoined 
Firestone Tire & Rubber Co.’s de- 
velopment department after a two- 
year leave of ab- 
sence. He will 
return to his for- 
mer duties in De- 
troit as resident 
engineer of the 
tire division, 
working with car 
and truck manu- 
facturers in the 
area. 

Joining Fire- 
stone in 1933, he 
held several sales 
positions with the company in the 
Philadelphia area. Immediately af- 
ter Pearl Harbor, he joined the 
development department. This later 
led to his assignment in Detroit 
jas resident engineer, which posi- 
tion he held from 1944-1948. 

* * * 


|Walker Appoints Tweedie 


To Creative Design Staff 

| Addition of Thomas D. Tweedie 
to the creative staff of the George 
W. Walker design organization in 
Detroit is announced by Walker. 


A native of Los Angeles and a 
graduate of the Art Center School 
of that city, Tweedie did product 
design on a contractural basis be- 
fore coming east to join the Walker 
offices. He will specialize on non- 
automotive product work for clients 
served by the organization in more 
than a score of different industries, 
Walker said. 
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Galvin Named Manager 


Of Merchandising at Buda 


E. R. Galvin, formerly with Cat- 
erpillar Tractor Co., R. G. Le Tour- 
neau, Inc., and La Plant-Choate 
Mfg. Co., has been appointed mer- 
chandise manager of Buda: Co., 
Harvey, Ill., where he will super- 
vise sales. 





Cc. C. Dybvig 





Pohlman Promoted 


H. K. Pohlman has been made 
director of manufacturing for Na- 
| tional Motor Bearing Co., Inc., Red- 
wood City, Calif. Pohlman was 
formerly president and _ general 
manager of Motor Bearing’s sub- 
sidiary, Arrowhead Rubber Co. Al- 
vin C. Hewitt, formerly Arrowhead 
vice-president, has succeeded to 
|Pohlman’s former position. 

* * * 


Watts Honored 


Election of George W. Watts, di- 
rector of engineering for the manu- 
facturing department of Standard 
Oil Co. (Indiana), as a fellow of 
the American Society of Mechan- 
ical Engineers for “acknowledged 
engineering attainments” is an- 
nounced. 





* * * 


GM Names Dr. Thomson 


Dr. Robert F. Thomson has been 
appointed assistant head of the 
metallurgy department of Genera] 
Motors’ Research Laboratories. 


* * * 
Binger Heads Sales 
Albert E. Binger jr has been a»- 
pointed industrial sales manager 


for Philip Carey Mfg. Co., Lock- 
land, O. 


xe 
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Dealer Business Counsel 
Tradeins Should Be Moved Within 10 Days 


If Dealer Doesn’ 


t Have U. C. Lot 


(The opinions expressed herein are those of Columnist Van Tassel and are not 


necessarily those of 
By J. B Van Tassel 


‘TH= other day I was discussing 
the 6pefation of a used-car de- 
partment with a dealer. He told 
tie that he never permitted a used 
car to be in his 
place of business 
for longer than a 
10-day period. 

When and if a 
used car should 
reach the 10-day 
limit in his busi- 
ness, it was sold 
on the 11th day at 
the best price. He 
pointed out that 
by never having 
J.B. VanTassel = more than a 10- 
uay inventory, he was able to mer- 
chandise his used cars taken in 
trade on his new cars right from 
his present quarters without the 
additional fixed expense of a used- 
car lot or store and the mainten- 
ance of the lot and the used cars. 
It was his idea that large stocks 
of used cars on hand were a con- 
stant hazard to his investment and 
his profit results. He figured that 
one of the best ways to make the 
most money and stay in this busi- 
ness was to hold old man overhead 

down to a minimum at all times. 
All of his salesmen were com- 
bination new and used-car sales- 
men. When a salesman sold a 
new car or a used car and took 
in a trade, it was up to him to 
sell the trade within five days or 
the trade would be disposed of by 
any one of the salesmen during 
the second five-day period and 
any sacrifice necessary to dispose 
of the trade within the 10-day 
period would of course automatic- 
ally reduce the salesman’s com- 


mission. 
Here is how the deal works; for 


Rubber Enough 


Seen to Supply 
Needs in 1951 


CHICAGO.—On the basis of de- 
fense plans for 1951 the rubber 
industry should be able to supply 
all military and essential civilian 
rubber product needs in the com- 
ing year, in the opinion of John 
L, Collyer, president of B. F. Good- 
rich Co. 

However, Collyer told the con- 
vention of the National Assn. of | 
Independent Tire Dealers here, such 
a picture could be changed by) 
fresh outbreaks in the crude rub- | 
ber producing areas of the Far East | 
or by allout war. 

Collyer told the tire dealers to 
expect that this nation’s economy 
will be on a wartime, or a prep-| 
aration-for-emergency basis for a | 
long time. 

To attain rubber security for the 
U. S. “as soon as possible,” Collyer | 
called for increased output of | 
American rubber up to the author- | 
ized rate of 920,000 tons annually. | 

He also urged that every effort 
be made to prevent the sale of 
crude rubber to Russia, but that 
the U. S. exchange with other for- | 
eign countries any excess produc- | 
tion of synthetic rubber for the | 
natural product. 


Melton’s Miami Museum | 

MIAMI, Fla. Singer James | 
Melton is awaiting approval of a 
city ordinance to proceed with the 
construction of a Melton museum | 
for antique automobiles here. The | 
city will have title to the building | 
and the land it will occupy Melton | 
said the building will be paid for | 
entirely from a $500,000 private 
bond issue. 


Dealer Buys Music Store | 


To Beat Reg. W Blues 


OMAHA. — Hal Snyder, long- 
time automobile dealer, has sold 
his business. His new venture: 
operating a music store. 

Says Snyder, “You don’t have 
to pay one-third down to buy a 
Phonograph record. 


| 
| 
| 
| 


Automotive News.) 


example let us assume the gross 
profit on the new-car deal amounts 
to $400, the retail value of the trade 
amounts to $1,000 and the cash 
wholesale value of the trade is $800. 

Immediately the $200 difference 
between the retail value of the 
used-car traded and the _ cash| 
wholesale value is deducted from | 
the new-car gross profit of $400) 
and the salesman selling the new) 
car is paid a commission based on 
the $200. Then when the trade is 
sold, the salesman receives the bal- 
ance of his commission based on 
the amount of gross profit the deal | 
produces. 


* * * 


‘ most popular basis for pay- 
ing salesmen on this gross profit 
plan is 20 percent of the gross profit | 
after deducting the deferred 
amount of gross profit on each 
trade until the deal is washed out. 
Also, in this way, you do not have | 


They increase truck life . 
of the truck—that’s what operators 


to wait until the deal is washed 
out in order to figure compensa- 
tion on a profit plan. 

The continued maintenance and 
re-reconditioning of used cars in 
stock is very expensive. The first 
thing to do when a used car comes 
in is to price it right and don’t 
try to collect the price you paid in- 
cluding the overallowance in order 
to get the new-car deal, from the 
used-car purchaser. It just can’t 
be done. 

Any such overallowance should 
be charged against the new-car 
department immediately when 
the used car is taken in trade. 
Never permit a used car to re- 
main in the shop for more than 
12 hours for reconditioning. Get 
them out on the lot immediately 
in attractive condition. 

Then each day make a personal 
visit to each used car with your 
used-car manager and ask him the 
big question about each used car— 
why hasn’t this car been moved? 

+ * * 


| teenagers his reasons on why each 


one of the cars hasn’t been 
moved today. Study these reasons: 
maybe its excessive price, shabby 
appearance, poor display, lack of 


advertising or manpower or maybe| factor in the movement of used! Business 


a combination of reasons. 
But whatever the reason or 


.. they last the life 
say 


about Eaton 2-Speed Axles. 
They give extra vehicle miles because the 


driver has twice the 


of gear ratios 


conventional number 
at his command. He selects 


the ratio best suited to operating conditions, 


abt tte tia] ia] 
mitting parts. 


on engine and power trans- 
The engine runs at peak 


efficiency, saving gasoline and oil. 
Eaton Axles match the truck for durability. 


The exclusive 


planetary system permits 


rugged construction and minimizes load on 


any one gear or bearing. Wear is reduced 


by another exclusive feature—forced-flow, 


positive 


lubrication. 


CT TUM ielaul bila l lel hme tb iel eee) 1 1-1-) 


Axles (on most 
bigot Aol metal 4 4 


1% ton and larger trucks) 
dealer. 


Axle Division 
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Cleveland Dealers See '51 Mercury— 

Greater Cleveland Lincoln-Mercury dealers held a preview of the 195! Mercury models 
Meeting at Ohio Motors Co. were (left to right): S. J. Brenza, Ben Dubbs, Dave Kassouf, 
©. L. Noble, Lou Ganim, H. M. Ferguson, William Bauer, Stanley Meisel, Babe Stein, R. R. 


Stratton, H. Jacobson and Dave Essi. 


reasons are, correct them im- 
mediately and then expect the 
used-car manager to move them 
before you arrive the following 
day to “shake hands” again with 
your used cars in stock. 

Advertising is a very important 


cars. Don’t just be satisfied with 
one form of advertising. Where dis- 


EATON MANUFACTURING COMPANY 


ad a 
“ PRODUCTS: SODIUM COOLED, POPPET, AND FREE VALVES e TAPPETS ee HYDRAUL 
PERMANENT MOL 


PARTS e ROTOR PUMPS 


>PRINGTITES e@ SPRING WA 


CLEVELAND, OHIO 


K AXLES e 
Sia 4a) 


e MOTOR TRU¢ 


Sle) OLD DRAWN STAMPINGS e 


VALVE | 
D GRAY IRON CASTIN 


LEAF AND COIL SPRIN 


play doesn’t sell, try classified and 
where this doesn’t do the job try 
handbills, or direct mail—but don’t 
stop telling people about the fine 
used cars you have for sale. 
Eprror’s Note: Any questions 
you may have concerning Dealer 
Management will be 
gladly answered by J. B. Van 
Tassel, care of Automotive News. 
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Commercial Car News 





i Reeular TP Section for those who TL ae sell and service Titian 


Buses, Commercial Vehicles and Equipment 
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Essential Bus, Trailer Makers Squeezed .. . 


Aluminum Cut Blasted 





N ADDITION to other serious 
to the automotive 
industry, authorities claim that the 
recent aluminum cutback order will 
not only tend to put at least three 
truck-trailer manufacturers prac- 
tically out of business but also will 
cut back the production of buses 


restrictions 


at least 50 percent. 

This at a time when both 
Washington and business know 
that transportation of both prod- 
ucts and people is at a premium. 


Manufacturers of truck and al- 
transportation 
units are beginning to wonder if 
the industry is again faced with 
“lip service” from government bu- 
reaucrats and a knifing in the back 
on the ability to maintain the pro- 
duction it is claimed is so badly 


lied “on rubber” 


needed. 
* * > 

HORTLY before the severe alu- 

minum order was issued it is 
claimed that an offer by the Alu- 
minum Co. of Canada of 440,000,000 
pounds of aluminum — 40,000,000 
pounds of which were immediately 
available—was turned down because 
the contract ran into 1953 and by 
that time contemplated production 
facility increases by the three U. S. 
producers would be in operation. 

Industry men agree that the 
aluminum immediately available 
from this source would have tak- 
en care of the first-quarter needs 
of both the truck-trailer and bus 
manufacturers. It might even 
have left some to take care of 
the more urgent needs for re- 
placement automotive parts that 
even now are in short supply. 

Bus manufacturers as well as 
trailer manufacturers claim that 
the production order hits them es- 
pecially hard and will amount to 

































Trackin’ 


the final analysis, this order (M-7) 
does not take aluminum away from 
non-military users — defense needs 
do that. Upwards of 30 percent of 
the total available aluminum sup- 
ply is directly needed for the al- 
ready authorized defense program. 
This order simply distributes the 
available supply to all non-military 


much more than a 35 percent cut- 
back. 

The base period for determining 
the usage was a low production 
period for both industries. If the 
government continues to use the 
first six months of 1950 as the bas- 
ing period, it is claimed that the 
end result of the order will be an , 7 
actual cutback of about 45 to 50/USers in accord with the pattern 
percent. With some trailer manu-|°f Use earlier in the year.’ 
facturers this will mean that if = 
they normally built 100 trailers per| TN THE meantime an authorative 
month, under the order as it stands source claims: “Canada’s hopes 
they will be able to produce only|of selling aluminum to build up 
20 units per month. the U. S. stockpile seem to be 

* * «© withering on the vine. Last week 
T= order will also mean prac- the NSRB decided it would con- 
tically closing down such truck-|centrate on home production first, 
trailer makers as the Brown Trail-|then consider imports.” 
er Co. of Spokane and Toledo; Truck manufacturers, other 
Brown Trailer Co. of Charlotte;| than those which are affected due 
Strick Trailer Co. of Philadelphia} to their bus production, are go- 
and Venema & Weigers of Pater-| ing ahead with plans to manu- 
son, N. J. (Continued on Page 28, Col, 1) 

It will also mean that Fruehauf 
will not be able to open the new 
plant which it just tooled up for 
aluminum trailer production in 
Memphis. The other trailer manu- 
facturers named use aluminum ex- 
clusively in their manufacture and 
it would mean a complete redesign 
of their vehicles to switch over to 
the also short sheet steel. 

In its approach to the cutback 
on aluminum the government has 
entirely ignored the manufac- 
turers of “essential” vehicles, it 
is claimed, but has made it man- 
datory for all manufacturers to 
appeal the cutback ruling if they 
are to stay in business. 

But the National Production Au- 
thority, even on the appeal, will 

not take the word of the manu- 
facturers as to the needs of the 
nation on the quantities of vehi- 


from to build and maintain 
highways? Directly, or indirectly, 
from Business . 
taxes; no taxes, no roads. 
“Our great national prosperity is 
tied up directly with our superior 
transportation facilities. 


“I don’t know of any other 
form of industrial activity where 
defeatists are screaming that 
progress must stop.” 


Those three quotes from an ad- 
dress given before the 20th annual 
convention of the New Hampshire 
Truck Owners Assn., Inc., at Man- 
chester, N. H., by Les Allman of 
Fruehauf Trailer Co., seem to sum 



















Industry Again Is Haunted 


By Bureaucratic Snafu 


RUCK and “on-rubber” transportation industry leaders 

are beginning to wonder if “snafu” is again going to 
play a leading part in hindering this great segment of our 
transportation industry from playing its important part 
in the defense program. 

They are inclined to see in the handling of M-7, the 
aluminum cutback order, 
a pattern which if fol- 
lowed in other scarce 
metals might well throw 
the entire industry into 
a tailspin, upset the basic 
economy of the nation 


cles which will be required, it is 
claimed, but must be given this 
information from the end user. To 






and drive us into the 
regimented controls that 


Wage-Hour Law 
Still Confusing to 


Truck Dealers 


RUCK dealers who sell fleets or 

fleet accounts continue to be 
confused about the amended wage 
and hour provisions. 

According to the best authori- 
ties on the question today, only 
one requirement of the act still 
has to be clarified to erase any 
question of doubt in the dealer’s 
mind, 

Three factors in the act deter- 
mine a dealer’s position: 1. Does he 
sell a truck in another state and 
deliver it across the border of his 
state and do such sales amount to 
50 percent of his total sales? 2. Are 
more than 25 percent of his sales 
to buyers who will resell the vehi- 
cle? and 3. Is the fleet sale con- 
sidered a retail sale in the think- 
ing of the industry? 

* e 


OST truck dealers, unless they 

are selling large size units 
only and obtain most of their sales 
from fleet users, thus do not come 
under the provisions of the act. 

There still is a slight question 

in some wage and hour officials’ 
minds, especially in the district 
offices, as to the strict interpreta- 
tion of the final requirement—if 
the trade considers trucks sold 
to fleet users at a discount as 
retail sales. 

No doubt there is some confusion 
on this point as many dealers con- 
sider parts sold at a discount to 
fleet operators as wholesale sales, 
but the same dealers consider all 
vehicle sales, whether they carry 
a discount or not or whether sold 
to a fleet user or not, as retail sales. 

Most dealers rightly consider any 


vehicle sale that is made to a user 
(See WAGE-HOUR, Page 27, Col. 1) 










adequately present such an appeal 


now in the process of sending out 

15,000 questionnaires to over-road 

operators asking their estimated 

vehicle needs for the coming year. 
* * 


HIS, it is understood, will not 

take in the needs of private 
haulers or firms using trucks and 
trailers as an essential part of their 
business process, 

It is claimed by the Trailer Coach 
Manufacturers Assn, that the alu- 
minum cutback will slash their 
normal 63,000 coach trailer produc- 
tion in half as only 26,563 house 
trailers were made during the first 
six months of the year which is 
the basing period. 

Approximately 90 percent of all 
coach trailers are now being 
manufactured from aluminum, 
according to Norman C. Wolfe, 
president of the trailer coach as- 
sociation. In its appeal, this as- 
sociation will emphasize that the 
housing requirements of families 
at military camps and defense 
camps will be hit severely. 

The government order states: “In 


the American Trucking Assns. is 





many braintrusters in the 

District of “Confusion” 

seem to be working tire- 

lessly to bring about. 

These super-duper 
thinkers are so sure they 
have a corner on all of the 
So brains in the world they 
—Detroit Free Press feel it is not necessary to 
Lots of Razzle-Dazzle... 2SK the advice of industry 
leaders who have spent 
their lives in transportation and who owe their position 
in thir firms, and industry, to knowledge used in meeting 





ee 


crises from time to time. 


T= truck industry, including the entire ‘“on-rubber” 
segment of the great transportation industry, has no 
man in the planners’ council. There is no automotive man 
among the President’s closest advisers. 

Yet ‘“on-rubber” transportation is one of the most 
vital—if not the most vital—of all transportation systems 
to the economy of the nation and the success of the de- 
fense effort. 

Let’s sacrifice a good man to Washington. 


--+ by Jack Weed 





= HERE does the money come|up the great American highway 


problem simply and directly. 


* * * 


. . No business, no| Hits Nail Squarely 


F COURSE, Allman said many 

other things in his talk which 
were aimed directly at highway en- 
gineers and their method of excus- 
ing road failures, endeavoring to 
get around asking for large ap- 
propriations for needed construc- 
tion and yet get the extra to take 
care of the screams of their po- 
litical boosters, etc. 


Allman, to my mind, hit the 
nail squarely on the head when 
he said: “There isn’t any need to 
debate the importance of high- 
ways to our economy—neither do 
we need a blueprint of our high- 
ways for the year of 2,000 AD. 
The roads at that time will not 
be built in accordance with the 
ideas of our present crop of high- 
way planners. “Long-range plans” 
is a phrase that many of our 
engineers just love. 

“But how long? How far in the 
future?” Allman asks. 


“Let’s build the roads needed 
now, next week and next year—not 
those which the citizens of 100 
years from now will need and want. 


“The roads of the future will 
be the product of evolution—not 
that of a pre-conceived plan.” 

* - * 


New Concept 


yy eat is needed is a highway 

program to meet today’s needs 
under current conditions—and with 
practical, available facilities and 
finances. Such a program should 
consider the probable needs of the 
near future. Negative attitudes 
should be abandoned. 


“Something else should be 
abandoned, too—and that is the 
philosophy that the major objec- 
tive in the administration of a 
public office is the re-election of 
the administrator,” Allman said. 


Les points out that here, then. 
is justification for an entirely new 
concept of the highway engineer's 
job. 

Why shouldn’t the highway de- 
partment in any state regard the 
roads and streets as a great trans- 
portation system to serve the best 
interests of all the citizens? Why 
shouldn’t it plan to meet the needs 
of industry and be specific about 
the plans to meet these needs of 
industry? 

+ * a 


Dealers, Please Note 
I AGREE heartily with the think- 
ing that, when highway engi- 
neers design and build roads and 
streets to meet the requirements 
of modern commerce and modern 
national economy, it will meet the 
needs of the greatest number of 
(Continued on Page 26, Col, 1) 








Tow Trucks Held Business Builders 


HE IMPORTANCE of service 

profits to the average car deal- 
er opens a market for the truck 
retailer that has always existed but 
has never been quite as vital as 
it is today, it is claimed by service 
and truck executives. 

In the prior days of keen com- 
petitive car selling, the importance 
of the body shop with its revenue 
to the service end of the business 
was well appreciated. 

Wreck work and other metal and 
paint work represented as much as 


is looking 


one-fourth to one-third of the total 
service revenue of many well- 
equipped shops, and actually repre- 
sented much more than that per- 
centage in the net-profit picture. 

Since the war many dealers 
have let this business get away 
from them, either because they 
were not equipped to go after it 
or were not interested in the rev- 
enue that wreck work and other 
body work represented. 

Today the same dealer, confronted 
with the necessity of increasing his 


absorption of burden, 
around for ways and means of add- 
ing to his dwindling profits from 
the service department. 
* « *& 
NE of the most obvious means 
is to go after wreck work that 


Truck Highlights 


Loadings Off 
Truck New Products 





has drifted to specialty and inde- 
pendent shops. 

And one of the primary needs 
for getting much of this work is 
that of having an adequate tov 
truck to go out and get the wreck 
when it occurs. The dealer who 
has the wreck in his shop or yard 
is in an advantageous position 
when it comes to figuring on the 
repair job. 

One of the factors which has 
worked against more dealers buy- 

(Continued on Page 27, Col. 1) 
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Truckloadings Drop 
9.3% During Month 


WASHINGTON. — The American 
Trucking Assns. reported last week 
that the volume of freight trans- 
ported by motor carriers in Sep- 
tember decreased 9.3 percent below 
August, but increased 20.5 percent 
over September, 1949. 

Comparable reports received 
from 262 carriers in 41 states, the 
ATA said, showed these carriers 
transported an aggregate of 4,039,- 
690 tons in September, as against 
4,455,215 tons in August and 3,- 
353,383 tons in September, 1949. 

Approximately 76 percent of all 
tonnage transported in the month 
was hauled by carriers of general 
freight. The volume in this cate- 
gory decreased 9.3 percent below 
August but increased 21.7 percent 
over September, 1949. 

Transportation of petroleum prod- 
ucts, accounting for about 13 per- 
cent of the total tonnage, showed 
a decrease of 9.1 percent below 
August but increased 8.9 percent 
over September, 1949. 

Carriers of iron and steel hauled 
about 6 percent of the total ton- 
nage. Their volume decreased 6.9 
percent below August but increased 
31 percent over September, 1949. 

About 5 percent of the total 
tonnage reported consisted of 


Private Truckers 
To Meet Feb. 1-2 
In Washington | 


WASHINGTON. — The National 
Council of Private Motor Truck 
Owners announced last week that 
its “12th annual meeting and de- 
fense mobilization conference” 
would be held in Washington Feb. 
1-2, 1951. 

Defense Transport Administrator | 
James Knudsen and Transportation | 
Undersecretary of Commerce Phil- 
ip Fleming were named as among 
those who will address the gather- 
ing. 
The audience will be made up| 
of representatives of all types of 
commercial enterprise, it was said 
~industry, agriculture and the serv- 
ice trades—interested in the pri-| 
vate transportation and distribu- 
tion of goods over the highways. | 


No Red Books 


Quebec Premier Warns 


Trucking Firms 


MONTREAL.—Trucking compa- 
nies who “knowingly or unknow- 
ingly” use their vehicles for the 
transportation of Communist lit- 
erature have been warned by Que- 
bec Premier Maurice Duplessis that 
if they persist in the practice their 
permits will be cancelled by the 
Quebec provincial government. 

Duplessis said the provincial au- 
thorities had learned that the Com- 
munists are using trucks operated 
by legitimate companies to carry 
“their vile and vicious propaganda.” 
He said the government had de- 
cided to put an end to this prac- 
tice and has drawn the attention 
of permit holders that their licens- 
es are granted by the provincial 
authorities. 

“I am issuing this warning now 
so that all concerned will be ad- 
vised of the situation so that when 
action is taken against them they 
will not be able to plead that they 
acted in good faith,” said the 
premier. 








North Carolina Increases 
Haulers’ Liability Needs 


RALEIGH, N. C.—Effective Oct. 
1, North Carolina’s utilities com- 
mission has increased the amount 
of insurance motor freight carriers 
are required to carry for the pro- 
tection of the public against acci- 
lental death, injury or property 
damage. 

B. M. Glover, director of motor 
freight transportation, said that the 
amount for death of a single per- 

‘n will remain the same, but that 
the required coverage for total fa- 
talities in an accident and property 
are both had been raised to 
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miscellaneous commodities,  in- 
cluding household goods, textiles, 
groceries, meats, heavy machin- 
ery, agricultural products, tobac- 
co, motor vehicles, motor vehicle 
parts, paper and chemicals. Ton- 
nage in this class decreased 13.1 
percent below August but in- 
creased 24.4 percent over Septem- 
ber, 1949. 

The September tonnage volume 
of carriers reporting from the east- 
ern district represented a decrease 
of 8.8 percent below August but in- 
creased 21.4 percent over Septem- 
ber, 1949. 

Carriers in the southern region 
reported a decrease of 10.9 percent 
below August, but an increase of 
17.2 percent over September, 1949. 

Tonnage from the western dist- 
rict revealed a decrease of 9.7 per- 
cent below August but a 20.2 per- 





cent increase over September, 1949.| report traffic violations and acci- 


New-truck registrations for 9 
months, plus 28 states for Oct.: 


1950 Pos. 
1—332,067 
2—249,227 
3— 83,714 
4— 74,836 
5— 72,926 
6— 37,707 
J— 18,7138 
8,792 
7,098 
3,147 
2,771 


How Trucks Are Faring 


Sales 


Make 
Chev. 
Ford 
Inter’! 
GMC 
Dodge 
Stude. 
Willys 
White 
Mack 
Divco 
Reo 
Federal 
Crosley 
Misc. 


1949 Pos. 
273,251— 1 
146,293— 2 
73,181— 4 
64,556— 5 
91,845— 3 
44,283— 6 
27,564— 7 

6,373— 8 
5,074— 9 
2,901—11 
3,208—10 
971—12 
737—13 
10,126 


Total All Makes 


903.709 


750,363 


Reckless Drivers 


Face Crackdown 


LITTLE ROCK, Ark.—The state 
police have been requested by the " 
Arkansas Bus and Truck Assn. to/drivers found to be accident prone 


Truck production for 


through Nov. 18: 


1950 Pos. 
1—439,531 
2—312,882 
38—106,456 
4— 99,520 
5— 87,139 
6— 44,582 
i— 41,613 
8— 12,852 
9— 10,260 
10— 7,581 
ll— 4,297 
12— 

13— 





Output 


Make 
Chev. 
Ford 
Dodge 
GMC 
Inter’! 
Stude. 
Willys 
White 
Mack 
Reo 
Divco 
Federal 
Crosley 
Misc. 
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1950, 


1949 Pos. 
355,233— 1 
219,912— 2 
138,516— 3 

77,745— 5 
105,085— 4 
59,438— 6 
46,628— 7 
7,628— 8 
6,640— 9 
3,321—10 
3,247—11 
1,447—12 
325—13 
17,265 


Total All Makes 


1,182,491 





1,042,430 


dents of truck drivers in the fu- 
ture directly to their employers. 
The new program will be started 


Jan, 1. 


The association promised 


that action would be taken against 


or to have the wrong attitude. 








ATA Con feretives 
Announce Slates 


Of New Officers 


NEW YORK. — Four conference 
groups of the American Trucking 
Assns. elected officers at the truck- 
men’s convention here. 

C. R. Patterson sr., Houma, La., 
was named chairman of the Oilfield 
Haulers Conference. L. E. Whit- 
lock, Stafford, Kans., was elected 
vice-chairman, and O. R. Davis, of 
Texas, was _ reelected’ secretary- 
treasurer. 

James P. Clark of Philadelphia 
and John H. Vickers of Charlotte, 
N. C., were reelected chairman and 
vice-chairman, respectively, of the 
Film Carriers Conference. 

R. E. Dieckbrader, Cincinnati, 
was chosen chairman of the con- 
tract Carriers Conference. C. J. 
Williams, Milwaukee, was reelected 
vice-president; Walter Abbot, Cam- 
bridge, Mass., secretary, and Charles 
T. Livezey, Columbus, O., treasurer. 

The Private Carriers Conference 
reelected A. E. Cudlip, Lufkin, Tex., 
chairman; C. A. Pascarella, vice- 
chairman, and John A. Hassey, Bos- 
ton, treasurer. 





Want More Truck Sales? 
-with EXTRA PROFIT? 
































TO 
HELP 
you 
SELL 
MORE 
TRUCKS 


SPECIALIZED 
MOTOR VEHICLES 


3. 


4. 










You Can Increase Your Sales Volume and Profits by Offer- 
ing Your Prospects Exactly What They Need and Want. 


Montpelier 


biiiven VEICLES 


ENGINEERED and BUILT 





TO MEET THE SPECIFIC NEEDS 


of YOUR CUSTOMERS 


YOU, the Truck Dealer, handle the complete deal—with the 
full cooperation of MONTPELIER Sales, Engineering and 
Manufacturing Specialists—whether it be for one vehicle or 
a large fleet. You quote your customer on the complete 
“package”. 


Here's How MONTPELIER Helps You 


You tell us the nature of your customer’s business, 


the weight and size of commodity to be delivered, what 
specific features he needs and wants. 


2. Tell us the Make and Model of Chassis to be used. 


MONTPELIER will submit proposal and quotation to 


YOU—our recommendations based upon more than twenty 
years of experience in building delivery vehicles specially 
designed for maximum delivery efficiency, minimum cost. 


Simple, isn’t it? It will help you make More Plus-Profit 


Sales. MONTPELIER is especially interested in helping you 
get MORE FLEET BUSINESS—both Local and National. 


MONTPELIER Advertising Helps YOU, Too 


MONTPELIER Advertising appears in leading trade pub- 
lications going to those industries using the largest numbers 


of delivery vehicles. Your prospects read them. This 
advertising gets results—inquiries. Cash in on this 
result-getting advertising. 


WRITE, PHONE OR WIRE 
FOR COMPLETE DETAILS 





THE MONTPELIER MANUFACTURING CO., 
eae ee 
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Everyone will be saying, 


“You can pay more...t 


HE °51 FORD is styled and built not just 

for this year and next, but for the years 
ahead ... with 43 new “Look Ahead” fea- 
tures to give a built-in future of driving ease, 
comfort, convenience and economy. 


As a result, more and more people will 
agree, “You can pay more but you can’t buy 
better” than Ford for °51. This, in turn, 
points up the fact that Ford Dealers once 
again have, in the °51 Ford, a product 


"Best looking car yet 


“Tarn the key and 
the deck opens hke magic / . 


that rates as the finest value of them all. 


For Ford is now—more than ever—‘‘Out 
Front” in styling, performance, safety, econ- 
omy, quality and durability. And every 
advance represents years of progressive plan- 
ning and testing in the laboratory and on 
the test road. 


Today, Ford Dealers are looking ahead 
with a car that is years ahead. No wonder, 
“It’s Great to be a FORD Dealer!” 








This “‘exploded” view of the ‘51 Ford shows many of its new “Look Ahead” features 


t you cant buy better!” 


Ks built for the years 


ahead !" What coachwork /” lt 1s thi e 
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*Optional at extra cost. 
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(Continued from Page 22) 


users of those highways and streets. 

Every dealer should get a copy 
of Les Allman’s talk and have it 
ready to quote from when he gets 
an opportunity to put in a plug 
for sane and thorough thinking on 


our highway and street planning. 

If we have any bottleneck to 
the progress and further expan- 
sion of our great automotive in- 
dustry, it lies in the fact that 
our highway system is rapidly 
becoming obsolete and inadequate 
to carry the number of vehicles, 
people and commerce we are put- 
ting on them. 


Dealers cannot afford to let “John 
do it” when it comes to watching 


the politicians who have to do with 
road planning and building. Deal- 
ers have demonstrated in the past 
that they represent a _ powerful 
force in national politics, Now is 
not too late to wield some of that 
influence for the better in local and 
state thinking—particularly as far 
as getting sane and sound planning 


on road building and maintenance. 
* +. * 


Staying in Business? 

pase TOO many franchised auto- 
motive dealers have sat quietly 

by, feeling that the tirade of the 

rails against trucks didn’t hit them 

—either because they didn’t sell 


trucks or didn’t sell the big jobs 
that were most under fire. 

Any campaign of that type 
eventually hits every dealer in 
the automotive business, whether 
he sells vehicles, parts or serv- 
ices, when it gives highway plan- 
ners a blanket to hide under 
while they continue to spend pub- 
lic money building political fences 
and not providing adequate roads 
and streets to carry the number 
of vehicles the public is willing 
to buy and put on them. 

Just think that thought out in 
line with your long-range planning, 
if you intend to stay in the busi- 
ness or plan to turn your business 
Over to your sons. 

* > * 


Reports Are Vital 


N THAT connection, Bud Dar- 
lington, general manager of the 


heads up the annual May Safety 
Month, was on the trip that 33 of 
us took recently to look over the 
Bear front end school in Rock 
Island. 

In talking about the results of 
last year’s safety month, Bud 
brought out two points that to me, 
at least, are very important. 

The complete success of the 
safety month campaign lies in 
the dealers’ hands. If the dealer 
will have his shop men faithfully 
report the number of repairs and 
the types of repairs that come to 
his shop due to the safety month 
programming, it will give the 
committee, as well as the press, 
some badly needed basic facts 
upon which a bigger and better 
Safety Month can be built each 
coming year. 

And if the dealers in each com- 
munity will band together to get 


Inter-Industry committee which|wholehearted police support for 


their Safety Month program ii 
their locality, the national effor: 
will go over much better and mor: 
lives will be saved from accident; 
caused by unsafe vehicles on th: 
highway. 

While Bud and the committe» 
have gotten the nod of approval for 
the campaign from the Natione) 
Police Chiefs, it takes active par- 
ticipation and cooperation of the 
police and sheriffs’ forces at the 
local level to get the results the 
campaign is designed to accomplish 

Reporting on the repairs made 
also enables the manufacturers of 
replacement parts to plan to have 
available the numbers of parts most 
needed to make the program a 
complete success. This year—and 
possibly for a number of years to 
come—this information will be 
needed even more vitally than dur- 

(See TRUCKIN’, Page 28, Col. 5) 





New Commercial Car Registrations, Nine Months Total, 1950-1949 


Truck registrations by states are 
| released here weekly, as com- 


pleted by R. L. Polk representa- 
tives in state capitals. 


Truck registrations by states are 
released here weekly, as com- 


pleted by R. L. Polk representa- 
tives in state capitals. 


International 
Studebaker 
Willys-Overland 
Miscellaneous 


Kenworth 


Brockway 
Diamond T 
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a lore Vital than Ever .. . Auto-Lite Issues 
Winter Warning 


: Tow Trucks Termed Os Battery Care 
e° Bu siness Bu i l d ers TOLEDO.—Tough times for bat- 


teries are on their way as tem- 
(Continued from Page 22) 





peratures drop, and dealers and 
service stations soon will be hav- 
ing their quotas of trouble calls 

















h ing tow trucks for their busi- |nomical type of body arrangement : 
he ness has, of course, been the ini- |to fit the prospect’s needs. from customers whose cars won't 
a tial investment. While this is an | 1. cot ‘that in many cases ; a va ‘ ' 
in important factor to consider, it a i reventive service can avoid 
oe i a the first cost that actually these “stow away” jobs may fit Ambidextrous Tow Truck— , ie many of these failures, and the 
of | should make the decision for the |the needs of the smaller dealers! This tow truck in use by H & H Chevrolet Co., Brownsville, Pa., is of the “fold in _type.| following tips on battery care for 
<a dealer. because of the fact that they Ppro-|The crane folds into the floor of the body so that the truck, when not used for towing injthe winter season are offered by 
at 4 oO deal e rts that his tow vide multiple uses for the truck] cars, can be used to deliver and bring in parts and used for other pickup needs. This} Charles Popper, service manager 
s { ‘i h vad oad tl * t ri OW | itself. dealer estimates that the addition of this truck to his service facilities has brought him/for Auto-Lite Battery Corp. 
id ~n as i ce S total serv- However, the location and busSi-j} an average of approximately $1,460 extra service work per month. The Tow Crane unit is “EB bent hould b 
; ice revenue by over 10 percent. An- ness availability of the small deal-| made by Guibert Steel Co., Pittsburgh 30. very motorist shou e warned 
o 4 other, that his tow truck was paid er might possibly call for a large to have his battery checked before 
nm for by the profits from the extra/ init that would run into a consid-| tory and ask their aid in making |own service and business work.|Teal winter sets in,” Popper re- 
a business he obtained in one year.|crable investment. the initial survey. These men Sometimes the need for a so-|™inds. “It’s surprising how many 
s Like a piece of shop equipment,| This is one of the selling phases| are always willing to work with |called tow truck is evidenced in drivers don’t realize how much 
the tow truck should be judged by|to which the truck dealer or his| the truck dealer who shows an |the opportunity to cut time in the greater demand cold weather makes 
not only the extra work it brings|salesman should give considerable| interest in selling towing (or | moving of heavy materials or bulky | ©" & battery and certainly very few 
into the shop but by the advertis-|attention in making the sales ap-| winching) equipment. packages. know that the ampere-hour capac- 
ing value of showing the vehicle | proach. Another field that is open to cul-|_ Here, a demonstration of the|ity of the best battery is actually 
owners in the dealer’s area that he If the dealer is not able to |tivation for tow truck sales con-|time saving factor of such a truck| lowered more than 50 percent when 
is equipped to take care of all of| properly determine this factor, he | sists of large contractors and fleet|may awaken the operator to the the temperature reaches zero. 
his customers’ needs. should get in touch with the rep- | users who may have a sufficiently} advantages of a_ truck - equipped Once the customer agrees to a 
Yr oe resentative of the various tow |large operation to justify the use|crane and winch and result in a|checkup, says Popper, the rest is 
OT dealer in a small Pennsyl-| truck body builders in his terri- |of one type or another in their! quick sale. easy. 
vania town portrays the value cae 
of the tow truck to his business 
“a by stating that in September and 
October of 1949 his total service é a 
3 business amounted to $2,900. 
7 This year for the same two 
as months his service “take” went to 
- $5,825 and he estimates that fully 
- 60 percent of the increased busi- 
E ness was due entirely to the fact 
that he had added a tow truck to GEIS NEW PERFORMANCE. PILL 4 
his business. e 
: There are tow trucks today 
re that are built for every type of eevee ieee / i 5 gs 5 Mas PERS an eR RN 
: dealer operation from the large aii aes RN ice Scarce ee 3 1 Ree ence <_"/( 
e jobs that will handle any type “0 REN Braet a Ce 
5 of truck or bus, regardless of the Raa at SEG ~ ‘ <S Ne 
position of the wreck, to jobs as > fears SSCA LVAE ar 
i. that are so constructed that the ¢ * aes 
truck can be used as a delivery er 
o | and pickup unit when not being 
a, used for car delivery and wreck 
is pickup. 


. Some of these jobs have the crane 
® > so constructed that it folds down 
: into the floor of the truck and is 
out of the way when not required. 
$ Truck dealers should get data on 
all types of towing bodies and 
y winch rigs so that they will know 
; not only the proper size truck to 
: suggest for the size of the dealer 
or service shop they are calling on, 
but also the most efficient and eco- 


: Wage-Hour 
(Continued from Page 22) 


of the vehicle as a retail sale, re- 

' gardless of under what terms it 

, was sold, as a retail sale. 

; Truck dealers, however, can 
consider themselves as not being 

under the wage and hour provi- 
sion, regardless of the final deci- 

) sion that may be made on such 
sales, as long as sales to such 


| users do not include more than 


25 percent of their total sales of 
vehicles, it is claimed. 

It is also suggested that any con- 
troversy on the subject of the wage 
and hour provision shauld be re- 
ferred to the Washington headquar- 
ters of NADA and not fought out 
in the field with district wage and 


Yes Sir! Men who know their cars best have found the answer! The answer 
to the problems of faulty valve action, excessive carbon deposits, severe 
detonation, clogged piston rings, high fuel and oil consumption and noisy 
engine operation with an ever decreasing power response after the first 
few thousand miles of new car operation. 


Yes Sir! These men know AMPCO! They know AMPCO as the engineered 
method of Auxiliary Engine Lubrication which provides for the introduction 
of a properly compounded lubricant without dilution by the fuel and as a 


*"It is 127 Times 
More Difficult to 
Lubricate the Modern 


completely dispersed spray to ensure pre-lubrication on the initial stroke of 
every engine cycle. 


They know AMPCO as the answer to the basic problem of engine lubrication 
which is 127 times more difficult than 25 years ago.” They have watched 
smoother engine operation — marveled at engine quietness — thrilled to the 
response of a rapid, faultless power surge without detonation and accepted 
the substantial savings in operation and maintenance which result from an 
AMPCO installation. And these experts can be your customers just as 
promptly as you and your service organization get around to the business 
of making more friends by selling AMPCO as equipment on every new car 
— AMPCO the modern, engineered, field-tested method of Auxiliary Lubrica- 
tion for today’s high-output engines. 


Engine than the 
Engine of 25 Years 
Ago”. 


— Quoted From 
Authoritative Automotive Engineer 


hour administrators, who, in the 
past, have been known to put their 
own interpretations on the provi- 
sions of the act. 
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Patents Pending 


VALVES RINGS PISTONS 





Constant lubrication for the hottest, 
driest, busiest part of an engine! 


DEALERS: 
The Modern Service Identification 
Emblem—Plus Advertising Value. 


Write TODAY for beautiful full-siz 
FREE SAMPLE... Yours to keep an 
compare! 


Write Today for 
the Ampco Profit- 


gue) BETTER-THAN-NEW CAR PERFORMANCE  periormance Story. 
) MARINE PRODUCTS CORP w7 
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Essential Bus, Trailer Makers Squeezed . . . 


Aluminum Cut Blasted 


(Continued from Page 22) 


facture just as many vehicles 
for the 1951 market as materials 
will allow. At the present, while 
admittedly confused, they see no 
real threat to any material less- 
ening of output over that of this 
year, 

Not only is the demand as great 
now for trucks but truck men are 
certain that as the defense pro- 
gram grows there will be a need 
for thousands of units in the above- 
19,000 pounds gross weight class 
that the industry will not be able 
to fill this year or for several years 
to come, especially if other “cut- 
back” orders on scarce materials 
are put into effect with the same 
disregard for industry needs as is 
apparent in the aluminum order. 

Provision has been made for the 
railroads to get 310,000 tons of steel 
per month for the manufacture of 
freight cars and 10,000 tons of steel 
per month has been allocated for 
the production of lake freighters to 


Almost all papers can claim linage increases. But 
the biggest increases go to the paper that produces. . . 
and the biggest increases during the first 8 months of 
1950 went to The Boston Globe in gasoline and oil. . . 
in tires and tubes... 
in all fields 


Space buyers 


sales per advertising dollar buy The Boston Globe. 


For results 


advertising leadership 


Globe. 


haul ore and supplies to the steel 
mills. 
* * * 

O INDICATION as yet has de- 

veloped that Washington think- 
ing is taking into consideration 
that approximately 65 percent of all 
incoming and 69 percent of all out- 
going material for our factories is 
carried by trucks. Nor that truck 
transportation is the backbone of 
not only the economy of the nation 
but must also be of any defense 
effort. 

No manufacturer in either the 
trailer or truck industry contacted 
in the development of facts and 
figures for this story has been in- 
vited to Washington or consulted 
about the material needs of this 
“on rubber” transportation indus- 
try. There is no experienced auto- 
motive man in the ranks of the 
president’s advisors nor on the 
planning boards. 

Various groups of the industry, 
truck and bus makers, body 
builders, trailer producers and 
house trailer fabricators have 


in total automotive linage. 





who want the most 


proven by thirty years of automotive 
in Boston it’s The Boston 


taken it upon themselves to go 
to Washington to fight for their 
business lives, but it has all been 
on their own initiative as far as 
can be learned. 

One of the things that is bother- 
ing the trailer and bus manufac- 
turers in the aluminum order is 


|that it provides no credit for scrap 


return. They feel that if the need 
for saving this metal is as acute as 


Truckin’ 


(Continued from Page 26) 


ing the past few years when part: 

supplies were more free than the} 

promise to be this coming year. 
= o e 


Special Issues 


a. peng by the special issu¢ 
put out by the Detroit Time» 


| |\last summer, a number of metro 





Lightweight Tractor— 
Ward LaFrance Truck Corp., Elmira, N. Y., 
has introduced this unit which is said to 


meet low gross weight restrictions but which 


the order _ indicates, considerable | ¢4n be powered with either gasoline or 


metal 
stockpile by giving the users credit 
for the returned scrap and provid- 
ing an incentive for not only saving 
it but handling it in such a way 
that it would not be mixed in with 
other scrap and thus destroy much 
of its recovery value. 
+ * * 


N THE meantime manufacturers 

say that it is as bad for the 
defense program as well as in the 
dislocation of labor for manufac- 
turers to try to operate under to- 
day’s uncertainties. 

They feel that before such 
drastic orders are initiated every 


ey Ye 
e 


for gasolines, oils, tires and tubes 


and accessories. 


*For the FIRST 8 months of 1950 


The Boston Globe 


MORNING ° 


EVENING ° 


SUNDAY 


could be returned to the | diese! engines up to 200 horsepower. 
| wheelbase measures only 144 inches. 





— 
AG an in Boston the paper that, 


year after year, has carried the great- 
est total automotive linage (including 


new and used cars) is your best buy 


The 
From 
back of cab to center of rear axle it is 


72 inches. 


detail should be worked out to 
the end that each large user of 
such metal would definitely know 
what he could expect and how to 
plan his production activity in 
accordance with the order. 

As it is, the order is felt to be 
disconcerting and the “lead time” 
allowed in the order makes for even 
more uncertainty than if the order 
was definite and set for a period. 





Creamer & Woodward, Inc., New York, San Francisco, Los Angeles e Osborn, Scolaro, Meeker & Scott, Chicago, Detroit 





politan newspapers around thé 
country have come out with spe 
cial issues devoted to the truck 
business in their area. The last on: 
to come to my attention is a splen 
did issue put out by the Nashville 
Tennesseean on Nov. 12. 

This 44-page section, entitled 
“The Story of the Trucking In- 
dustry in Tennessee,” is well put 
together and like most of the is- 
sues I have seen, cannot help but 
do the trucking industry a lot of 
good, especially with people— 
voters—who are not close to 
trucking and may not know, un- 
til they see such a section, how 
much “on-rubber” transportation 
means to them in their daily lives. 


I like particularly the clinching 
paragraph of the full-page adver- 
tisement the Tennessee Motor 
Transport Assn. had on the back 
cover of the section: “But most of 
all, we take pride in the oppor- 
tunity it (trucking) gives us to ren- 
der a definite public service .. . 
essential in peace and vital in war.” 


That is a line that some of our 
Washington “bigwigs” must be 
soundly schooled in as we go into 
a period of “master planning” and 
created shortages to meet our de- 
fense program. 

* o . 


Little Late 


[poront recently got out the 
third in its series of booklets 
on the value of nylon cord in truck 
tires and, in this issue, brings out 
that heat causes more carcass fail- 
ures than any other tire hazard, 
and it charges its bill to nearly 
every trucker. 

The folder claims that nylon 
cord reduces weak spots due to 
excess heat; that it is more resis- 
tant to water that soaks in from 
tread cuts; more resistant to 
bruises because it stretches and 
contracts almost endlessly with- 
out flex breaks and gives a tire 
the ability to roll with the punch 
of road bumps and holes. 

It appears to be a good piece 
of advice to truckers using heavy- 
duty casings, but it may be a little 
too late to help some of the boys 

It appears that they will have 
to take what they can get for a 
while and won’t be able to take 
advantage of those “nylon recaps 
that don’t have to be pampered” 

. and getting that “full retread 

wear, not once but again and 
again.” 


Vetter to McCormick 
Vetter Motor Co. (Ford), Salem, 
S. D., has been bought by V. F. 
and Phil'p McCormick from Joseph 
Vetter. The new firm will be known 
as McCormick Motors Ford Sales 
& Service. 





LICENSE PLATE 


FASTENERS 


On or Off With a Quar 

Heavy ‘%-inch bolt (with T-head 
and square shoulder) fastens |i 
cense plate securely in place. Will 
not lose off. 

PLATED TO PREVENT RUST 
No. 51—Dealer Cost, each.... $ 20 
Packed 12 to Box- 
Money-Back Guarantee 


IMMEDIATE DELIVERY 
If Your Jobber Cannot Furnist 
Order Direct from .. . 


HOUSER ENGINEERING! & 
MFG., INC., Bluffton, Ind; 


Over 100 Service Items 
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Adoption of a state wage-hour 
jaw in Alabama has been urged 
by State Labor Director R. R. 
Wade. Pointing out that the fed- 
eral wage-hour law applies only 
to employes of firms engaged in 


interstate commerce, Wade assert- | 


ed, “There can be no excuse for 
our own people who are denied 


their own state.” 

Enactment of a state wage-hour 
law was recommended in Alabama 
five years ago by former Gov. 
Chauncey Sparks, but the state 
legislature rejected the proposal. 
In his annual report, Wade also 
recommended a stronger statute to 
help workers collect wages due 
them, and regulation of private 
employment agencies. 

* + * 


Arizona Electorate Kills 


50% Sales Tax Boost 


A proposed state constitutional 
amendment to increase the state 
sales tax rate by 50 percent was 
rejected by Arizona voters. 

The proposed sales tax boost 
would have gone into effect, if 
approved by the voters, only if 
the electorate had approved an- 
other amendment to make man- 
datory a $150 per capita appro- 
priation for public schools. The 
latter proposal also was rejected 
by the voters. 

+ * * 


Idaho OKs Parking Bonds 


Idaho's electorate has overwhelm- 
ingly approved a state constitu- 
tional amendment which will per- 
mit municipalities to issue revenue 
bonds for off-street parking facili- 
ties and a number of other types 
of public works projects. 

* > 7 


Ark. Legislature May Hear 


Plea for Higher Gas Tax 

Added taxes may be proposed 
to the 1951 Arkansas legislature 
to provide revenue to carry out a 
continuing road construction pro- 
gram, hospital and other institu- 
tional construction and a school 
aid program —all advocated by 
Gov. McMath. 

Observers report that Gov. Mc- 
Math may suggest an additional 
three-cent-a-pack cigaret tax 
for the benefit of the public 
schools; a 1-mill property tax to 
support a large bond issue—per- 
haps $20,000,000 to $25,000,000—to 
carry out proposed institutional 
construction, and an additional 
one-cent-a-gallon gasoline tax 
specifically earmarked for pri- 
mary roads. 

* * * 


Ariz. Vetoes Idle Pay Law 


A proposed state constitutional | 
amendment to increase Arizona un- | 


employment compensation benefits 


to $25 a week for 26 weeks was de- | 
feated by the voters. Also turned | 


down was a proposed state consti- 
tutional amendment which would 
have limited to $300 the average 
monthly wage on which workmen's 
compensation computations 


made. 
* * +. 


Cash Sick Pay Loses 


A state cash sickness benefits act 
was rejected by the Washington 
state electorate in a referendum. 
Intended to compensate workers 
for loss of wages due to illness or 
other nonoccupational disability, 
the measure had been enacted by 
the 1949 legislature, but was kept 
from going into effect by referen- 
dum petitions. The program would 
have been financed by a 1 percent 


are) 











deduction from payrolls. 
* * + 


Maryland Cuts Sales Tax 


By $7 Million a Year 


A sales tax reduction bill has | 
been enacted by a special session 
of the Maryland legislature. Ef- 
fective Dec. 1, the new law pro- 
vides: 1. Sales tax collections will 
start on sales of 51 cents, instead 
of the present 14 cents.. 2. Sales 
of food for consumption in res- 
taurants and other public eating 
places will be exempt from the 
sales tax. The exemption hereto- 
fore had applied only to food sold 
for consumption at home. 

3. Baby oil and baby powder 
will be exempt. 4. Sales of soap, 
soap powder, cleaning fluids and 
detergents for household or per- 
sonal use will be exempt. Gov. 
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| In the Hopper 


Lane estimated that the tax re- 
ductions will cost the state $3,- 
640,000 for the remainder of the 
current fiscal year, and about 
$7,000,000 for the next full fiscal 
year. 

+ + * 


S. Carolina Fiscal Problems 


the protection of the federal law Await Gov.-Elect Byrnes 


not to have similar protection from | 


Gov.-elect James F. Byrnes is 
faced with many problems when 
the 89th session of the South Caro- 
lina general assembly convenes 
next Jan. 8. Qne in particular is 
the raising of additional revenue. | 

South Carolina now has a seven-| 
cents-a-gallon tax on gasoline. A 
one-cent tax was added this year 
to pay off a portion of the $8,000,- 
000 deficit created in 1949-50. After 
this year the revenue from this tax 
—for the next three years—will 
go for the construction of farm-to- 
market roads. One cent produces 


more than $4,000,000 in revenue. 
. aa * 


Responsibility Law Pressed 
By Montana Auto Assn. 
Enactment of a strong motor- | 


ists’ financial responsibility law 
and several other automotive 
measures will be sought during 
the 1951 session of the Montana 
legislature by the Montana Auto- 
mobile Assn. 

The association’s proposed leg- 
islative program was made public 
following a directors’ meeting in 
Helena. 

Under the proposed responsi- 
bility law, a driver, upon convic- 
tion of improper driving or hav- 
ing a judgment awarded against 
him from an accident resulting 
in personal injury or property 
damage of more than _ $1,000, 
would lose his driving privileges 
unless he could show insurance 
up to $10,000 for personal injury 
and $1,000 for property damage. 

* . * 


Seek Tax Cut in Utah 


A recommendation that Utah’s 
state income tax be reduced by in- 
creasing exemptions and by permit- 
ting taxpayers to deduct unusual 
medical expenses was included in a 
report submitted to Gov. J. Bracken 


Lee by the state tax commission. 
* * + 


Quebec Truckers Back Hike 


In Provincial Gas Tax 
The Automotive Transport Assn. 


| 8 
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Schott Plans K-F Building— 


The recent appointment of Earl A. Schott as a Kaiser-Frazer dealer in Cincinnati set in 
motion plans for new facilities at 2300 Reading Rd., where Schott operated a used-car 
lot. Pictured examining the architect's drawing of the 15,000-square foot building are, 
left to right: Clarence H. Long, Cincinnati district manager; Schott, and Fred E. Young, 
Cincinnati regional manager. 





cents per gallon on gasoline to help 
finance a $60,000,000 Quebec provin- 
cial program of road improvement 
over the next three years. 


of Quebec, spokesmen for the 
trucking industry, has endorsed the 
government's newly introduced bill 
that calls for a tax increase of two 
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FOR HANDLING TRUCKS, BUSES—The model 850 wrecker, 
capacity of 35 tons, is announced by Ernest Holmes Co., 2505 E. 43rd/ 
enn, The unit has outboard legs which transfer much of the lifting strain | 
from the truck chassis to the ground. The wrecker shown is mounted on a Ford chassis. | 


tons and a — 
St., Chattanooga, 


Electrode Guide 
A 56-page electrode guide, cover- 
ing all P&H welding electrodes, is 
being distributed by Harnischfeger 
Corp., Welding division, 4400 W. 
National Ave., Milwaukee. Of 
pocket size, the guide has tabs 
marking the various classifications 
of electrodes. It also has a two-page 


REO “We operate our 
of weather from below 
110° and more,” 





zeTO 
says Warren J. 
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| 
with a boom capacity of 15 





comparative chart which lists cor- 
responding types of electrodes. 
* + * 


Booklet on Hand Trucks 


New powered hand trucks re- 
cently announced by Clark Equip- 
ment Co., Battle Creek, Mich., are 
described in a 12-page, two-color 
booklet offered by the company. 


DIRECTIONAL SIGNALS—Shown is one of 
the 3,000 post office trucks equipped with 
set 704-3, produced by Signal-Stat Corp., 523 
Kent Ave., Brooklyn, N. Y. The set consists of 
two double-faced lamps for front mounting 


and two flush-type lamps for rear mounting. 
* * * 


Cold Metal Parts Cleaner 
Developed by Maplewood 
A booklet describing Gumco Metal 





Reo 


Gold Comet in all kinds 


to 


Smithson, W. J. Smithson & Son, 
Excavating, Sand and Gravel, Big 
Bear City, California. “The job 
delivers beautifully 7 days weekly, 
hauling up to 13 tons. Our gas 


mileage is 5 m.p.g.” 


The Reo Gold Comet is a natural 
for extra earnings and real econ-. 


omy in rugged hauling. 





Reo rock-bottom operating economy and 
greater earning ability...puts up to 


$1500 MORE IN YOUR POCKET- 
BOOK EACH YEAR FOR EVERY 
TRUCK YOU REPLACE WITH A REO 


Let us prove to your complete satisfaction how much 
a new Reo Truck with the famous Gold Comet 
Engine can save on your job. Ask your nearest Reo 
Distributor or Dealer for facts or write direct to 


the factory. 


REO MOTORS, INC., Lansing 20, Mich. 





TRUCK + BUS » LAWN MOWER 
DIVISIONS 











Bright has been issued by Maple- 
wood Products Co., Inc., 3708 Green- 
wood, St. Louis. The company says 
its cold metal parts cleaner will 
remove carbon, dyes, gums, dirt 
and grease deposits from carbure- 
tors, fuel pumps, pistons and hy- 
draulic brake parts. 





TURNOVER SAFETY SWITCH—Manufactured 
by the Clapp Co., Dallas, this switch shuts 
off the ignition instantly should an auto, bus 
or truck overturn, the company states. It con 
sists of a cylinder about one inch in diam 
eter and 2'/, inches in height, injection mold- 
ed of transparent Plexiglas. This material i: 
highly shatter-resistant, enabling the switct 
body to withstand the impact of a slippinc 
wrench or other accidental blows. It remain: 
unclouded in the presence of gasoline anc 
oil fumes, is unaffected by under-hood heat 
and does not become brittle with age, the 
firm adds. Rohm & Haas Co., Philadelphia 
is the manufacturer of Plexiglas. 





u sell 


FOR I-H TRUCKS—A truck mirror, said to 
provide greater vision when tractors draw 
extra large trailers, is announced by Ameri- 
can Automatic Devices Co., 500 S. Troop St., 
Chicago. The KingBee Protecto truck mirror 
No. 428 has a 4!/2-inch by 8!/2-inch rectangu- 
lar head and a bracket designed to fit the 
contour of International Harvester trucks. It 
also fits many other trucks, says the firm. An 
extendible arm opens out to 29 inches 


* . * 





PORTABLE HOIST—A 1!'/2-ton winch hoist 
which can be used to lift machinery and 
| engines or to pull equipment onto trucks, is 
announced by Lug All Co., 331 E. Lancaster 
Ave., Wynnewood, Pa. The unit weighs 8!/2 
pounds. 








HAS BUILT-IN JACKS—A tractor dollie with 
built-in jacks, designed to facilitate ever) 
operation in disassembly, repair work anc 
assembly of tractors, has been announced by) 
K. R. Wilson, 215 Main St., Buffalo. It i: 


built low, to roll under the tractor wit! 


-| plenty of clearance. The jacks are built intc 


the two cross members and are equippec 
with specially designed pads to spot easil) 
arid give solid support, the company states 
They are conveniently operated from front 
and back of dollie 








FOR TRACTORS—K-D Lamp Co., 1910 Elm 
St., Cincinnati, has introduced this tractor 
light, which has a 5!/2-inch glass lens. The 
unit is dirt and moisture proof, says the firm 
It is finished in black enamel 


ON, OFF IN 7 MINUTES—An aluminum 
enclosure which quickly changes a pickup 
truck to a van is announced by Lifetime Mfg 
Co., Pemberville, O. The unit can be removed 
and replaced at will. The enclosure is made 
of panels. Bodies are available for Chevro 
let, GMC, Ford and Studebaker trucks. 


“ADVERTISEMENT 





NEW MONEY-MAKER 


sor service stations, tire shops, auto 
accessories stores—this slick, quick 
way to keep white sidewalls white. 
Specially treated (the cleaner is in 
the pad), this new steel-wool clean- 
ing pad leaves no stain, restores 
whiteness, won't harm rubber. (Large 
bulk package for wash racks). If your 
jobber can’t supply you, order from: 
Las-Stik Mfg. Co., Hamilton, Ohio. 





CLEANING PADS 


fer White Side Wall Tires 
FREE ! Full-size package. Write 


on your business letterhead to Dept. AN. 





jNAME PLATES 
yew ¢ PRECISION CAST... 


ELIMINATING ALL DIE COSTS 
Quantities as low as 100 may be 
ordered with original design for every 
job! Proof of design submitted for 
approval. Heavily chrome plated. 
Write for details. 


* BRECISION 
29th & McKean Sts. 
Phila. 45, Pa., Dept. A 




















his 

















Ls 





H ghways & Safety... 





Dealer Groups Offered 
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Free Driving Schools 


By Tom Hewitt 
Staff Writer 


page driving schools for the pub- 
lic can now be sponsored by 
dealers’ associations through the 
aid of Cappel, MacDonald and Co., 
Dayton, O. 

Under the plan, Cappel, MacDon- 
ald supplies the 
instructor and 
aids in local pro- 
motion. 

Morris A. 
Kay, the firm’s 
safety director, 
said the meet- 
ing place is us- 
ually donated 
by a theater or 
hall owner, 80 
the association’s expense in the 
project is small. Kay also con- 
tacts the newspapers and radio 
stations for publicity. Other pro- 
motion can be handled by dealers. 
Attendance at recent Drive for 

Safety schools proves the success 
of the program. Approximately 
4,000 persons have completed the 
three-day course in five cities. Los 
Angeles, San Francisco and Port-! 
land, Ore., each drew 1,000 students, 
and Houston and Oakland, Calif., 
each had 500. 
+” 


MATIOMAL SAFETY 
COUNCIL'S 


arm 





si iG 


AUTOMOTIVE 
NEWS 





* * 
HE educational project has 
three main objectives: 1. Train 





Safety Creed 
Given Truckers 
In Missouri 


In a planned movement to edu- 
cate truck drivers and win public 
recognition for the _ professional 
driver, the Missouri Bus and Truck 
Assn. has mailed pledges and driv- 
er’s creed certificates suitable for 
framing to all its members, 

The plan was set up as a part of 
the association’s public relations 
program several months ago and 
tested with a letter to several 
thousand professional drivers. The 


Missouri Truck and Bus Priver’s 


OQREED 


3 Will conduce myself as a gentleman of the highways. 

To all who use the highways I will be courteous and 
considerate. 

I will concede my right-of-way to help make highways safer 


I will be alert to all laws and rules of good driving. I will 
try in every way to compensate for any lack of skill or improper 
attitude on the part of other drivers. I will do my utmost to 
safeguard children and pedestrians. 


I will sacrifice “hurry” for safety. 
This is mu pledge . «to return safely to my family and 


to commit no driving errors that might prevent the other 
fellow recurning safely to his. 





Safety Pledge— 
This is the certificate sent to all members 
of the Missouri Bus and Truck Assn. 


result was an overwhelming en- 
dorsement of the signed creed idea, 
reports the organization. The creed 
was also presented to the 1950 
roadeo contestants, where it won 
unanimous approval. 


With the general mailing to all 
members it is planned to get all 
Professional drivers to adopt the 
creed, and then it is to be offered 
to the general motoring public. 


Besides the certificate, each driv- 
er signing the creed will also be 
issued a small copy to be carried in 
his billfold. 


PATA Gives Safety Award 


A distinguished service award for 
Safety efforts has been presented 
to Walter H. Annenberg, editor 
and publisher of the Philadelphia 
Inquirer, by the Philadelphia Auto- 
mobile Trade Assn. Edward J. Ro- 
nan, PATA president, made the 
Presentation. 








drivers to correctly use and oper- 


ate motor vehicle. 

2. Stimulate an interest in 
auto ownership and a realization 
that periodic vehicle inspections 
are necessary. 

3. Create goodwill between the 
public and dealers. 

A special one-session school is 
conducted for drivers of commer- 
cial vehicles. 

The course offers lectures and 
discussions and_ psychophysical 
tests—visual acuity, color vision, 
reaction time, depth perception, 
side vision and glare resistance. 

+ - a 

EPENDING on the association’s 

wishes, each student can be 

given a chance to drive a car after 
he has completed the course. This, 
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Apples for Safety Teacher— 


Morris A. Kay (second from left), safety director of Cappel, MacDonald Co., Dayton, O., 


receives fruits for his efforts from dealers at the free safety school given in Los Angeles 
Left to right are Lonnie Hull (Dodge), president of the Los Angeles 
| Motor Car Dealers Assn.; Kay; Spencer T. Honig (Nash), president of the Southern Califor- 


| by his company. 


| nia Motor Car Dealers Assn., and J. F. O'Connor (Mercury), safety chairman of the Los 


Angeles association. 


been supplying merchandise 
prizes for dealerships’ sales plans 
for 25 years, began the schools to 
show its appreciation to the auto 
industry, Kay stated. 


“The Drive for Safety school was 


bile dealer to play an important 
part in civic activity to improve 
traffic conditions,” Kay said. 

“The dealers’ position in the com- 
munity makes this sponsorship and 
participation in programs to reduce 


said Kay, may culminate in a sale.| developed on the principle that it|traffic accidents both welcome and 


Cappel, MacDonald, which has 
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Easy Mark 
Woman Driver Swindled 
By Helpful Motorist 

ST. LOUIS.—A new way to swin- 
dle motorists was uncovered last 
week when Mrs. Sylvia Bandy, who 
lives at Baden Station, St. Louis 
county, reported to police how she 
had been victimized out of $3 by 
“a fixer.” She was driving in the 
northern part of St. Louis last week 
when another motorist drove along- 
side and waved her to stop, she 
said. 

He exhibited a small piece of 
rubber and hold her it had fallen 
from the master brake cylinder and 
that it would be dangerous for her 
to continue driving. Volunteering 
to make temporary repairs, he 
crawled under Mrs. Bandy’s auto- 
mobile, tinkered a few minutes and 
reappeared and said that the cylin- 
der was okay again. 

Mrs. Bandy gave the man $3, then 
drove to a filling station, had her 
automobile placed on a hoist for 
examination and was told by a 
mechanic that nothing was wrong 
with the cylinder and that the piece 


of rubber was no part of the 
mechanism. 





A TYPICAL REPORT: 





Grain structure determines the temper and fabricat- 
ing quality of brass and copper tubing and strip. 
< To assure you of a product that’s structurally correct 


for the purpose, H & H’s quality control laboratory 
has developed an accurate method of measuring 


grain size, according to ASTM standards. You can 
benefit from this and other H & H quality control 
research by consulting our representative nearest you. 
All who have, agree that, “H & H means quality, 
service and savings in brass and copper tubing.” 


+ COIL STRIP AND SEAMLESS TUBING 


tH & H TUBE AND MANUFACTURING COMPANY 
248 N. Forman Avenue * Detroit 17, Michigan * Vinewood 2-3600 


TUBULAR PARTS 
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Dealer Doings 


Articles of incorporation for Joe captain the men’s ball teams and 
Scudiere, Inc., have been filed by/ Patricia Memo and Lydia Vilar- 
Joseph Scudiere, Studebaker dealer | qibo, the girls’ nines. Harry Wat- 
in Detroit. kins is arranging the dinner. 

7S * * & 


Nash-Miami Outing ; 
Employes of Nash-Miami Motors Honig, Roh Add Deal 
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California, Los Angeles, and Nash 
Santa Monica, Santa Monica, 


* * * 


Employes Honored 

Greene- Haldeman (Chrysler- 
Plymouth), Los Angeles, celebrated 
|its 13th dealership year with a ban- 
quet. Honored at the dinner were 
Doris Huddleson, Vincent McMul- 
lin and Thurman Deen, newest 
members of the organization’s 10- 


ris-Sauer, Inc., was announced. 
The expansion will make Harris- 
Sauer one of the largest Ford 
dealerships in the nation. 
Robert Burns, former owner of 
the firm bearing his name, an- 
nounced the transaction, which, 
he said, will allow him to retire 
from business. Harris-Sauer will 
continue to operate both the 
Burns’ and its present plant and 
announced that no major person- 
nel changes are planned. Leon- 


Paris Creation 


will hold their second annual out- 
ing at Crandon Park, Miami, Burt 
Ginsberg, vice-president, reports. 
Robert Blumio, Richard Hayward 
and Mrs. Theo Northcutt are chair- 
men of the games committee. 
Charles Zarzour and Blumio will 


Spencer Honig and Charlie Roh 
have added a third outlet to their = 
Nash dealership string in Califor- 
nia. The new firm is Nash Glen- 
dale, in Glendale. The firm was 
formerly owned by Peter DePaolo. 
The other two deals are Nash 


year club. 


Burns Sells Ford Dealership 


To Harris-Sauer in Erie, Pa. 
Sale of the Robert Y. Burns 





et ‘ 
The New LIFT ary; Dump Truck Sales 


GALION FULCRUMATICS 


CELLO GRILLE GUARD 
WITH WINGRAILS 


CELLO DUAL RAIL 
TRUCK GUARD 
CUSTOM CUTOUTS 
FOR 91 
LATE MODELS 






CELLO SINGLE 
TRUCK GUARD 





















QUALITY DESIGNED and 
MADE UNDER ONE ROOF 


STOCK -DISPLAY-SELL CELLO 


Selling Cello Grille and Trunk Guards 
is the sure and easy way to add extra profits 
to your till . . . and more protection and 
safety to your customers’ cars and trucks. 
Cello guards are specifically engineered to 
save car owners many dollars in costly re- 
pairs. This makes the Cello line easier to sell 


and brings in handsome profits. 


For complete information on the Cello 
line of guards and license frames write to the 
Cello factory today for FREE catalog pages 


' Ford firm in Erie, Pa., to Har- 











c 





- 


| 
. . | 
and price lists. 


ard C. Sauer is president of the 
firm, 
+ * * 


| Aberdeen Veteran Retires 


Ransom Minkler, veteran Aber- 
deen (Wash.) 
has retired from business. He sol 
| his Sunset Co. (Hudson) to Herbert 
Matson and Mildred Bower. Mink- 


ler has been in business 30 vears. 
+ * * 


Harper Holds Square Dance 


Ralph Harper, owner of Harper 
Motor Co., Clermont, Fla., celebrat- 
ed 15 years of service in South 
Lake county with a grand opening 
of his new building. Over 1,500 per- 
|sons attended the open house and 
|square dance that marked Harper's 


| anniversary. 
| * * 


| Steel Motor to Sell Willys 


In 4 Southern States 


| Steel Motor Co., 321 So. Main St., 
Memphis, has been appointed dis- 
tributor for Willys-Overland pro- 
ducts in parts of Tennessee, Ar- 
kansas, Mississippi and Alabama. 
Davis Motors, Inc., former distribu- 
tor, has been appointed a metro- 
politan dealer and has moved oper- 
ations to 963 Union St., Memphis, 
where it is also distributor for the 
French Renault. 

Greer-Willys Motors, Inc., at 
Union and Cleveland, Memphis, will 
continue as a metropolitan dealer, 
it was stated. Steel Motor Co. is 
headed by L. C. Steel, who has been 
in the automobile business for 20 
years and is a Willys-Overland dis- 
tributor in Mobile, Ala. 

* * 


* 





Swarts Robbed 


Floyd E. Swartz Motor Co., Sa- 
jlina, Kans., was robbed of $200 by 
a safecracker. The burglar used a 
blow torch belonging to the motor 
firm, and opened the safe, which 
jhe had moved to the center of the 
floor of the main office. A hole was | 
}cut just above the tumblers of the 
jlock. Police said the thief raised 
a window in the used-car lot office 


to gain entrance. | 
* * * 


| 





Owens Elected in Ohio 


T. K. Owens, an automobile 
dealer in Jackson, has been 








automobile dealer, Ready for Road— 


The wheels of the Reyonnah, which was 
shown at the Paris auto show, can be "folded" 
closer to the body to ease parking problems. 








In Parking Position— 


Here's how the Reyonnah looks with the 
wheels pulled in. 


tell, vice-president; Gerritt Baker, 
secretary, and Victor Beckman, 


treasurer, 
* + 


Silver Year 
Fulmer Marks Milestone 


In Milton, Pa. 


Alvin M. Fulmer, Milton, Pa., ob- 
served his 25th anniversary as a 
Chevrolet dealer this month. 


Now the senior partner of Ful- 
mer Motor Co., he started in the 
automobile business in 1922 in New 
Columbia and has been in Milton 
since 1925. He is assisted by two 
sons, Donald L. and Paul C, Ful- 
mer, both junior partners. The lat- 
ter is now serving as a captain 
with the Pennsylvania National 
Guard at Camp Atterbury, Ind. 


A former borough council mem- 
ber in Milton, the elder Fulmer is | 


now a memb f the Civic Im- 
elected a member of the Ohio | provement han, PAA, NADA, 
| house of representatives from /4AA, the Masonic Lodge and Wil- 
Jackson county, | . liamsport Consistory. 
Olson Travels H M J C. R . 
George Olson, general manager avey Motor Co. Receives 


|of Ernest Ingold Chevrolet Co., San 
Francisco, has just completed a 
| trip to New York city, accompa- 
nied by his wife and son, George jr. 
} * 7 . 





| Schoen Looted Again 


| Schoen Bros., 68 Genesee St., 
Rochester, N. Y., an auto firm, is 
the victim of its second safe burg- 
lary in recent months. Police re- 
ported that a safe, a new one, was 
battered open. During September 
thieves got away with $1,500 from 
the same firm. 

* . 


Chicago Oldsmobile Dealers 


Elect Evans President 


Max Evans has been elected 

president of the Chicago area 

| Oldsmobile Dealers Assn, Other 

new officers are George Kallal, 

vice-president; Larry Faul, secre- 

tary, and Art Malkin, treasurer. 
* * * 





| Finance-Budget Group 


|\Of Ohio Assn. Named 
Ralph J. Rodgers, recently-elected 
president of the Ohio Automobile 


| Dealers Assn., has named the fol- 


Custom styled for 1950 cars and trucks. Similar guards for 1946- 
49 models. Gleaming beauty. Guaranteed Super-Chrome finish. In- 
stalled in 5 to 8 minutes. Order from your nearest jobber or direct 
from factory. Specify car or truck make and year when ordering. 
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lowing committee on finance and 
budget for 1951: John T. McGlack- 
in, Mt. Vernon, chairman; Walter 
Grumblatt, Marion; L, F. Donnell, 
Youngstown; E. T. Keller, Toledo, 


and Lou Wilsch, Columbus. 
* * = 


Goldsmith Named to Head 
Chicago Pontiac Dealers 


Officers of Pontiac Dealers, 
Inc., in the Chicago area for the 
term ending next June have been 
elected as follows: Gardner Gold- 
smith, president; Joseph L, Bar- 


2 Orders for 760 Cars 


Two orders totaling 760 Plym- 
ouths have been received by Havey 
Motor Co., Cudahy, Wis. The fir~ 
will sell 380 cars to Boynte~ Cab 
Co, and 380 to Checker Cab Co. De- 
liveries are to extend over two 
years. 

The total price for the two fleets 
amounts to more than $1,000,000, 


according to Mark Havey, presi- 
dent of the firm. 
* * ie 
Youngest Dealer? 
R. W. McCulloch Co. (Stude- 


baker), San Francisco, has sold _ | 
its mission district dealership to 
Davis & Rogers Co. McCulloch 
will become a Studebaker outlet 

in Redwood City, Calif. 

Rogers has been in the auto 
business for 30 years, while Da- 
vis, 24, claims te be the youngest 
Studebaker dealer in any metro- 


| politan area. 


* * * 


Lemay Bankrupt 
| Lemay Motor Sales, Ville Marie, 
Que., has made an assignment in 
bankruptcy. Rex H. Smith of 
Rouyn, Que., has been appointed 
custodian of the estate. 
+ ” + 


Thoner Chevrolet Opens 


E. Thoner, manager of the Mish- 
awaka (Ind.) branch of the L, O. 
Chevrolet dealership at South Bend 
for nearly eight years, has opened 
his own dealership, the E. Thoner 
& Sons Chevrolet, Inc., in Culver, 
Ind. Associated with him will be 
his sons, Robert E., who at present 
is with the U. S. Army in Korea, 
jand William H. Thoner. 
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mm the Financial Front... 
Defense Expansions 
"| Threaten Dividends 


during the| 


Management Assn. 
To View Problems 


Of Mobilization 


NEW YORK. 





Production prob- 
lems arising out of the mobiliza- 
tion of the economy will be ana- 
\lyzed at a national production con- 






By George Deery tax adjustments made 


Associate Editor third quarter for the entire year! _ oceee to be sponsored by a 
. Pp , mn a iudiejiaue caused net income in this quarter «| American Management Assn. Dec 
| peowggpctags bse eee ($7,936,185) to be lower than that 11-12 at the Hotel Drake in Chi- 


Allg of the preceding quarter ($9,237,- 
















































| common shares might keep in | 968) cago. . 
mind that one situation regarded |“°°’ Among the topics to be discussed 
as highly favorable in the first half will be obtaining defense orders, 
of the year has done an aboutface . : recruiting and developing supervi- 

ig since the Korean conflict. Auto — ks ae = ‘|sion in a tight labor market, wage 
‘ Many companies, which _be- Nov. 20 Nov. I: = levels as a factor in increased pro- 
= lieved that they had finished their Chrysler Less 69% 727%, | Bank on Wheels Introduced duction, production and quality 
ems. expansion programs and could Crosley ........ 3 3 | First mobile bank in Canada, a 28-foot trailer, has been placed into operation by the control. and security against sab- 
apply the money previously used General Motors 47% 52% | Canadian Bank of Commerce, Toronto. tt is being used to open temporary banking facilities otage. , : be 
from earnings for expansion to Hudson otersce | 15 at county fairs, and will be used at mining camps and for emergencies Speakers will include H. B. Me- 
reserves and dividends, now find Kaiser-Frazer . 6 6% Co sists administrator for in- 
y j Nash-Kelvinator .. 18 18% | ’ . Dad , m —— i a — oy, assistant administrator n 
that defense growth projects are as ‘i 3 Clark Pays Extra 15, to stockholders of record Nov.| qustry, National Production Au- 
poo a hungry eye on corpor- ered hetene ror an 3144 | Clark Equipment Co. has declared 29. thority; Robert C. Goodwin, exec- 
ae ‘ Tuck 05 05 |a regular quarterly dividend of 75 Pe eT EAS STR RIES |utive director, Defense Manpower 
This "ae ae ee ab in the Willys-Overiand. 814 gt, | cents a share on the common stock, ee soheak a can aia . neha, | Commission, U. S. Department of 
dreamed of completion of postwar | hts * | and ‘xtra year-end dividend of pcinot of. ae the men whe | Labor; and Comdr. Philip F. Ash- 
‘ : . het ent . Average for and an extra ye € method of reaching the men who want /|*“ a 5 : . p . 
caiy af poune competion ellen The dividends are payable Dec. see the back pages of this issue Munitions Board. 
Ss Ss é 5 A | _ 
heavy outlays may find their plans 
for dividends and ploughing back 
earnings changed. 
* * + 
N MOST instances, so far, the 
current boost in plant area and 
machines is following the same pat- 
tern as that after V-J day. The 
main reasons given for the use of 
earnings are to avoid the cost stock 
financing of indebtedness. 
There have been several in- 
the creased dividend payments this 
year, even though taxes have 
rr been raised and are due for a 
n, further hike. 
The fact that many expansion 
plans will carry over into 1951 
makes a thorough study of the 
planning of individual companies 2 
an important matter. 
> ‘ oe . 
» | Profit Gains \CAN t SA 
a 7. 
At Hastings 
ul- Hastings Mfg. Co. has announced ) 
he net earnings of $691,223 after taxes 
ow in the nine months ended Sept. 30, a 
on compared with $634,186 in the cor- 
vO responding 1949 period. 
al- Latest nine-month earnings were 
it- equal to 65's cents a share, against ss 
in 60 cents a share in the like period Ss 
al last year. 
, 5 _— te 
n- | Associates Investment ’ ; = 
». | Gets $20 Million Loan T= 
A, Associates Investment Co., of i / 
il- South Bend, has completed nego- ~\ N 
tiations with an insurance company \ —Y x N 
for a five year, single payment, 2% ie 
percent, $20,000,000 term loan, E. Y / 
M. Morris, chairman of the board, WAY 'Z 
has announced. ™s SY 4 — 
ni The agreement permits the com- et 
ey pany to prepay the loan in whole SUBSCRIBE TODAY 
on or in part at any time, and with- TO THE FOLLOWING: 6 , 
“ out premium after the second year. : 
a — — — oe _ - a 1. Executive Binder for DEALER. A. 
: outstanding short-term ban ans. . 
vo . —_— 2. Tax Control Binder for ‘ 
= ACCOUNTANT. 
- I * 
“| B-W Profits Rise 3. DEALER TAX BULLETINS—24 Issues. 
ae ryy _ 
| To $23,715,259 | * Mean tm Gokede_12 ew 
Net sales of $243,713,151 for the : _ 
: : . 12 Months. 
first nine months, compared with 
; $212,397,930 for the same period in 6. Complete Instructions for U. S. 
i 1949, were reported last week by Tax Returns. 
i Borg-Warner. 
, Net earnings were $23,715,259. IN ADDITION YOU WILL RECEIVE THE FOLLOWING IMPORTANT cealle: 
t Net profits for the first nine months 1.N i L 
of 1949 amounted to $15,132,483, . New Income Tax Law. _ 9. Social Security Law. E oO TOOAY 
; Net income in the third quarter 2. beg i oe i eget - = te oe 
F before taxes exceeded net income or Automobile Vegiers. - Fiow uc urpius an a a 
t in the second quarter before taxes 3. Estate and Gift Taxes for Keep? f= a ms oe ae = * 
oy _More en Wee. However, Automobile Dealers. 12. Wage and Hour Rules. > - 
: Ten’ , 4. Automobile Dealer Building 13. Must a Dealer Pay Divi- . MY CHECK FOR $75.00 IS ENCLOSE 
GM l nit to Ereci Problems. dends? Enter My Order for al s Subscription 
. x 5. Debunking Tax Evasion and 14. Inventory Valuation. # to the & 
. . 
. Ontario Found: y Famous Tax Fraud Cases. 15. Dealer Incentive and Profit STOKES TAX CONTROLS a 
of OTTAWA.—Purchase of 130 acres 6. Tax on Unreasonable Accum- Sharing Plans. % 
d aeuin aebeaat ae oe ulations. 16. Should You Dissolve? If So, zg & 
nae Ekeeies Ean. & Gasca ae 7. How Much Salary and Bonus When? ; en ie 
tors subsidiary, was announced last Can a Dealer Take? 17. Proprietorship or Partner- # Washington 6, D. C. : 
week, Transport Minister Lionel} 8, When the Tax Examiner ship vs. Corporation For 
ne ‘hevrier said the firm will build| Comes to See You. Dealers. SEND EVERYTHING TO: g 
J. malleable iron foundry and power 
id plant on the tract. Nama ot CAMBMNN. ccc ccdisasaks oa4cneds savas é 
d McKinnon already has _ been 97, USED CAR RESERVE DISALLOWED, 3 
or anted permission to build facili- 98, WIDOW’S PENSION RULE i ee SR eerie reese 
r, es for receiving shipments of sand CHANGED. MER Leena a 
. ’ 2 
e al, coke, pig iron and other sup- 99. ENDOWMENT POLICIES, a City, Bene ne GO. 66655 c a6 die cle toete 
nt ies. In addition, Canadian Na- Copyright 1950 © Rational Fax ngeceren institute ] 
it, onal Railways plans to build a Stokes Tax Controls, 1101 Connecticut Ave., N.W., Washington, D.C. & a we we aay Ae ae ae oe od cg 


our line to the plant. 











AUTOMOTIVE NEWS, NOVEMBER 27, 1950 


New Passenger Car Registrations, 24 States for October, 1950-1949 


| 
Car registrations by states are | 


released here weekly, as com- | 
pleted by R. L. Polk representa- | 
tives in state capitals. 





CHRYSLER 
TOTAL 


Chevrolet 
Oldsmobile 


Miscellaneous 


Studebaker 

























































































9 States Previous! ‘50 2357, 1578; 4222; 9201; 17358; 13722; 340; 3348, 17410; 5791; 1567, 14397; 3841; 4733, 30329 30, 1461; 460, 1951 7; 21; 60, 750) 1786; 1016} 2410; 334) INI! 7354 
Reported for October ‘49, 2078, 1502 4255) 7147), 14982 10292| 460) 2684) 13436) _4939| 1067 14126| 3280; 4232; 2764484) 453) | 537) 24} 85) 77} 1292) 1601) 1225) 2928) 355) 32) OA be 
Colorado aa 50 ~=—«*180 71, 248, 484 983 #947 #«2+28 236 + #«I2i', 408 95 1143 218 268 2132 4 45 30 79 18 56 «160 83 ©1106 22 | 485) 
49 «(38 95, 228, 466 927 _—~638 4\ 219, «898,280 49 -797,_—«197_~—_—215 |538 Vi Woe ss it; 252) (138 —80,_—*126 2,402 

District of Columbia ‘502 sS I 75 339, 821 1386 640 399~—C«WLWL 789 282,—Ss«1 05 910 292 326 1915 3 39 10 52 4 3 38 58 5! % 18 12, 4425 
‘49 56 37,127, 324, 544, 3.64 17,104 ~—485)— 142; 50530, 1584s, 021 os 12 2,9 3 43 31 oS 6) 225% 

Georgia ~ ‘50 173,—«128,-—«404)—«978, «1683, 1787, 54, 441, 2282, 714, 140, 2337, 410. 550, 4151 2 110 «(10822018 49, 109 «93, «él 28, 10,8812 
49/170, 110) 582) 701, 1563) ‘1610 60 420 2090 ~=5i2, 136 = 1844, 364 466 33223 z oe 2; 1 77\ «(122 94,240 ~—_—:32 5759: 

Idaho "50 70, 46, 137, 253 506 433. «14”~C«*WLC 568 =: 82 rT 548 103 162 1036 1 63 33 7 ! i 4! 85 24~«W149 22 2533 
49 73 BI; 239, 275668 493 2} 126 640, 25882 750-153-236 1449 13} 23] %) 2) 10s 96| 43) 185) 33 322 

Indiana _ 50 495, 421, 946, 2066, 3928, 3557 74 624 4255 1290, 271 £4117 876 1144 7698 4 285 221 #510 1 20 165 597 240 457 61 5 17937 
49 540} 423, 1160) 1956, 4079, 3249 113. 626 39881244) 2363935 892_—1102,— 7409 22,167, _189 i 125 415) — 538) 358163! a9 4 1873 

Maryland ‘50 274 «24167, 408 1290 2139 16% 41, 264 2001. 524 #24119 +1962 335 544 3484 1 7 93.191 5 4 52 194 #2+'119~ 271 rT] 8 8517 
49| 191) 162] 386} 834) 1573) 1223) 39) 248, 1510, 497;_— 761620) 432414 3039) S952) CC* 2) 55) 8} 8 6865 

Michigan - "50 847 632, 1692, 3798 6969, 9061, 165 1542 10768 2628 843 10272 2415 2915 19073 6 864 595 1465 4 14 268 806 468 485 8! 18 40419 
49666) 655, 1492, «3018| = 583) 68497}, —*1218 = 82382156) 36070471504 2127 319442158 200. 3 3 89756370810, 50 102988: 

Montana | "50 59 47 «#173212 41 «428~—é«‘<C““ tC 538193 38 528 «110 = 155 1024 2 53 23 78 2 34 60 28 ~=—«102 18 2375 
aa ewe, 40) 105; __—142 a gieee) 7} ST) N34} 28 Hh 703 2 12) ecaiasl Se ee) ee <) | ) 
North Carolina "50 226 215 565 1328 2334 2446 48 644 «093138 «6880S ss169)s2719 ss 56475 5047 4 219 167 390 10 i 68 207. #2+127 349 57 12! 11772 
a 49147) 202) 575) 9231847) «1868 69; 456: 2393) 652! 971954" 413520 3636 552 Je 5 | 14) 126; 140) 142344} SI I} 875¢ 
North Dakota "50 906 48——i«i123s«s3284 646 631. 2i«9téHWTD?! 727. ——s«189 30 730 «12602=— 135 1210 | 42 34 77 5 17 63 47 7 18 2886 
49: 101} 55) 32}_ 328} Nb) 535) 24S) 674) 178) 23) 87's 103) 4 7 SS 58 who! St et) i) 2vie 

Oklahoma ‘50 124 +120 30) 654 41199 # 1563 33.«313-—S—O«1909')'s«s«4 Ss«*d29)=S—*=—é«<i S82 3295 2 66 15 83 3 33.—s«W I 54 206 30 6963 
49157119 377! 57131022} 45404 S71) 365771655259 8802716 26 32 4; 763137 98! 253 18 i 6220 

South Carolina ‘50, 104 90 273 508 975 «:1064.—~S—tCi‘«<S2tTSti«é TT 1367, 314 85 1295 270 273 2237 \ 46 42 89 14 7 9 «110 37115 16 2 «4988 
i 4991'S) 328; += 550, 10541120 27' (239, ——*1386| 317 82| 1170 256| 251' 2076 3 14 J i 6 8 110 69, 160 20 i, 498 
South Dakota 50 77 37,141,318 573 sol, ott, 139 651,183 38 600 +133~=«TTI 1065 3 46 23 72 1 3 24 79 47 94 12 2621 
; 49: 79|_~—38}_—157)_—-205|_—479|_——389] 117 497| 133) 21 446 8 =: 108 794 7 32 39 | 4 58 s9i 55) 92} SiS; 

Utah "50 63 51; 103, 225 442 376 7 479-232 36 459, «107,~—«163 997 | 54 32 87 2 40 72 39 72 12 4 2266 
a 49/58} St]_—st7)_—165} 391} 309) S18 90 4\7| 144) 27,513 97/135 916 3 14 ai 2 5 l 55 65} 40) —125)} S| 208 
Washington ‘50 257, 220, 403, #770 (1650 + (1271 23. 265, +1559, 631, 118 1718 440, 439 3346 9 154 109 272 29°15 64 ~—«252 97.314 40 65 7703 
ES __'49' 146! 185] 417|_—720, 1468) 1582 341 2261 +«1842'«Ss«597 70' 1440! 369! 409 2885 10 35 45 i 93; 167 121! 332 23 9) 703¢ 
24 States Reported "50 5548, 3946| 10478) 23290, 43262) 40123) 933) 8596, 49652 14852, 3824) 45752! 10563, 13048 88039 74, 3644, 1995 5713 rT 67, 179 1738) 4789, 2570, 5483 810 248 20261! 
to Date for October ‘49| 4728) 3840) 10677] 18411| 37656) 31836] 1177! 7369) 40382) 12548) 2446! 38970! 8677/ 10958 —73599'_—224!_—*1153! 1377/ 80 98! 215) 3190) 4216 2942) 7754! 795 79| 172383 
Year "50 108433| 81429| 222951 |387943| 800756| 937966 26852 251464|1216282/419995, 76632 1125803 291921 |349318 2263669 11274) 69230! 1995 82499' 1334) 4600) 5610 115642/142508 54900 228506 28239 7679 4952224 
_to Date "49° 99469| 78582! 202767| 398022! 778840 600837! 30002! 136144! 766983! 296758! 63394' 801866! 207629/247511' 1617158\ 14479! 4969! | 64170! 4785! 2364! 8588! 113789! 106183| 79251 151321| 23167 4080 372067: 


Truck registrations by states are 








28 States for October, 1950-1949 


Truck registrations by states are 


released here weekly, as com- 























































































































7° 
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H 2 . 3 8 
released here weekly, as com- = © z 2 } e 
pleted by R. L. Polk representa- 5 3 $ 2 3 , = ~ pleted by R. L. Polk representa- 
tives in state capitals. E 5 z = s = 8 x tives in state capitals. 
2 3 = 2 | 
6 zi: & | & .inie | 
13 States eye eed ‘50 4\) 47| 6416) 7| 134 45 1767) 20| 5200 4; 1352) 1417) 10 142) 14 50! 4 563; 238 397) 27; 17895 ‘50 13 States Previously 
Reported for October 49 9| 32} 6266) 8} _~—«493|_—— 73, 2093) _~—st7|_«4139} ~—=—s2|_:1382)_‘*1877) ~—st}_—stet}, =~ 30), —S7| | 926} 136) = 407) ~— 38) :17745: 49 Reported for October 
Colorado ‘50 | 495 '| 5) 5 96) 341 ! 109 54 if 3 44 3 33 1201 ‘50 Colorado 
ie 7 ‘a aries. 438) | 5 106) | : : 106 . 60 | - 2 7 6) : 2 a 1065 | '49_ ; ee 
Connecticut ‘50 10 6 302 13) ii i 10 223 59 77 19 15 26 22 28 | 933 ‘50 Connecticut 
Se ee 4{ 29} alt Ph ee, et 182 5 37 a Ri 2 6 47. _ 8 7 | _778|'49 a sea ka 
District of Columbia ‘50 3 129 3 10 34 89 36 34 a 3 6 3 12 366 ‘50 District of Columbia 
an i ‘oo | ml is) i} st lt St : 
Georgia ‘50 | 985 | 221 ' 735 201 88 16 a 68 18 33 2372 ‘50 Georgia 
a 49 | 622] | 3} _ _—$}_—222}_—s2|_— a2! | 10 ss} | tS 10413} 40,2) 2461/49 
Idaho ‘50 236) | 9 56 ! 188 84 57 3 5 2 | 47 4! | 732 ‘50 Idaho 
iy nl _ ‘49 _|_ 3 Lae 11g! ___234 166,124) sb 2) 3) | 8s) at 3, _1147|'49 eae 
Kansas ‘50 | 842 9 136 ! 619 139 124 2 3 5 84 4 5! 2019 ‘50 Kansa 
Lae 49 oe oj 452) | ——«'120|_~—«2% } 4] 3 4} _!{ 7312] _38!__2!_—1836)'9 
Maine ‘50 1) 2) 163 4! 2 133 61! 34 2 I 27 4 19 490 ‘50 Maine 
. ee | ee foi hk a = |] Ut] EC 2' 2 | _336)'49 
Maryland ‘50 2! 5; 408 | 2| 3 144 8 394 8! 78 5 | 6 ! 18 14 25 3 1199) '50 Maryland 
im = 49 3] 7] 292} 4 7| 153 3/218 109104 13) 7, HI) 2970149 i 
Michigan ‘50 7 | 1723 12 28; 539 2' +1472 285 159 17 38 8S 18 5! | 4438 ‘50 Michigan 
— ae ae) | 1297) 7 25| 417 4| 88! 276 195 17 2 12 = J 20 4'  3285|'49 _ a 
Montana ‘50, | 334! 5 1) 71 | 202 69 95 2 3 2 2 40 2 53 | 882 ‘50 Montana 
ve 2 49) |_| 5} 3} —55) i _—t02 5647 2 a ce 492\'49 - = 
Rhode Island *50 7 91 4 3) 50 a 19 +25 9 1 é 4 7 2 32450 Rhode Island 
. ee | 56! ii | 7! 44 | 42 10 26) 6 a vi lg 3 saa 223|"49, Go 
South Carolina ‘50 413 | | | 112 255 62 29 17 | ! 21 9 7 929 ‘50 South Carolina 
. bells ‘49° 4 | 373] | 5i_——3}_—138} S| 9968 ei 45 a. 1023/49 
wan waters = | 204 | ai 6) Ot) S« | 7 ~02)—oS 630) "50 South Dakota 
: . a | 22] st} Sst 7m tas 42\ 107 2 4; | 3 67649 ; 
Vermont ‘50 1} 83) | I 2 34 59! 33 29 2 2 6 2 7 261 |'50 Vermont 
i a : ae 1|__59) 14 42; | SI 23) 36 ee io) | | 2 235''49 ; 
Washington ‘50 2 365 2 5| 4 137 335 124 140 10) 18 a 43 29 30 5 1253|'50 Washingtor 
co ook oe To 8 We 281 | | 5 5] 143] 24, | 143) 6 5 3) _ 3 | §7 9| 30! ~—3)_—*1050''49 Sa _ 
28 States Reported ‘50 73) 62! 13189 13 205 113) 3617 49 10517 5 2748 2517 26 272 22 136 6 1112 372 829 41 35924 ''50 28 States Reported 
to Date for October 49’ 34! 44 11703)_—4) 159) 145) 3942, 33/7943) = 3) 2729! «3328 =~ 16) 257, 4!) ~—st |) (1672) —223|_—« 820) 56) 3279/49 _to Date for October 
Year ‘50-1596! 1661/332067/ 346" 4458) 3147! 72926) 1075/249227' 230, 74836) 83714, 483| 7098 1223. 2771 267 37707’ 8792| 18713) 1372, 903709'‘50 Year 
_to Date i a= J 4" 1283 11741273251 | 737) 4206 290! 91845! 971 | 146293 _ 278 64556! 7318! 315| 5074 _ 390 3208! 178! 44283! 6373! 27564! 2302! 750363! '49 __ite Date 
The following advertised-delivered prices | PLYMOUTH Deluxe P19 2-dr. sed 
a See re, al wees at Se e e $1,507; Suburban, $1,855 (Special, $1 
le y include eral excise | 960.75); bus. cpe., $1,385.75. Deluxe P20 
taxes and factory handling charges, and ( Tt p N A T b | 4-dr. sed. 1,566; club cpe. 1,534.25 
dealer delivery and handling charges. urren rices on ew u omo i es Special betes P20—4-dr ~" $1.644 
They do NOT include transportation club cpe., $1,617.50; conv., $1,997; stat 
charges, state or local sales taxes or | 153.75; 8-pass. 4-dr. sed., $2,875: club epe., | sed.. $1,497.50; bus. cpe., $1.419. Custom LINCOLN 4-dr. sed., $2,572.50; club | wag., $2,387. 
optional equipment. $2,133.75; stat. wag., $3,183.75. Windsor | Deluxe Six—4-dr, sed., $1,558; 2-dr. sed., | cpe., $2,525.50; Lido, $2,720. Cosmopolitan! poNTIAC—Chieftain Six—4-dr. sed., $1. 
AUSTIN—A40—4-dr. sed. (Devon), $1,- | —4-dr._ sed., $2,348.50; 8-pass. 4-dr. sed., | $1,511; club cpe., $1,511: stat. wag., $2.- 4-dr. sed., $3,236; club cpe., $3,183.50; |745 (deluxe, $1,840); 2-dr. sed., $1,694 
539; stat. wag. (Countryman), $1.649. | $3,069.75; club cpe., $2,327.50; conv., $2,- | 027.50, Custom Deluxe Eight—4-dr. sed.,|conv., $3,946; Capri, $3,404.50. (Hydra- | (deluxe, $1,789); club cpe., $1,694 (deluxe, 
A90—Atlantic conv., manual top, $2,460|761;_ Newport, $2,656.50; Traveler, $2,- | $1,637; 2-dr. sed., $1,589.50; club cpe., | Matic optional on all models at $174.25.) $1,789): conv. deluxe, $2,122; Catalina de 
(hydraulic top, $2,634); sports sed., $2,865, | 579.75; lim., $3,196. Saratoga—4-dr. sed., | $1,595; conv., $1,948; Crestliner, $1,710.50; MERCURY — 4-dr. sed., $2,061; Model |luxe, $2,000 (super deluxe, $2,058); stat 
(Delivered in New York.) $2,667.25; club cpe., $2,641. New Yorker | stat. wag.. $2,106.50. 72-B club cpe., $2,008 (Model 72-A, $1,-|Wwag., $2,264 (deluxe, $2,343); bus. cpe.. 
BUICK—Special Series 40—4-dr. tour- pm ge Re. club ate. 82,756.75; | FORD OF BRITAIN—4-dr. sed. (Prefect, | 894); conv., $2,446; Monterey, $2,176; stat. | $1,571. Chieftain Eight—4-dr. sed., $1,813 
back sed., $1,941 (deluxe, $1,983); 4-dr. | & ae ees ouee, 5 157.75. Town | cioth), $1,122; 2-dr. sed, (Anglia), $1,004. | wag., $2,589. |(Mere-O-Matie optional on | (deluxe, $1,908); 2-dr. sed., $1,763 (de 
jetback sed., $1,909 (deluxe, $1,952); sed. $2 ona” 7 er $4,027.75; stat. wag.. | (Delivered in New York.) all models at $168.50.) luxe, $1,858); club cpe., $1,763 (deluxe, 
che... $1,856 (deluxe, $1,899); bus. cpe.. | Patuxe, $3.20F) Crown Torpeniay 9400 | | FRAZER—4-dr. sed., $2,359: Vagabond, | NASH—Rambler Custom—conv., $1,837; | $1,858); conv. deluxe, $2,190; Catalina de- 
$1,803. Super Series 5¢—4-dr. tourback by $5 278.75: li “te i? -_4-dr. $2,399. Manhattan — conv., $3,075; Vir-| stat. wag., $1,837. Statesman Super—4-dr. | luxe, $2,069 (super deluxe, $2,127); stat 
sed., $2,139; 4-dr, Riviera sed., $2,212; - ‘i os oe -.1 3. ae (Presto- ginian, $3,075. (Hydra-Matic optional on |sed., $1,815; 2-dr. sed., $1,790; club cpe., | wag., $2,332 (deluxe, $2,411); bus, cpe., 
aoe, _008., 98.063; conv... 82.476; Riviera, | Mane Cpeene! oe at $120.90, stand-| Frazer models at $158.61, standard on|$1,812; bus. cpe., $1,710. Statesman Cus-| $1,640. Streamliner Six—4-dr. sed., $1,724 
$2,139; stat. wag., $2,844. Roadmaster | 4rd on other series.) Manhattan models. ) tom—4-dr. sed., $1,974; 2-dr. sed., $1,-| (deluxe, $1,819); sed. cpe., $1,673 (deluxe 
Series 70—4-dr. tourback sed., $2,633; 4-dr. CROSLEY—bus. cpe., $915.50; stat. wag., HENRY J—Four—2-dr. sed., $1,299. Six | 949; club cpe., $1,971. Ambassador Super | $1,768.) Streamliner Eight — 4-dr. sed 
Riviera sed., $2,764; sed. cpe., $2,528: | $972.50; Hotshot roadster, $924. Super— | Deluxe—2-dr. sed., $1,429. —4-dr. sed., $2,162: 2-dr. sed., $2,137; | $1,792 (deluxe, $1,887); sed. cpe., $1,742 
conv., _ $2,981; Riviera, $2,633 (deluxe, |2-dr. sed., $1,003; stat. wag., $1,046; HILLMAN MINX — 4-dr. sed., $1,495;/club cpe., $2,158. Ambassador Custom— | (deluxe, $1,837). (Hydra-Matic optional on 
$2,854); stat. wag., $3,433. (Dynafiow/conv., $1,005.50; Super Sports roadster, |conv., $1,745; stat. wag., $1,797. (Deliv-|4-dr. sed., $2,321; 2-dr. sed., $2,296; club|all models at $158.50.) 
os on Roadmaster, optional on Spe- | $999. _ ered in New York.) epe., $2,317. (Hydra-Matic optional on RENAULT — 4-dr. sed., $1,035. (Deliv- 
clal and Super models at $169.20.) DeSOTO—Deluxe—4-dr. sed., $2,008.75; | HUDSON—Pacemaker Custom—4-dr. sed.,|Ambassador and Statesman models at/ered in New York.) — Ac 
CADILLAC—Series 61—4-dr. sed., $2,-|8-pass, 4-dr. sed., $2,698.75; club cpe., | $2,088.50; 2-dr. sed., $2,046.50; club cpe., | $158.50.) . = 
866; club cpe., $2,761. Series 62—4-dr. sed., | $1,998.75; Carry-All, $2,213. Custom—4-dr. | $2,088.50; bus. cpe., $1,912.50. Super Six—-| OLDSMOBILE — Series 88 — 4-dr. sed.,|__STUDEBAKER—Champion Custom—4-dr 
$3,234; club cpe., $3,150; conv., $3,654; |sed., $2,196.25; 8-pass. 4-dr. sed., $2,-|4-dr. sed., $2,227.50; 2-dr, sed., $2,180;|$1.978 (deluxe, $2,056); 2-dr. sed., $1,920 |S€d-, $1,571.50; 2-dr. sed., $1,539.75; club 
Coupe DeVille, $3,523. Series 60 Special— | 885.25; club cpe., $2,178.25; conv., $2,-| club cpe., $2,227.50. Commodore Six—4-dr. | (deluxe, $1,998); sed. cpe., $1,904 (deluxe, |°P@., $1.566; bus. cpe., $1,471.25. Cham- 
4-dr, sed., $3,797. Series 75—4-dr. 7-pass. | 600.50; Sportsman, $2,511.25; stat, ‘wag..|sed., $2,415.50; club cpe., $2,391.25. Hor-| $1,982): club cpe., $1,878 (deluxe, $1,956); | Plon Deluxe — 4-dr. sed., $1,649.50; 2-dr 
sed., $4,770; 4-dr. 7-pass, Imperial sed., | $3,115.25 (all-steel, $2,739.25); Suburban, | net Six—4-dr.' sed., $2,501.50; club cpe.,|conv., $2,294; Holiday, $2,162 (deluxe, $2,-|S€d., $1,617.75; club cpe., | $1,644; bus 
$4,959. (Hydra-Matic standard on Series | $3,201.25. (Tip-Toe Hydraulic Shift stand- | $2,477.25. Commodore Eight — 4-dr, sed., | 267); stat. wag., $2.520 (deluxe, $2,662). |CP@-, $1,549.25. Champion Regal — 4-dr 
62 and 60 Special, optional on Series 61|ard on Custom, optional on Deluxe at|$2.501.50; club cpe., $2,477.25. (Hydra-|Serles 98—-4-dr. sed., $2,299 (deluxe, $2,-|S5€4., $1,728.50; 2-dr. sed. $1,697; club 
ay at $174.25.) ; $120.90.) Matic optional on Commodore and Hornet | 393); 4-dr. town sed., $2,267 (deluxe, | CPe., $1.723.25; bus, cpe., $1,628.50; conv., 
VROLET — Styleline Special — 4-dr.| _DODGE—Wayfarer—2-dr. sed., $1,755; | models at $158.50, Super-Matie optional on | $2,361); sed. cpe., $2,225 (deluxe, $2,319): | $2,033.75. Commander Regal—4-dr. sed., 
sed., $1,450; 2-dr. sed., $1,403; club cpe., |roadster, $1,744.50; bus. cpe., $1,628.75.|Pacemaker and Super Six models at|conv., $2,772; Holiday, $2,383 (deluxe, | $1-838.75; 2-dr. sed., $1,807.25; club cpe., 
$1,408; bus. cpe., $1,329. Styleline Deluxe | Meadowbrook—4-dr. sed., $1,865.75. Coro- | $199.31.) $2,641). (Hydra-Matic optional on all mod- | $1,833.50. Commander State — 4-dr. sed., 
—4-dr. sed., $1,529; 2-dr. sed., $1,482; |net—4-dr. sed., $1,944.75; 8-pass, 4-dr.| KAISER — Special — 4-dr. sed., $2,109; |els at $158.50.) $1,939; 2-dr. sed.,_ $1,907.25; club cpe.. 
club cpe., $1,498; conv., $1,847; Bel-Air, |sed., $2,634.25; club cpe., $1,931; conv.,|2-dr. sed., $2,059; club cpe., $2,039; 4-dr.| PACKARD—200—4-dr. sed., $2,355; 2-dr, | $1,933.50; conv., $2,244.25. Commander 
$1,741; stat. wag., $1,994. Fleetline Spe- | $2,346; Diplomat, $2,240.75; stat. wag.,| utility, $2,209; 2-dr. utility’ $2,159; bus. |sed., $2,305; bus. cpe., $2,195. 200 Deluxe Land Cruiser—4-dr. sed., $2,071. (Auto- 
cial—4-dr. sed., $1,450; sed. cpe., $1,403. | $2,882.50. (Gyro-Matic optional on Coronet |cpe., $1,899. |Deluxe—4-dr, sed., $2,219: | —4-dr, sed., $2,495; 2-dr. sed., $2,445. 300 | Matic optional on all models at $201.25.) 
pg gg sed., $1,529; sed. | models at $94.60.) 2-dg, sed., $2,169; club cpe., $2,189; 4-dr. |—4-dr. sed., $2,895. Patrician 400—4-dr. WILLYS-OVERLAND—Four — Jeep. $1. 
eos Loh = ( mee de optional on De- FORD—Deluxe Six—4-dr. sed., $1,471.50; | utility, $2,319; 2-ar. utility, $2,269; bus. |sed., $3,495. (Ultramatic standard on Pa- | 368.24; Jeepster, $1,492.78; stat. wag 
“OHRY. Zn $ 50.) 2-dr, sed., $1,424; bus. cpe., $1,332.50. | cpe., $2,059. (Hydra-Matic optional on all/|trician 400, optional on other models at | $1,703.59 (four-wheel-drive, $2,107.69). Six 
— Royal — 4-dr. sed., $2,-| Deluxe Eight — 4-dr. sed., $1,545; 2-dr. | models at $158.61.) $185.) --Jeepster, $1,597.70; stat. wag., $1,782.58. 
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impossible to provide, GM states. 
| 






The series includes three motion 
and 12 slide films. It covers all im- 
portant points involved in operating 
an automobile. Each film is an in- 
struction unit which provides spe- 
cific, thorough coverage of a single 


| Affecting Factories and Dealers .. . 
Auto Advertising 























By George Deery papers as ranging from 5 ped topic 
Associate Editor to 70 percent. The average was|f{ a : 
< New and used-car dealers in/nearly 42 percent. | on _ This or easy and effective 
° Pittsburgh felt the pinch of the| All nine dealers who said their | peg ly ee gg ge 
re ‘5-day mailing room strike, now! business had not been adversely | ae rere ad ae eee 
settled, that closed down the three] affected have d littl oli struction covered include driver 
7354 : : ees ave done little or no | ie ualifications, functioning and care 
b4 | bE dailies in that city, states a survey! advertising in the past. ; q Ss, 1 g care 
4 Se William . 9 7  ..3=/|0f the automobile, basic driving 
485 under the supervision of Wi Some of them wholesale their | a 
2 R. Parker, head of the research ; arr agg techniques and advanced driving 
ee 2 ; had used cars, and place emphasis on | GM Safety Fil skills. it adds. 
442! ind merchandising department of the new-car business, the agency’s Dealer Sponsors atety Fiilm— Bo 
225¢ Ketchum, MacLeod & Grove, ad study states Be ; W. L. Berkhof, superintendent of schools, Mt. Clemens, Mich., fourth from left, receives Tomlinson, an active advocate of 
e812 agency. ; ie se | a series of driver education films produced by General Motors and presented by W. E. | highway safety, loaned an Oldsmo- 
139: Dealers with °51 models were |Hudson’s Ad P 1 Tomlinson, of Tomlinson Oldsmobile Co., Mt. Clemens, fifth from left. The films will be| Pile, equipped with dual brake and 
on stymied because they could not $ AC arade | used in regular instruction in the Mt. Clemens high school. Others shown are, left to right, clutch, to the school for student 
97 adequately introduce the new Hudson is using 2,500 daily and | Vernon C. Johnson, high school instructor in driver education; Byron Pruessel, branch man-|inStruction about 18 months ago. 
873 lines, two firms stating that sales | 2,000 weekly papers for followup | ager, Automobile Club of Michigan; Harold £. Jones, school principal: Lawrence Oehmke, Recently he provided a replace- 
517 were “25 percent to 57 percent |ads on the introduction of its 1951 | commissioner of public safety, and Harvey Hammond. chief of police }ment car, similarly equipped. 
6865 | below expectations,” according to _ line, George R Today, 41 out of the 1,600 stu- 
0419 the survey. Browder, directo: aoe —. an the school are en- 
985. “Four of five who were ques-| of advertising and 9 e | rolled in a full semester driver 
2375 tioned said they now believe news- | merchandising, | s a ely Z AL) essage | education class, During the sum- 
160 papers to be more important than | said last week. | mer vacation season the car, with 
Leg ever,” it stated, There's also heavy | | a teacher assigned to it, is used 
_ Among the 21 used-car dealers | use of television | . in adult driver education classes. 
ate surveyed, there was a mixed re- || spots, plus radio rea eaters In addition to ey _ i 
6963 action, with 12 declaring that busi- to cover commun- sie alii - as 7 , principal cities, GM has made the 
6220 ness waas down. Nine estimated ities where the| MT. CLEMENS, Mich. Typical | Showings in addition to the activi-/film available to all state educa- 
4988 the drop traced to lack of daily} | newest air me-| °f dealer participation in the spread | ties of dealers. ; tion departments, where it can be 
498 - — = | dium is not avail-| Of the safety message in the Gen-| The films were produced with | yiewed without charge. 
262 able, he said. This | ©'@! Motors driver education films; the counsel of the National Com- The kit, containing the 15 films 





agi is the presentation of the kits to/ mission on Safety Education of [and instruction material. can be 
the high school in this city by W.| the National Education Assn. | purchased from General Motors 


E. Tomlinson, head of Tomlinson; They are especially designed for | Ppotographic, Detroit 2. 


210 7" 
1266 co 
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: 






| GR. Browder will supplement 
Hudson’s Billy Rose TV program. 


703 ‘ As was — in ao a Oldsmobile Co. classroom use as a supplement to | silts sacevtanansleads 

7 wall ae eee aida = i. a iuteeies i ee So far about 75 GM dealers have| other instruction methods, add- | aUTOMOTIVE NEWS WANT ADS have 
1383 spreads in the Saturday Kvening | presented the films to schools, GM| ing clarity and interest by bring- een proven the quickest, least expensive 
224 TOP Post and Collier’s in November. | announced last week. The corpora-| ing into the classroom situations |™C'nod of reaching the men who want 
67 Single pages in four colors, one | tion js holding some 240 premiere! which are otherwise difficult or | see the back pages of this issue. 


a * being used in Time, Newsweek, sontahiseinliehdale tata aan eka 
ee bration New Yorker, Country Gentleman, 
e | Farm Journal and Better Homes 
& Gardens. 
rose | Brooke, Smith, French and Dor- 
|rance is the agency. 
* . ” 


WITCOTE Undercoating Handles Bennett Pump 


* 
= “LOAD-STER” 
stops car vibration, noise, | 4. F. Jordan, sales vice-president, none 


rattles, and squeaks. Pre- |John Wood Co.’s Bennett Pump 
f f division, Muskegon and Hart, Mich., 
vents heat and fumes from has announced that Morey, Humm 
working up through the & Johnstone, New York, has been 
appointed, effective Jan. 1, as ad 
Hoor. It also prevents un- agency for all of the company’s 
. . nine plants in the U. S. and Canada, 
cur] dercar rust . . . lasts the life and the John Wood International 
of the car. Valuable to car division. 
Account executives will be A. W. 
owners, and profitable to “wae cas ae helen 
car dealers. * * * 


| GET IT FROM YOUR sosser / ord Debut Campaign 


a | Ford dealer advertising commit- 
tees are using 4,100 weekly and 
1,400 daily newspapers in more 
than 5,000 cities 
to increase the 
impact of the 
introductory copy 
on the 1951 Ford 
line which the 
company - dealer 
cooperative fund 
will place in 4,400 


Q. 
c 


ee 





ASK FOR IT BY NAME- GENUINE 


Ve 
, UNDERCAR 
ws PROTECTION 





= PRODUCT OF WITCO CHEMICAL CO., CHICAGO weekly and 1,600 i é : A cor onl 

; dailies, according . oe 3 . 

" to Gordon C. El- Ps : tire saver. 
dredge, advertis- : Enab l es 


G. C. Eldredge ing an d sa l es 


|manager of the Ford division. bie: “aiid greater pay- 
These papers have a circulation of ee loa d 3; ta kes 


more than 46,000,000 readers, he 
| said. effect only when 





As advertised in 
The Saturday Evening Post 





eaivoten ie aceqeuaiive of | & needed to carry any 
vertising will appear on 122 tele- : . 
HEDDA HOPPER ALICE HUGHES vision stations. The Kay Kyser | @ excessive load caused by weight or 
HONOR McGRATH show will be carried on 50 sta- | rough roads. It gives a normal ride 

| tions; Kukla, Fran & Ollie on | ® when not loaded and an easier ride 
P ELEANOR ROOSEVELT 48 outlets, and the Ford theater | ° ° 
| MYRTLE MEYER ELDRED on 24. Ford dealer advertising when over-loaded. Installation is 

ALICE PARTRIDGE MARY HAWORTH | Santen We ae Sey ar quick and simple, and no main- 
F JOSEPHINE LOWMAN | In addition, Ford dealer commit- | noGe 1s required. List prices 

tees will employ 1,225 stations for | rom $13.25 to $19.25. 

@ A full page all their own every =| snot announcements. Ford also will $ $ 

morning with a lead food story by (use 14,000 outdoor billboards in| 

Alice Partridge 365 days of the year 5,300 cities. J. Walter Thompson is | 


. . Outstanding features written by the agency. 





and for women .. . fine coverage of * * * 

{ society and women's affairs. Those Club Honors Ayers 
are just a few of the reasons why The almost 700 members of the| 
the Courier Express is the best liked | Detroit Sales Executives Club last | 
and best read newspaper among week honored Walter C. Ayers| 


the housewives of the 8 Western | by presenting him 


New York Counties. jwith a distin- 
guished service 


PRIOR PRODUCTS, Inc. MAIL TO 


) It Gets Results citation. Ayers, ns 
| who was club Box 349, Middletown, Ohio 
BECAUSE president during Box 7608, Dallas, Texas A 7 A 4 tb 4 T 


Please send me complete information on the “‘lLoad-Ster'’ HELPER SPRING. Also send 


= to tow er mee aurnews ADDRESS 


Nom 


It Gets Read Thoroughly 1949-50 and is ex- 


ecutive vice-presi- 


aon ow dent of Brooke, 
08 -s Smith, French & 


COURUC CMRI ooo Tuas' pr 


sented the newly- 








oe we 

. . = dP Bhs be) created award by W. ©. Ayers 
od uly former club president Fred A. i cece edetapc ec tadaeh esac neta Arcee de le ee 
i131 bP hte Kaiser, vice-president of Detroit- 





| 
| G00 neers temerity aE te cS 
| 
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OSBORN, SCOLARO, MEEKER & SCOTT Michigan Stove Co. 
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Merchandising 


Memos to Dealers 


By Bob Finlay 





| 


thing as a wholesale used-car 
business. 


E WERE talking the other day 


with a specialist in used cars 
about the state of the business. He| He devotes as much time to buy- 
s to selling, and sees no odds 


conceded that things had slowed | ing as t 
{in a quick, short-profit deal. For 


up, but from his point of view he | instance, if he were offered a $50 
sees a continued good retail busi- | profit on a used car he had bought 
ness. just a moment ago, he’d turn the 
offer down. 

Wouldn’t that be a_ profit, we 
asked. 

Not necessarily, he pointed out, 


In this respect, it should be 
pointed out that he believes that 
logically there should be no such 


adding that he had put a great 
deal of effort and merchandising | 
into the buying of just the car} 
he wanted. 

He specializes in used models 
of a high-priced car, buying from 
people of means who use their 
cars sparingly, and he sells to 
careful buyers who will pay extra 
to get a car which has been 
handled well. 
He knows who he is going after | 
in each case, and thus his business 
remains fairly stable. 

Cvery dealer can’t operate in this 
manner—but that business about 
eareful direction of both buying 
and selling efforts is worth review- 
ing by anyone. 


Bonded Dealers? 

Y TE GOT into the subject of used 
cars down at the NUCDA con- 

vention in Dallas, where we met 

Jack Layton, who is on the other 


OM oF GOCE BO 





ee 


Porcelainize Facilities Grow— 

Increase in business has forced Freeman & Freeman, Inc 
program in two years. The new program is already under way with the addition of anothe 
floor to the home offices and plant in Denver. According to E. M. Freeman, president 
Porcelainize is now running a full year ahead of the ‘expansion timetable'’ worked out 


in 1949 


into its second major expansio 


side of the fence from the dealer! dealers say is one of the best in the 


mentioned above. 


Jack runs a used-car auction at | 


ousiness. 
And, of course, Jack puts up 


Littleton, Colo.. which the Denver! g good argument for the whole- 


STPYM A ERG 


CARBURETORS 


Is a Prime Factor in Every 
Automobile Sale! 


Engine performance not only influences today’s customers, 


it also builds a reputation which effects future sales. Thus, 


it is doubly important to specify engine components that 


will maintain your standards of quality and service. In car- 


buretors that 


means Stromberg. 


Exclusive design features, and mechanical simplicity have 


made Stromberg* Carburetors famous for lasting perform- 


ance, Judge on the basis of long-range economy and you 


will agree—Stromberg Carburetors are the logical choice. 


ECLIPSE MACHINE DIVISION OF 


e Standard Equipment Sales: Elmira, N. Y. 
¢ Service Sales: South Bend, Ind. 


* REG. U.S. PAT. OFF 


D> 


AVIATION CORPORATION 


Export Sales: Bendix International Division, 72 Fifth Avenue, New York 11, N. Y. 








sale used-car business. In this 
respect, he thinks that trading in 
used cars between dealers would 
be a lot simpler if all used-car 
dealers were bonded for some- 
tning like $25,000. 

‘this would be a long step toward 
Svauility ui the business, he believes 

* * . 


Missing a Bet 

\ ARTIN BURY (Buick) in Phila- 
i delph.a points out in an ad 
that peopie who invest in the stock 
market usually try to buy when 
the market is low. 

“But,” he says, “the same peo- 
ple seem to act in reverse fashion 
when they buy an automobile. 
Which seems strange. 

“When many of you good people 
rush to buy a new car in spring 
and summer, you're bucking a 
seller’s market. And when you pass 
up the winter buyer's market, 

you’re missing an opportunity.” 

He adds that he has some good 
values at his shop, and urges rolks 
.o drop by. 


+ * 


The Hard Ones 
INHE FACT that it tackles the 
most difficult body repair jobs 
|was emphasized by New Kagle Mo- 
|tors in Jamestown, N. Y., in a 
|newspaper ad headed by the cap- 
tion: “Why Hold Back? Let Us Do 
It Today. Think It Can’t Be Done?” 

Copy read: “Bring your car to 
our body and tender shop for a 
| beauty treatment. See if your car 
doesn’t look and feel young again. 
| We are equipped to provide expert 
| work . from the smallest dent 
j to refinishing the entire body.” 

+ * 7 


Know Problems 

Ke perenne geri advertising in 
the local supelo (Miss,.) news- 
paper points out: 

“In this part of the country the 
automobile business, like any 
other interest, depends mostly 
upon the prosperity of the farmer 
for its livelihood, and the local 
Lincoln-Mercury dealership is no 
exception and, in fact, is particu- 
larly proud of the role it can 
play in assisting farmers to 
choose wisely before spending 
their automobile dollar. 

“When times are hard the man- 
agement of Smallwood Motors 1s 
more than anxious to render this 
needed service—because the farm- 
ers’ dollars are shorter and thus 

|he will need to get the very most 
for each of them, . So, as al- 
| ways, it is wiser and more eco- 
nomical to trade with the men who 
know your problems best and can 
give the longest terms—your friends 
at Smallwood Motors, lnc.” Fowle: 
Martin is manager. 











Kropp Acquires 
Michigan Plant 


CHICAGO. Kropp Forge Co 
Chicago, has completed negotia 
tions with the Ordnance Tank Au 
tomotive Center of Detroit for 
acquisition of a forge plant at 
|Melvindale, Mich. Roy A. Kropp 
| president, announced last week. 
| The plant, located on 11% acres 
;of ground about six miles west of 
|Detroit, gives the company 148,000 
|square feet of space. It formerly 
was occupied by Timken-Detroit 
Axle Co. Approximately 800 work- 
ers will be employed when the 
meer is in full production, Kropp 
said. 
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At Car Rental Parley— 


John Chennault, left, assistant fleet sales manager for Ford, discusses car rental business 
juring a convention of the Avis Rent-A-Car System in Detroit. Others shown are, left to 


ight, Olin W. Harbett, Avis licensee in Miami; Warren Avis, founder and president of 
the system, and Olin O. Ellis, licensee in Washington, Baltimore and Annapolis, Md., York, 
Pa., and Wilmington, Del. More than 100 Avis licensees attended a convention of the 
ystem in Detroit 


Dealer Auto Renter Credo: 
‘Treat Customers Right’ 


False Teeth and Potatoes 


Income Tax Payer Likened to Philanthropist 
With Largesse for Everyone 


Epitor’s Note: The following is | port in some measure or other of 
reprinted from a bulletin of the | probably two-thirds of all the peo- 
Kentucky Retail Lumber Dealers | ple in the whole blamed world. The 
Assn. We thought you might be |fact that this distribution of the 
interested. money for which I have hustled 


On this beautiful sun-kissed June | is not of my own choosing changes 
ithe situation not in the least. 





| 





morn, as I sit writing the check 
lfor the second installment of my An all-wise administration that | 
lestimated income tax, it is “one|has seen fit to set aside most of 


sweetly solemn thought” that I,|/the providential laws that Ameri- 
and every income tax payer, how-/ cans followed for many generations 
ever small, have become a world- - 





wide benefactor. lg — . 
re > 
It’s a wonderful feeling to lean | StOTes Equipment Sold 


|back and close my eyes and feel| Through Auto Dealers 
jlike a philanthropist. Twenty years WICHITA, Kans Automobile | 
~~ when I paid my ae ee taX/and farm equipment dealers will 
teen a tae mncmnames, (te distributors for Midland Mfg. | 
or thrill-the soul. ”’| Co. products under the company’s | 

All I was doing then was paying | 9°’ distribution plan. 
my share of the cost of running Midland, which’ recently — pur- 
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has made me my.brother’s keeper. 
And everyone else’s too, I think. 

I am helping buy new false teeth 
for the British so that they can 
really gnash their teeth at us when 
we ask for payment. My little con- 
tribution is helping their socialistic 
government to undermine the things 
I stand for. 

I have contributed to the large 
potato farmers in Maine my part 
of the $67,000,000 for their potatoes 
which we did not need. I have 
helped Uncle Sam buy $800,000,000 
worth of corn, 70,000,000 pounds of 
eggs, just to mention a few items, 
so they could be taken out of the 
market and make the ones I buy 


higher. 
I have contributed to the salaries 
of those sweet little Communists 


who are working so feverishly to 
undermine my own government. 

Yes—it is “one sweetly solemn 
thought” that I am helping in my 
small way to waste billions at home 
and to support the rest of the world 
while telling them how to run their 
part of it. I am afraid we can’t 
drop it. 


DETROIT. Warren Avis, local 
Ford dealer and sole owner of a 
fastest-growing automobile rental 
business, credits the success of his 
Avis Rent-A-Car System to mod- 
ern merchandising methods. 

“Kill the customer with kind- 
ness” was Avis’ advice to more 
than 100 Avis licensees who at- 
tended a recent business confer- 
ence here. 

Avis related at the conference 
how his system grew from only | 
three licensees in 1947 to more than | 
100 today. The system now,, he | 
said, operates more cars at major 
U. S. airports than any other, and 
is now the world’s second largest | 
car rental association in the world. | 
(Hertz is believed to be the largest.) | 


In Detroit alone, Avis operates | 
more than 250 rental units from 
five locations. Reportedly, each 


unit averages a “take” of about | 


$200 a month. In addition, Avis | 
furnishes a Detroit brewery and 


other firms with fleets of cars on 
a lease basis. 

Outlining his hopes that his 
syStem will ultimately become the 
largest in the world, Avis ex- 
plained to his licensees that they 
should stress courtesy and con- 
venience in selling their service 
to the commercial traveler as well 
as local citizens. 

“In the past,” he said, “a person 
was made to feel like a criminal 


Up, but Limited 


By Allocation 


AKRON. Tire retreading and re- 
capping, which mounted to alltime 
peaks during World War II, is 
again on the increase, says James 
J. Newman, vice-president of B. F. 
Goodrich Co. 

The limiting factor, according to 
Newman, is the recent government 
order which restricts the consump- 
tion of new rubber and will reduce 
the use of rubber in retread-recay 
materials from an anticipated 182,- 
000,000 pounds in 1950 to approxi- 
mately 155,500,000 pounds, based or 
present estimates. 

“Recapping materials used in the 
U. S. last year totaled about 137,- 
220,000 pounds as compared with 
94,600,000 pounds in 1947 and 339,- 
700,000 pounds, the record year, in 
1944,” Newman said. 

“With the new rubber order in 
effect combined with the rising de- 
mands for recapping materials, it 
has become necessary for the man- 
ufacturers of camelback, cément 
and other tire materials to adopt} 
an allocation program in fairness 
to those engaged in the recapping- 
retreading business. 

‘It is estimated that more than 
twice as Many passenger-car tires 
were recapped, or retreaded, in Au- 
gust this year as in the 
ponding month of 1949 


| 
Tire Retreading 


‘Invoking of the government rub-| j 


ber order has necessitated a sub- 

intial reduction in the output of 
recapping supplies equal to the 
volume produced during the last 
half of 1949 and the first half of 





corres- | 3 


when he attempted to rent a car. 
what he| 


They wanted to know 
wanted the car for, and required 
numerous bank references and al- 
most prohibitive deposits. He was 
made to feel that the rental com- 
pany was doing him a favor when 
they finally let him rent a car.” 

Pointing out that there were 
also many extra charges, Avis 
tabbed all this as being taboo un- 
der his system. 

“With us the customer is always 
right,” he emphasized. “Our coun- 
ter men are experienced judges of 
human nature who can usually size 
up an honest renter. 

“Of course, we require a couple 
of references on first rental, as 
well as a small deposit. But just 
as soon as the renter has estab- 
lished himself as a reliable cus- 
tomer, we issue a courtesy card 
which waives deposit and enables 
him to rent a car from any Avis 
icensee in the country without 
filling out an application. We 
have a flat daily and mileage rate, 
no extra charges. Customers re- 
sent having extras added to their 
bill.” 

Avis claims his is the only car 
rental system which extends credit 

and, he added, “believe me, it has 
been a boon to our business, Our 


losses have been practically 
nothing.” 
Avis, in addition to his Detroit 


also personally owns 


operations, 
in Chicago 


Avis Systems stations 
and New York. He maintains a 
fleet of cars at airports in both 
those cities, along with established 
downtown operations. 

The business conference here was 
the first meeting of Avis licensees 
since the system was founded. Dur- 
ing the meeting, the licensees heard 
talks by airline executives and by 
John W. Chennault, assistant fleet 
sales manager for Ford Motor Co. 

Rountable discussions were led by 
some of the more experienced of 
the licensees. 

Avis’ parting words to them were: 

“Treat the customer like a king. 
Make renting a car a real con- 
venience to him, and extend cred- 
it to all reputable customers. 
It has paid off for us.” 


Lundgren Named 
Nash Zone Chief 


DETROIT.—R. H. Lundgren has 
been appointed Nash zone manag- 
er in Minneapolis, according to H. 
C. Doss, vice- 
president sales. 
Lundgren, whose 
appointment is ef- 
fective immedi- 
ately. succeeds 
M. S. Anderson, 
who has resigned, 
Doss said. 

A native of Chi- 
cago, Lundgren 
has had 20 years 
experience in the 
automobile _ busi- 





R. H. Lundgren 


a very economical government of 
the U. S. Nothing broad or world 





| 
| 
| 
j 
| 


this year, or the base period for|ness. He joined Nash in 1945, spend- 
consumption now in effect. |ing four years in the Chicago zone 
‘It is interesting to note that!as service representative, district 

t recapping-retreading business |manager and special representative. 
more than doubled since 1941;He was appointed assistant zone 

© cluding the record high war years |manager in Milwaukee in Septem- 
nen tires were rationed and re-|ber, 1949, a position he held until 
c“pping was the one practical way |his appointment to Minneapolis 
t: keep our vehicles rolling.” |zone manager. 


shaking about it then. 
But today—today is different. To- 


day I am contributing to the sup-| 


View of 2-Suwiter 
Only good luggage has 
features like this: 2 
convenient suit hangers; 
special tie-rack and 
dust-free section for 
smaller clothes 





No. 
Size: 24 x 18 


Quality 
Td 





552 Two-suiter 


chased all rights to the manufac- | It gets bigger all the time, but 


ture of Starbilt storage equipment,| we could do a little better here at 
builds steel industrial bins, lockers, | home if we really tried. There may 
counters, cabinets and shop storage | be some nations overseas whom we 
equipment. |have not taken over to support. 





Designed to Look Better, 
Last Longer, and 
Sell For Dollars Less 


518 Short Trip 
Size: 18x132x 5%" 


No. 550 Companion No. 


No. 551 One-suiter 
Size: 24x 18 x 5%," 


Matched Luggage for Men 
in Fine Top-Grain Cowhide 


x7," Size: 21 x 14 x 7” 


You'll like the clean-cut, handsome styling at Contempo's sensible 
lower prices. Each piece solidly constructed of Top-grain Aniline 
Cowhide. Wide 42-inch bands on sides of each bag, and leather- 
covered steel center-frame give extra strength and longer wear. 
Here's a bag for every need. The two-suiter for extended trips; 
one-suiter for week-long trips; Companion for week-ends; the 
18-inch bag for short business or airplane trip. Expertly designed 
interiors for quick, efficient packing. Auto dealers, coast-to-coast, 
are selling Contempo Quality Luggage for Extra Profit and an 
added service to customers. Try a sample set today. Satisfaction 
guaranteed. 
COLORS: Smooth Suntan or Ginger Cowhide; 


Also 2-suiter and Companion in Black or Brown Walrus Grain 





At Lowest Your List Price 
: Style No. Item Dealers’ Cost Inc. Fed. Tax 
ESL 3 552 24” 2-Suiter $31.50 $62.00 
Prices 551 24” 1-suiter 30.00 59.00 
550 21” Companion 26.50 52.00 
518 18” Overnight 23.50 46.00 
ay 
Send Order Form Today (SS \ 
rae an om ee — 
; y CONTEMPO Luggage Co. 170 Fifth Ave..N.¥.C. 10,8 
The CROYDON... A g Please ship the following numbers. i 
Matched Set Of Ladies’ Luggage. 1 (© (enclosing check) (1 (Ship C. O. D.) : 
This graceful set ovailable in beautiful matched pieces. § ([) (Ship Open Account. Bank references attached) i 


The sturdy Plywood boxes are covered in finest quality 1 
Each piece has 


aniline Top-Grain Cowhide. 


spacious shirred pockets, lined in rich rayon, Hand- 


some solid brass hardware. 


Color Quantity 


_ samen { —-— 


Becler's Coote 


List Price 








Style No. Item Dealers’ Cost Incl. Fed.Tox | 

950 14” Train Case $25.00 $47.50 i 

952 21” Weekend 25.00 47.50 i 

953 26” Pullman 34.50 65.00 

954 18” Hat & Shoe 38.50 75.00 Ueipm NAME mee pr. ' 

955 21” Wardrobe 38.50 75.00 j ; 

958 29” Pullman 39.50 76.50 g Addeoes . City..... State......... j 
COLORS: Smooth Suntan or Ginger Top-Grain Cowhide Signature. ccc.-ccccccoccocecccssecseessesevsteveee sevseveressessevseueese TOO seo eee # 


Brown Alligator grain Cowhide 


"hepa 
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Users in Favor, but Makers 





Take Dim View .. . 





Propane Engine Future Hazy 


By Tom Hewitt 
Staff Writer 


7/ILL propane-powered vehicles 

ever replace those operated by 

gasoline and diesel? 

There is no clear-cut “yes” or 
“no” answer to this question be- 
cause it is still a comparatively 
little-known and little-used form 
of vehicle power. 

On one side of the fence are 
present users who greatly favor 
it, and on the other side are the 
major manufacturers who have 
experimented with it but feel that 
it has too many shortcomings. 
The makers, however, admit 
there is a place for propane ve- 
hicles on a small scale. 

Advantages of propane-powered 
engines include low operating costs, 
clean burning with no offensive 





Shown 





+ Helner Springs 
* Build-up Kits 


Bob Tupes has installed hundreds of Trainor Build-Up 
Kits for fleet operators in Central Michigan. He knows 
that the engineering of Trainor Build-Up Kits provides 
maximum load carrying capacity with a minimum of 


increased weight. 


Knowing when to install Helper Springs and Build-Up 
Kits will help you protect your customer's truck invest- 
ment by increasing the truck load carrying capacity 


and protecting the vehicle 


by excessive loads. At one time or another truck owners 
overload their vehicles—a very good reason for instal- 


ling Trainor Build-Up Kits 


service, 


Know these facts about Trainor Helper Springs and 


Build-Up Kits: 


«they are designed to increase and stabilize the 


carrying load. 


ethey are individually load tested ensuring even 
higher than specified carrying capacity. 
ethey are engineered for quick, simple installation. 


IT's THE EXTRA sP 


POLL LLL 


fet ret DD Wa] 


COLUMBUS 
INDIANAPOLIS 


ee. 


fumes, reduced wear on cylinder | 
walls, pistons, rings and bearings 
and a large supply of the fuel. 


* * * 


| WTS CHIEF disadvantage is that 
| it must be stored and carried in 
fuel tanks that can withstand high | 
pressures, since propane is a gase- 
ous substance which must be kept | 
under pressure to keep it liquified. | 

A regular gasoline engine can 
be converted to propane by in- 
stalling a special fuel tank and 
carburetor, which consists of a 
liquid filter, a high-and-low pres- 


creased by changing pistons or cyl- 
inder heads, or by machining off 
present cylinder heads, or a com- 
bination of both. The manifold heat | 
can be removed by cutting out the | 


|section heated by the exhaust. | 


* * * 


(st of the conversion runs be- | 
tween $250 and $500 for trucks | 
and buses. Taxicabs have been 


|changed over for about $150. In ad- 


dition, users must install their own 
storage facilities. This amounts to 


approximately $250 a vehicle for a} f 


fleet of 60 vehicles, estimates Dr. 
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Saginaw Inc., 402 Davenport Street, Saginaw, 
Michigan. His company specializes in auto 
and truck springs and welding equipment. 


| 
RING THAT COUNTs 1 | 


FT RAUL 


NEWCASTLE, INDIANA 





sure regulator and a vaporizer. | Leonard Raymond, of Socony-Vac- 
However, since propane is 125-|Uum’s research and development 


loctane, it is advisable to increase |S°ction. 

the compression ratio to 10 tol and| That is the chief drawback to 

to remove the heat from the intake | Propane. Because there are no cen- 

manifold. tral refueling points, such as gaso- 
Compression ratios can be in-|line stations, users must have their 





its present use is mostly confined 
to truck, bus and taxicab firms. 


“When propane vehicles can re- 
fuel at highway stops throughout 
the country, they will greatly re- 
place gasoline and diesel en- 
| gines,” says Frank Beardsmith, 
president of Refiners Terminal & 
Transport, Toledo, whose firm 
now has four propane trucks in 
use. 









less maintenance, have a _ better 
pickup and are just as safe as gaso- 
line with proper fuel tanks. 


Engine life of propane units is 


a dry vapor. Therefore there is no 

crankcase dilution, no carbon 

formation, no deposits from anti- 

knock mixtures and no washing of 

lubricating oils from cylinder walls. 
+ * + 


“DING and valve failures and en- 

gine wear are reduced as much 
as 50 percent,” according to L. J. 
Fageol, president of Twin Coach 
Co., who is largely responsible for 
the increase in propane-powered 
trucks and buses. He adds that 
“buses and trucks can get about 
five times greater mileage between 
oil changes with propane.” 

Since diesels require more fre- 
quent overhaulings than gasoline 
engines, savings in that case would 
be even greater. 


Turning now to the actual fuel 
| cost, F. E. Selim, of Phillips Pe- 
troleum Co., said the present 
Group III tank car price is about 
2% to 3% cents per gallon, com- 
pared with 9% to 10 cents for 
regular grade gasoline. The same 

motor fuel tax applies to both. 

He said that, when burned in a 
properly-designed engine, the con- 
sumption will be about the same as 
gasoline. So allowing one cent per 
gallon for cost of storing and dis- 
pensing, there presently remains a 
differential of about six cents per 
| gallon, he said. 


above is Bob" Tupes of Tupes of 






-S 


cost is added to the saving in over- 
haul expense, brought about by 
increased engine life, it can be seen 
that the overall reduction in oper- 
ating costs can be considerable,” 
Selim said. 
* * * 

POWER-WISE, tests have proved 

that propane is superior. Howard 
Sober, a Lansing (Mich.) haulaway 
operator, recently compared on a 
dynamometer two identical GMC 
trucks, one of which had been con- 
verted to propane. 

At 2,500 revolutions per minute, 
the gasoline unit developed 100 
horsepower while at the same rpm 
the propane engine developed 130 
| horsepower. All load factors and 
settings were identical. Sober made 
the conversion himself and esti- 
;mates it cost about $200. 

Why then, if propane engines 
operate so economically and 
efficiently, do the major manu- 
facturers give it a dim view? 

Ed Crenshaw, assistant general 
sales manager of GMC, points to 
|the problems of transporting it 
from the oil fields or refineries to 
the consumer. He said transporta- 
tion is expensive because it must 
be handled under pressure at all 
times. That necessitates special 
tank cars. 

Therefore, he said, while propane 
is cheap at its source the cost 
climbs in far away sections, like 
| New England. He said in many 


from general abuse caused 


before the truck goes into 


own storage facilities. That is why | 


longer than gasoline engines be- | 
cause propane enters the engine as | 


“When this saving in bare fuel | 





|troleum gas in place of gasoline 


about the same as gasoline. 
* + * 


|boost their supply. He said that 
| might make a shortage of it during 
| some months. 

Harold Welch, assistant super- 





parts of the country its price is, 


SS a also said that natur- | 
al gas firms use it in winter to| 





_Converts Cabs to New Type Fuel— 
Boynton Cab Co., Milwaukee, is planning to equip 279 of its cars to use liquified pe 
The conversion is said to cost about $150 per cab 


propane from natural gas alone was 
almost 15,000,000,000 gallons. 
* * * 
7ELCH said many properties of 
the product are used to make 
synthetic rubber. In the event of 
full-scale man-made rubber output, 
he said propane may become scarce 
Fageol and Selim, on the other 


visor of Chrysler’s engine develop- | hand, both believe there will be an 


pane engines. 

But he said he does not believe 
propane or other liquified petrol- 
eum engines will replace other 
types of power because some pro- 
pane is a by-product of gasoline. 
He reasons that gasoline must 
first be produced to get the by- 
product. 

However. it should be noted that 
Phillip’s Selim points out that only 
| 995,000,000 gallons of liquid petrole- 
um were produced in refineries in 
|1948, while potential production of 


Beardsmith said his propane trac- | ment laboratory, said Chrysler has|abundant supply for many years 
tors are cheaper to operate. require! done some experimenting on pro- | to come. 


“In the U. S., the propane sup- 
ply far exceeds any foreseeable 
demand,” says Fageol. “The coun- 
try’s present annual propane 
capacity is 15,000,000,000 gallons. 
“If all urban transit buses, for 

example, were to immediately 
change over to propane operation 
they would require only 625,000,000 
gallons yearly. Addition of this to 
present consumption would still 
leave the U. S. with 11,600,000,000 
gallons of unused, surplus propane 
‘See PROPANE, Page 39. Col. 1) 
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MILE GUARANTEE 


... with Amalie paying the entire cost! 
Imagine—lubricated parts of your new 
cars guaranteed for 30,000 miles — vo 
risk or expense to you! Your name 
heads the guarantee! And you service 
and lubricate the car after you sell it! 


4 EN ... came full page ads in 












SATURDAY EVENING POST 


.. + promoting the Amalie Dealer's 
service! Every ad features a man who 
services cars! It’s the car dealer and the 
service man who tell the sensational 
‘Oilier Oil’ story to the Post’s 3 million 
car owning families! 


OW. .. car dealers coast-to- 


| coast are selling CARS and 


SERVICE with 


LEED 
PENNSYLVANIA 


OIL 





Phone your Amalie Distributor Now! 


AMALIE DIVISION 





PENNSYLVANIA 


MOTOR OIL 


L. Sonneborn Sons, Inc., New York 10, N.Y. * Refineries: Petrolia and Franklin, Pa 
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| ‘Pay-as-You-Go’ Setup, 


NEW YORK. — Defense 


CED’s War Tax Plan 


No Excess Profits Levy 
Urged to Meet Increasing Defense Costs 
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comes , Tax would raise as much revenue, 


hi gh and the American people can|be less inequitable and do much 


pay for it in one of three ways. 

‘We can pay the price by open 
inflation, we can pay the price by 
suppressed inflation and total con- 
trols, we can pay the cost in high 
taxes, tight credit and government 
economy,” the research and policy 
committee of the Committee for 
Economic Development (CED) said 
last week. 

Documenting its preference for 
blocking inflation “by eliminat- 
ing the excess of demand over 


less harm to the defense effort and 
the economy as a whole. 

The corporate and individual in- 
come tax 
by the committee would take effect 
Jan. 1, 1951, and be replaced at the 
end of next year by a tax program 
that “must be developed to meet 
the needs of a budget that may 
continue to be very large for a 
very long time.” 

The statement was released by 
Meyer Kestnbaum, of Chicago, 
chairman of CED’s research and 






increases recommended | 





Serves as Bus or Truck— 
L. J. Fageol, 


has 321 cubic feet of cargo space. 


Compartment partitions can then be moved up. 


president of Twin Coach Co 
can be operated as a passenger bus, cargo truck or as a combination bus-truck 
vertible is 35 feet long and provides removable seats for 37 passengers. 
Seats may be taken out to increase freight space. 








has designed this vehicle which 
The Con- 
In addition it 


Kent, O., 


The rear doors are 81'/, inches wide and 


he 39 


billion military and $27 billion 
non-military.” 

“If expenditures are as much as 
$62 billion,” it said, “and rising 
through the year the committee 
would recommend: 

“(a) That the temporary defense 
profits tax be set at 15 percent of 
total profits. This would yield about 
$3 billion more than the present 
profits tax. 

“(b) That the temporary addition 
to the individual income tax be set 
at 5 percent of income in excess 
of exemptions and the present tax. 
This would yield about $3 billion 
net 

“The amount of additional reve- 
nue to be obtained from excises 
could be determined in the spring 
after Congress has seen and con- 
sidered the January budget. 

“The most effective way to pre- 
vent excessive profits on military 
































= eae se ce atu policy committee and president of 7 aa = to facilitate cargo loading. The unit is powered by a six-cylinder engine on production is by strict pricing on 
behind a wall of price and ra- |Hart Schaffner & Marx. It was /| ‘ile’ geoline oF propane ; military contracts in the first in- 
tioning regulations,” the non- |%tafted by a subcommittee headed S acta stance and by full use of the re- 
profit, non-partisan research or- by bs ae o reread 4d fense profits tax at a flat rate on! profits tax and the income tax | negotiation power,” the committee 
” ganization of business leaders |*P0's te AE OF VOR Wwest ded all corporate profits... increase would be levied woulda | ‘¢clared. 
cab outlined a “pay-as-you-go” emer- |C°'P. The committee recommende 2. Levy a defense addition to depend on the expenditure out- The Renegotiation Act now in 
gency program to serve while the |P™O™Pt action to: the individual income tax at a flat look for 1951. Th we id force provides for the recapture by 
ea tax structure is being adjusted “1, Revise the corporate profits percentage rate on net income in| [00% for - The committee said (the government of excessive profits 
to long-run needs. tax so that it consists of a basic excess of exemption and the pres-| that “for the present illustrative |earned by prime contractors and 
Immediate imposition of a de- rate of 38 percent (18 percent on ent tax.. .” | Purposes we shall assume total |sub-contractors on military con- 
f fense profits tax ty all corporations profits under $25, 000) plus a de- The rates at which the defense | expenditures of $62 billion, $35 | tracts.” 
Oo | ; cdunteinnedinapentatenaliteiass nm a ne SS a soasmanetnnevenendsmnatastantnase 
ike | in addition to the basic tax, plus 
of an increase in individual income j — 
ut, taxes and a subsequent increase No matter W at ou t 
ce in excise taxes, are features of the i 
ner CED plan. t 
an The committee opposed enact- want in qd 
ars ment of an excess profits tax, say- | 
ing the proposed Defense | Profits | 
r- aiade ETN 
‘e 
: Propane 
e (Continued from Page 38) 
for capacity. This great surplus ca- 
ely pacity provides an effective guar- 
on antee that prices will remain low.” 
00 * * * i 
» NE outspoken observer said that | f Here is the handsome 12-ft. Fruehauf 
ee O venice ee _ ‘a | ® * ® para Yo closed ae Te end $622°° 
arguments, suc as ifficu _ ted and mount Wee 
ne hondiing propane and mamsithe | er vee (taxes extra) 
shortages, only because they are —————— 
7 reluctant to change over to pro- 
pane, which would require the i 
building of stronger engines to) 
take care of propane’s higher I 
power. § 
Opponents also say propane is 
not as safe as gasoline or diesel. 
| They point out that the high 
pressure could cause explosions. 
t! Socony-Vacuum’s Raymond, how- & 
ever, said legal and safety regula- 
Ww tions have made a_ good safety 
= — for pconenl . my “ js ‘ eo 
uel tanks must be made to with- ALL STE ' L hai -Bule The new Fruehauf 12-ft. strai 
> ~ ight-frame cor- 
| Le oe eee see cid bosyvapen er ndpaned nd $&D DOO 
e safety shut-off valves are provided | * jounted on your chassis ..... imme cone 
| Stop the escape of gas in the VAN BODIES painted an 
qc. event of line breakage. 
“In the event of fire and broken 5 
tanks,” Fageol said, “propane will | t d | ' 
diffuse safely into the atmosphere. | moun e as ow as 
Gasoline, by contrast, spreads over : 
-” nities —. HAT do we mean by “Unit-Built”? We mean 
A MERICAN insurance compan- these sturdy, long-lived bodies are welded { 
*“* ies have placed their safety together to form a complete unit, the same as the 
‘ ’ > e * . ° 
aeoriaal ss uslsy caainel te wane. famous Fruehauf Aerovan Trailer! They're available 
line and diesel vehicles. in a multitude of designs, with doors wherever you 
' _ “Propane, used according to code, want them—uilt in, not cut in, the structure. 
: ° ae at Straight-frame or wheelhousing models with 
§ Oo =i ‘ > ° . 
o dua te an eas ak ane York | smooth-panel insulated or dry-freight bodies. The 12-ft. Fruehauf all-steel wheelhousing $73700 
e Authority, said vehicles using this Straight-frame 12-, 14- and 16-ft. lengths. Wheel- weenas ond eae ore — delivers 
o > - e ° m your chassis .. 
il on = 2 - housing 12- and 14-ft. lengths. (Dry-freight corru- ¥ (taxes extra) 
“ “The equipment must meet ap-| gated bodies in same lengths.) They’re built to 


proved standards,” he said. “Should 
the liquid gas leak out and burn 
the flames are almost impossible 
to extinguish with conventional fire- 
fighting apparatus. 

“In event it leaks out and doesn’t 
burn, the accumulated gas is likely 
to cause an explosion which would 
result in damage.” 

Meanwhile, the trend toward 
use of propane buses is increas- 
ing. The Chicago Transit Author- 
ity has just ordered 500 units, 
after making long tests. 

Other large cities, like Los An- 
geles, Fort Worth, Harrisburg, Pa., 
Vancouver, Winnipeg, Omaha, 
Wichita, Des Moines, and others 
are now using, or have ordered, 


Propane buses for their public 
transportation systems. 
In Ottawa, at the 30th annual 


convention of the Dominion Motor 
Coach Assn., many delegates voiced 
the opinion that propane may re- 
Place gasoline and diesel as fuel for 
Canadian buses within the next few 
years. 


“take it’—to remain tight and sound throughout 
the life of your chassis. 


Your local Fruehauf Branch will mount the body of 
your choice, paint it and deliver it the same day! 
Ask your local truck dealer or Fruehauf Branch 
about these bodies, or write Fruehauf Trailer 
Company, Body Division, Detroit 32, Michigan. 





BODY DIVISION 


FRUEHAUF TRAILER COMPANY 
DETROIT 32, MICHIGAN 


agg RRR BURNER a pe pe sesmncenenenon 





Ready for the road 
in a matter of hours 


a 


Truch Bodies 








The insulated, 12-ft. straight-frame 


hauf, with full double rear doors—painted 
and mounted... 


i $112200 


(taxes extra) 


Custom-built quality at 
production line prices! 
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4-dr., $670; SD (8) 2-dr., $680. ‘40 De 
luxe (8) 2-dr., $160 e 
. M4 HUDSON—'46 Super (6) 4-dr., $540 
sed-Car Auction Prices _ ||Rxsir occurs verage Used-Car Prices 
LINCOLN—’49 4-dr., $1,480* 
MERCURY—’'48 club coupe, $750 | . 
NASH—'47 Super (600) 4-dr.. $530. ‘40] (Compiled by Automotive News) 
Ambassador 4-dr., $150. 
Market Trend OLDSMOBILE—'49 (88) 4-dr., $1,535. ‘48 Nov. 1950 Oct. Sept. 
: * (66) conv., $1,080; 4-dr., $1,020. '47 (76) Model (to date) 1950 1950 
For the second straight week, the overall average price of used 4-dr.. $725. '41 (66) club ‘coupe, $100 $854 $927 $990 1950 $1,624 $1,809 $1,938 
cars dropped $6, bringing the median figure to $854. Losses were weet te $280. "40 68) Sf uke a De 1949 1,224 1,361 1,443 
i 49 thi LYS 50 8 - . Oo - aa 
general, ranging from $3 to $21 for all models except °42s, which luxe club coupe, $890; SD 4-dr., $1,075 1948 952 1,048 1,094 
went up $4. 47 SD 4-r ee . a oe $1 1947. 783 849 912 
f {TIAC.—'49 Chieftain ) 2-¢ P 7 
The price of '50s dropped $21 to an average of $1,624, The only | PONTIAC “10 Chiettaiy yas st vs | | 1946 686 157 797 
other two-figure loss was the $12 decline in the price of ’41s, bringing conv., $975, ‘47 SL (6) 4-dr., $860. "46 | | 1942 373 364 382 
. 4 "40 e 2 © le 1 & «) 
their average to $338. Other losses were: ’49s, down $5 to $1,224; '48s, | wun > Sa, = one. — ee 1941 338 359 362 
i ; i = c : . (ere 
off $9 to $952; "47s, down $3 to $783, and 46s, off $6 to $686, 075*. °47 Champion business coupe, $520 N Oct. sept Overall 
: : ‘KE FEOUS. 47 ; ‘ Nov. Sept. = ce 
The percentage of sales at 10 representative auctions also took a a ary z "ot page ong at (to date) Average $ 854 $§ 927 § 990 
dive last week. There were 1,373 units offered at the 10 auctions, with = “ ° 
784 units sold for a mark of 57 percent. LEBANON, N. J. (The above figures are averages of used-car auction prices, all 
At the same auctions in the preceding week, there were 1,315 units (Lebanon Auto Auction. Sale every Wed makes and models, carried regularly in Automotive News.) 
sale with 821 sold for a figure of 62 percent. nesday. Prices are for sale of Nov 15.) 
ee ee : *; : ae ae - : | (Market showed first increase in prices 
Prices marked with an * indicate a unit equipped with in 11 weeks. Retail is much improved. 245. '49 (8) 2-dr., $1,015, $1,030, $1,-| PLYMOUTH —'50 (P-19) 2-dr., $1,325. ‘4s 
automatic transmission or overdrive. Sold 59 units out of 77 —— es 090, $1,115"; eg ey -e $1,085; > 9000. ‘47 SD sedan, $65: 
BUICK. .'50 RM sedan, $1,920*, ‘49 } station wagon, ,185*; (6) 2-dr., 2 at 170, $725. ’ SD sedan, $700 
. HUDSON (46 8 r (6) sedé 16 sedan, $1,550*; Super sedan, $1,560*, $985, $995. "48 (6) 2-dr., $745. '46 2-dr., | PONTIAC--'50 (8) cony., $1,950*%; SL (Ss) 
MANHEIM, PA. | KAIN RK ‘48 4dr, $580 sateen at $1,500. '47 Super sedan, $1,030, $970. ‘41 $630, $620, $615 . sedan, $1,755, $1,800". °49 Chieftain (s 
‘ Sales Auct Inc | MERCURY 50 sedan, $1,625 iy « Century sedan, $470 10 Super sedan. | FRAZER ‘48 Manhattan 4-dr $595 sedan, $1,315, $1,325*, $1.480* ‘48 (S 

bis query Weiday Pricw ane “for sale of | $1,250, $1,225*; sedan, $1,250* a $300 —" sev0*. 47 Manhattan 4-dr., $650°. $570°,| sedan, $835, $1,015, $1,065. ‘47 (6) 

Sener 7 y ze NASH ‘4% Ambassador sedan. $950 41 |CADILLAC 47 (62) sedan, $1,350* il $605* sedan, $740 41 (6) sedan, $260, $315 

wrasse 96 units out of 167 offerings.) Ambaseador sedan. $210 rae (63) sedan, $610* HUDSON 49 4-dr., $1,100 oe: STUDEBAKER "49 Commander sedar 

BUICK ‘50 Special 2-dr., $1,530. ‘47 RM | OLDSMOBILE "48 (76) sedanet, §1.060*, |}CHEVROLET (50 SI, Deluxe sedan $1, KAISER 51 2-dr., $1,500* 1-dr. $1, 730° $1,250" 
4-dr $1 010. '40 Super 4-dr., $420 ‘47 (76) sedanet, $S800*, "42 (98) sedan, 4 oes tg a om os ane it-: =< A sac a y S 
oneres ts an Ate. & 1,775; 370%. 4 78) sede $325* .375, '49 FL Deluxe sedan, .325; SL] LE! 1 9 2-dr. 35° “NS > j 

eet oe BAe, Fe Oe, [paaieten “ae Le ee Special club coupe, $1,205; sedan, $1,150. | MERCURY "49 2-dr., $1,310; 4-ar., $1 EBENSBURG, PA. 

s Del 4-dr $1,800 FI, Deluxe | PLYMOUTH '50 Deluxe sedan, $1,170. "49 b = 

_ "$1. 740° $1,530 9-ar $1,500. ‘49 SD sedan, $1,065, ‘47 SD sedan, $510, $1,130, ‘48 FL aerosedan, $1,080, '47 FM 380, $1,410*. ‘47 2-dr., $765, $780 (Ebensburg Auto Auction Co. Sale ever 
FL i oe 4-dr "$1,300 ‘48 FL aero- $500, '41 SD sedan, $240; club coupe sedan, $860, $820, '46 FM sedan, $685. |NASH—'49 (600) 4-dr.. $1,080; Ambas-]| Thursday. Prices are for sale of Nov. 16.) 
satan St O18 es . $350, '40 sedan, $315, $310, '39 sedan. ‘42 SD sedan, $390. ‘41 SD sedan, $425, sador 4-dr., $1,170. '47 (600) 4-dr., $570 (Prices continuing down due to winter 

CHRYSLER 49 Windsor 4-dr., $1,540"; $175. 2 at $300, $285, $250 ‘i seer y EO oy ses ed on see | ee ed ae ae a. Retail is off. 
NY 4-dr., $1,530*, ‘46 Windsor club|PONTIAC—'49 Chieftain 8) club coupe wy aden Mei 525°. a “7 ir $2 155°. 46 (98) 4-dr.. $730°. '42| BUICK -"49 Me cman “sales: s 

EY 1,450, '48 Streamliner (8) sedanet, $1,- Sustom sedan, $1,525°*. -dr., $2,105*. ‘ ™ » Oe . - g 3 seda ane ; Super 
nore ao. Custom 4-dr., $1.970*. ae Nl (6) sedan, $975. °46 Stream- | DODGE——'48 Custom sedan, $1.110, $1,050 (66) 2-dr., $365. i-dr., $1,405. ‘48 Super sedanet. $1,010 

DODGE. 49 Meadowbrook 4-dr., $1,350. liner (6) sedanet, $765, ‘41 (6) sedan, '47 Custom sedan, $940. ‘46 Custom | PLYMOUTH—'50 SD 4-dr., $1,570, $1,440, ‘47 Super 4-dr., $1,080, $875; RM 4-dr 

TE Gaastemn 4-an. 8708 $385; sedanet, $450, '39 (8) sedan, $200] sedan, $760 $1,480; suburban, $1,630; Deluxe 2-dr..| $905. "46 Super 4-dr.. $830. $805. ‘40 

FORD nO Deluxe (8) 2-dr., $1,380; De- | STUDEBAKER ‘50 Commander sedan, | FORD—'49 Custom (8) sedan. $1.120, 2 at $1,345. '48 SD 2-dr., $755. 2 , Super 4-dr., $275. °'36 Special 2-dr.. $130 
1 (6) 2-dr $1,335: business coupe, $1,295*. '41 Commander sedan. $200 $1,100, '40 Deluxe sedan, $365. 36 sedan | PONTIAC—'50 Chieftain (6) 2-dr., $1,575*. | CADILLAC. °47 (62) 4-dr., $1.500* 

13 0, '48 2-dr., $815. ‘47 (6) 2-dr., | WELLYS49 Jeepster, $705 ; $160. | ‘49 SL (S) 2-dr., $1,499%; Chieftain 4-dr.. | CHEVROLET—'50 SL Deluxe 2-dr., $1,500 
$670. ae FRAZER— ‘47 Manhattan sedan, $670° $1,415* $1,430, $1.400; FL Deluxe 2-dr., $1,510 
3 ’ 95 ‘ > KAISER ‘47 Special sedan, $680 STUDEBAKER —'48 Champion conv... $845 $1,490. "49 SL Deluxe 2-dr.. $1,200: SI 

HUDSON 48 os Tar so00 17 (6) | OAKLAND, CALIF. MERCURY —'49 sedan, $1,290. ‘47 sedan.| ‘45 1-ton platform, $420 Special 2-dr., $1,160; conv., $1,255, $1 
L : 4s . j 2 _ . a $830 240; FL Deluxe 2-dr.. $1,250, $1,240 
Poaitie’ sgn 4-dr., $660 nite ius Ger Wada tee ae OLDSMOBILE—'50 (S88) sedan, $1,925" | HOUSTON $1,230, $1,225. ‘48 FM 2-dr $1.155 {7 

MINCOLN ‘49 Cosmopolitan 4-dr.. $1.410; | for sale of Oct. 8.) y '49 (98) sedan, $1,.510* ‘40 (76) sedan a * FM 2-dr., $870, $860. '46 FL aerosedan 
a - ) ; (Prices strong on all prewars and on $225 (Guif Auction Co. Sales every Tuesday $690. "40 SD 4-dr., $200, $145. ‘39 half 
ERCURY "50 2-dr., $1.700. ‘49 2-dr.. | low-priced '46s, '47s and "48s. Prices of | PLYMOUTH ‘50 Deluxe sedan, $1,390, | Prices are for sale of Nov. 14.) |__ton panel, $125 

met 25: 4-dr. $1,215; sport sedan, $1.-| '49s and ’50s were about the same as the $1,350. '49 Deluxe sedan, $1,120. '46 De- (Sold 29 units out of 95 offerings.) | CHRYSLER—'47 Windsor club coupe, $875 
7. ‘4 ‘coupe, $855 vious week.) luxe sedan, $650. ‘42 SD club coupe, | BUICK—'47 Special 2-dr., $665 '42 NY 4-dr., $355. 

etitesenn aks ‘4-é2.. $1,215; (78) BUICK "42 2-ar., $245; 4-dr.. $340. ‘41 $300, ‘41 SD sedan, $325. ‘40 Deluxe | CADILLAC—'48 (62) 4-dr., $1,780 | CROSLEY—'49 1,-ton pickup, $200 
— i > $1.150* 4-dr., $380. ‘40 4-dr.. $175 37 4-dr.. sedan, $300. CHEVROLET—'50 SL Deluxe 2-dr.. $1,- | DesOTO ‘48 Custom 4-dr., $1,115. “42 

mateln" “tn“ccee tebe, 47 i<tr..| come’ pa: sO US") poNTIAC—'47 SL (8) sedan, $980, $920.| 665; FL Deluxe 2-dr., $1,775, $1,310,| Custom club coupe. $395 

he r CADILLAC—'50 (62) conv., $4,325*. ‘49 "46 SL (8) sedan, $805 $1,550; 4-dr., $1,625. ‘49 FL Deluxe| DODGE—'49 Coronet 4-dr. $1,295. “48 
oe ou "49 8 cour $1,305: (61) 4-dr. 2,600". '48 (62) conv 2. | STUDEBAKER ‘50 Champion conv... $1,- 2-dr., $1.240. '48 FL aerosedan, $925; SM| Custom club coupe, $1,125 

PLYMOUTH ‘49 SD club pe r., $ an ; 3 
‘-dr.. $1.275. '48 SD 4-dr., $975. “47 SD 190*; 4-dr., $2,100*. '46 (62) 4-dr., $1,- 425. ‘41 Champion sedan, $425 2-dr., $740. '47 FL aerosedan, $915; FM | FORD—’'50 CD (8) 2-dr.. $1,575, $1,530 
=. $940 "46 SD 2-dr. $6 5, 255°. club coupe, $790 ose '49 Custom (8) 2-dr..| $1,090. $1,065 
NTIAC—? ) tan, $1,760%. "49 (8) | CHEVROLET—'50 2-dr., $1,490. ‘49 SIL ° DODGE-—'49 Wayfarer 2-dr., 035. "48) 4-dr., $1,050; Standard (8) 2-dr.. $1 

ear. 3 gues 46 16) 4-06. $1.150. 47] Deluxe club coupe, $1,500. 48 4-dr. DETROIT | %-ton pickup, $632. ‘47 business coupe, | 055; ‘station wagon, $1,085. ‘47 (8) 2-dr 
sas delen. $835 $975; 2-dr., $900. '47 FL aerosedan, $895 (Aptco Auto Auction. Sale every Wednes- $350. ; § $740. '46 (6) 4-dr.. $460, $670, "40 «¢S) 

STUDEBAKER. ‘49 Champion club coupe ‘41 club coupe, $530; 4-dr., $325; conv., | day. Prices are for sale of Nov. 15.) | FORD—'50 CD 2-dr., $1,345. ‘49 Standard conv., $165. 

: $1 255 48, Champion conv., $1,110, ‘47 $100. '40 2-dr., $335, (Sold 60 units out of 127 offerings.) | 2-dr., $1,000; club coupe, $1,110. ‘48 De- KAISER- "49 4-dr., $790. 

Land Cruiser 4-dr., $965; Champion | CHRYSLER—'48 2-dr., $1,100 BUICK—"49 4-dr., $1,275; 2-dr., $1,290 luxe (8) 2-dr., $800; 4-dr., $910, '47) MERCURY—'39 conv., $550. 
acu, $860. bi DODGE-——'47 Custom 4-dr., $775. ‘41 4-dr., "48 «2-dr., $1,195. ‘47 4-dr., $775. '46 2-dr., $750, '46 2-dr., $650. NASH—'48 (600) 4-dr.. $820. ‘47 Ambas 
-ar., mv. $435. 2-dr., $620, $575. MERCURY—'51 4-dr., $2,310. ‘49 4-dr., sador club coune, $650; (600) 4-dr.. $725 
VALDOSTA, GA. FORD—'49 Custom (8) conv., $1,275, $1,- | CHEVROLET—'50 2-dr., $1,435. $1,430,| $1,252. : : | OLDSMOBILE-—'50 (88) cedanet. $1,900" 
‘ ° 195; club coupe, $1,175; (6) 2-dr.. $1.- ‘49 4-dr., $1,205. ‘48 2-dr., $830. '42| OLDSMOBILE-—'50 (88) Deluxe 2-dr., $2,- "49 (88) 4-dr.. $1,.395*. ‘46 (78) 4-dr 
(Tom Hewitt Auto Auction. Sale every | 150. '46 (8) 2-dr., $770; 4-dr., $675. '42| 2-dr., $325, $170. ‘41 club coupe, $500,| 200%. _ : | $840", S$770*; (76) 4-dr.. $780. "40 (8) 

Friday. Prices are for sale of Nov. 10.) (8) half-ton panel, $360; business coupe, $285 PLYMOUTH—'50 Deluxe 4-dr.. 2 at $1,-| 4-dr.. $125 
Sold 121 units out of 222 offerings.) 275 CHRYSLER—'46 Windsor 4-dr., $750 310. | PLYMOUTH—'49 SD 4-dr., $1.205, $1.300 
( Re $275. l : J . : 

RUICK—'50 Special Deluxe 4-dr., $1.675*. | aupson "40 4-dr., $110; 2-dr.. $190; | DeSOTO—'47 4-dr.. $810. '46 4-dr., $715. | STUDEBAKER _ "50 Champion Deluxe| club coupe, 81.190. "48 SD 4-dr.. $985 
49 Super 4-dr., $1,400: RM 4-dr., $1,- half-ton panel, $135 DODGE—'49 Wayfarer 2-dr., $830. ‘48 2-dr., $1,245. "48 conv., $880 | ¢lub coupe, $1,015. $880. ‘46 SD 2-dr 
400. '41 Special 4-dr., $350 LINCOLN—'49 4-dr., $1,405, $1,400 4-dr., $975, $950. ‘47 4-dr., $775 | $790. °'42 4-dr.. $265. °39 4-dr.. $140 

CADILLAC—'49 (61) 4-dr., $2,650° MERCURY—'49 2-dr., $1.295. ‘48 conv FORD. —'49 conv., $1,040, $1,000; 4-dr., DENVER $120. 

CHEVROLET—’'50 SL Deluxe club coupe, $1,100. '41 4-dr., $275. $970, $925; 2-dr., $900, $820. ‘48 station ” - PONTIAC—'47 (8) sedanet. $835. "46 (8) 
$1,400, $1,385, $1,410; conv... $1,575: NASH —'41 4-dr., $245. wagon, $750; 2-dr., $825; 4-dr., $650. '47 (Denver Auto Auction, Inc. Sale every sedanet. $715. '41 (6) 2-dr.. $515 
half-ton pickup, $1,250, ‘49 SL Special | oO, DSMOBILE—'41 club coupe, $270. ‘39 2-dr., $725. "46 2-dr., $630; 2 at $500. | Tuesday at Littleton, Colo. Prices are for | STUDEBAKER ‘48 Champion 4-dr 
4-dr., $1,185, $1,325: SL Deluxe 4-dr.. 2-dr., $195. ‘38 4-dr., $220. "39 2-dr., $165 sale of Nov. 14.) $850*. ‘47 Champion 4-dr., $765 
$1,220; FL Deluxe 2-dr., $1,200; half- | ppywouTH-—'49 club coupe, $1,200. '46 | HUDSON —'47 4-dr., $440. '46 4-dr., $460. (Prices about the same as previous 
ton pickup, $690. '48 FL aerosedan. $1,- 2-dr., $755; conv., $760, $800. ‘40 4-dr., |KAISER—'49 Traveler, $875; 4-dr., $815. | week.) AKRON 
060; half-ton pickup, $759. '47 FM 2-dr..| 195, MERCURY—'49 4-dr., $1,170. "46 4-dr., | BUICK—'50 RM _ sedan, $2,200*; Super é ! 
$710; club coupe, $655, $630. ‘41 SD | ponTIAc—'46 4-dr., $735 $660, $535 sedan, $1,845*; Riviera coupe. $2,265"; | (H. C. Turney Auto Auction. Sale every 
2-dr., $455, $325, $320. ‘40 MD 2-dr.. | sPUDEBAKER —'41 4-dr.. $395 NASH—'50 (600) 2-dr., $1,210. ‘48 (600) Special sedan, $1,830*. ‘49 RM _ sedan. | Thursday. Prices are for sale of Nov. 16) 
$375, $200, $275. °39 Standard 2-dr.. | 2-dr.. $680. '47 Ambassador 4-dr., $640 $1.500*. '40 Special sedan, $185. (Sold 44 units out of 89 offerings.) 

00; MD 4-dr., $200. '37 Deluxe 2-dr y 1 Wy OLDSMOBILE—'48 4-dr., $1,160, '47 4-dr.. | CADILLAC—'50 (62) sedan, $3,790* ‘48 | BUICK—'49 Suner 2-dr.. $1.485*. ‘46 Super 
gies: ALBANY, N. Y 
$230, '34 4-dr., $210. = . . . =" ° $895. '46 2-dr., $585 (62) sedan, $1,910* 2-dr., $775. ‘41 Super 4-dr.. $275. ‘'40 

CHRYSLER—’'48 Windsor 2-dr.. $825. $1 (Tim Anspach's Dealer Auto Auction. | PLYMOUTH—'48 4-dr., $785, $780 | CHEVROLET ‘50 SL Deluxe sedan, §$1.,- Super 4-dr., $225; Limited 4-dr., $155. 
050, '40 NY 4-dr., $175. -s¢ | Sale every Monday, Prices are for sale of | PONTIAC "49 2-dr., $1.290. ‘47 club 470, $1,500, $1,595, $1,905"; conv., $1,- | CADILLAC—'40 (60) 4-dr., $455. 

DeSOTO — '49 Deluxe 4-dr., $1,400. “48 | Nov. 13.) coupe, $790, $750. ‘42 4-dr., $255. '41| 650, $1,700; half-ton pickup, $1,220, $1,-|CHEVROLET—'50 FL Special 2-dr.. $1 
Custom 4-dr., $1,000. ee) cole (Market in a general recovery, with 2-dr., $240. °39 2-dr., $150. ‘38 4-dr., 225, $1,265, $1,275. '49 SL Special sedan, 275. '49 FL Deluxe 4-dr.. $1,175: SL 

DODGE — '49 Coronet 4-dr.. $1,515. “48) prices up $50 to $75 on most models. $295. | $915; half-ton pickup, $840. ‘48 FM| Deluxe 2-dr.. $1,120. $1,155, $1,130. ‘48 
Custom business coupe, $915. Sold 79 units out of 108 offerings.) STUDEBAKER—'49 4-dr.. $1,160 | sedan, $860, $915, $1,060, $1,165. '47 FL| FL aerosedan. $1,000, ‘47 FM 4-dr 

FORD—'50 Deluxe (8) 2-dr., $1,300. $l.-| RBUICK—'50 RM _ Riviera coupe, $2,200*: | sedan, $785, $980. 46 half-ton pickup, $800; club coupe. $730. ‘46 FM club 
470; CD (8) 2-dr., $1,540, $1.415: De-| Super 4-dr., $1.780*. ‘49 Super conv.. MASON CITY. IA $545. '41 sedan, $285, $495 it coupe, $710. '42 FM club coupe, $400. '41 
luxe (6) 2-dr., $1,440; half-ton pickup. | $1,610; 2-dr., $1,475%. ‘48 RM 4-dr.. Avs Ee . q Bike CHRYSLER '50 Windsor sedan, $1,870 SD club coupe, $240: $350: 2-dr.. $340 
$1,250 . °'49 Custom (8) club coune $1,100; Super conv., $1,135. ‘40 Super (Lapiner’s Used Car Auction. Sale every ‘49 Windsor sedan, $1,525. ‘48 Windsor ‘40 MD 2-dr.. $350, $200. $225, $475 
$900, $1,120, $1,060, $875, $1.050, $975 4-dr., $150. Wednesday. Prices are for sale of Nov. 15.) sedan, $1,110, $1,150. CHRYSLER ‘49 Windsor 4-dr., $1,120* 
$1,020, "48 Deluxe 2-dr., $825: SD (8) | CADILLAC—'42 (62) 4-dr., $425 (Market is steady, Sold 113 units out | DeSOTO—'48 4-dr., $955 a '40 2-dr., $240. 
4-dr., $875, $850. $925. '47 Deluxe 2-dr.. | CHEVROLET—'50 SL Deluxe 4-dr., $1,620: | of 169 offerings.) | DODGE—'50 Coronet 4-dr., $1,750*, $1,- | DeSOTO "42 Custom 4-dr.. $465*. ‘40 
$795; SD 4-dr., $800. '46 Standard 2-dr., 2-dr., $1,550; Bel-Air, $1,720; FL Deluxe | BUICK ‘49 Super 4-dr., $1,485; 2-dr.. 765*, '49 Wayfarer 2-dr., $985. '46 sedan, 2-dr., $175. 
$660; 2-dr.. $695, $795: SD club coupe. | 4-dr., $1,825°. 49 FL Deluxe 2-dr.. $1,-| $1,435*, $1,375*. "47 RM 4-dr., $865. '46| $665. $670. "39 sedan, $255 DODGE—'48 Deluxe 4-dr.. $1,050*, '47 De 
$825. '42 SD 2-dr., $450, $330, $490. '41 230; FL Special 4-dr., $1,260, $1,200. ‘48 Super 4-dr., $715 FORD—'50 Deluxe (8) sedan, $1,400*: De- luxe club coupe, $750. ‘41 4-dr.. $300 
Standard 2-dr.. $540; SD 4-dr., $265, FM 4-dr., $1,020, $840; FL 4-dr., $960; |CADILLAC—"50 (62) 4-dr., $3,445*. '48| luxe (6) sedan, $1,270; (8) half-ton| FORD—'49 business couve. $935. °47 SD 
$575. ’40 Standard business coupe, $320./ SM 4-dr.| $830; 114-ton rack, $650. ‘47 (62) 4-dr., $1,925*, $1,800. ‘47 (62)| panel, $995. ‘49 Custom (6) sedan, $1,-| club coupe, $800. '46 SD (8) 2-dr.. $700 
$385; 2-dr., $400. '39 Deluxe 4-dr.. $300. FL 4-dr., $800. '46 FL aerosedan, $775: 4-dr., $1,270. '46 (61) 2-dr., $1,180. '41| 040, $1,150, $1,185; Custom (8) sedan ‘41 2-dr., $330. '40 club coupe. $170 

FRAZER—'48 Manhattan 4-dr., $860. 4-dr., $660; SM 2-dr., $610. '42 SD 2-dr (61) 2-dr., $495 |} $1,075", $1,105, $1.110*, "48 (8) sedan, 2-dr., $125. 

HUDSON-—'16 Commodore 4-dr., $560 $440. ‘41 conv., $290; 2-dr., $280. CHEVROLET—'50 FL Deluxe 4-dr.. 2 at 725, $850, $860, $865. ‘47 (8) sedan, | MERCURY "49 2-dr.. $1,285. ‘47 club 

KAISER-..°49 Deluxe 4-dr., $900, '48 4-dr DeSOTO—'49 Custom club coupe, $1,460 $1,430, $1,415. $1,420, $1,400; SL De- $700, $720, $745, $750; «S) half-ton coupne, $820. '46 2-dr.. $620 
$570. $1,490. ‘48 Custom conv., $1,050. ‘46 luxe 2-dr., $1,565, $1,445; 4-dr.. $1,460 pickup, $555. °46 (8) sedan $575 $640, | OLDSMOBILE.-'41 (76) 2-dr.. $270*. ‘4 

MERCURY "46 4d-dr., $700. ‘39 2-dr Custom 4-dr., $885; Deluxe 2-dr., $760 '49 SL Deluxe 2-dr., $1,145, $1,130, $1,- $675, $690, $700. ‘41 sedan, $285 (98) 4-dr.. $155 
$150. re DODGE ‘49 Wayfarer 2-dr., $1,220 ‘47 170, ‘48 half-ton panel, $560, ‘47 FM | HUDSON—'50 Pacemaker sedan, $1,450*. | PLYMOUTH--'41 SI 2-dr.. $365 $270 

OLDSMOBILE.—'50 (SS) 2-dr., $1.770% "49 Custom i-dr,, $880 2-dr $765, $839, $875, $895 46 SM| ‘46 (8) sedan, $500 PONTIAC ‘40 club coupe, $170; 2-dr 
(76) 4-dr.. $1,350*, $1,300; (98) 4-dr FORD—’'50 station wagon, $2,150; Cb 16) 2-dr $615, $670, $680, $690 41 SD | MERCURY—-'49 sedan, $1,120 $180 
$1.475*. '36 4-dr., $150 club coupe, $1,170; Deluxe (8) 4-dr 2-dr., $340, $380 NASH.—'48 (600) sedan, $760 : 

PACKARD -°49 Super 4-dr., $1,030. "42 $1,265 1,425. ‘49 Standard (8S) 2-dr., | CHRYSLER ‘48 Windsor 4-dr., $995 OLDSMOBILE 49 (98) sedan. $1,620* IL 7 

$ - = @ 4s ‘ . 
Clipper 2-dr., $480 $1,030, $900; Custom (8) 4-dr., $900*, | DeSOTO "49 4-dr., $1,440. ‘42 2-dr.. $500.| (76) sedan, $1,.525* 48 (78) sedan anil ei . 7 — 

PLYMOUTH..°50 SD club coupe. $1.590. | 1,000; cony $1,050. ‘46 Deluxe (S) | FORD 50 Deluxe (6) 2-dr $1,210, $1,- $905* (Danvi e Auto Auction. Sale every Wed 

$ 
'49 SD 2-dr., $1,240, $1,200. '41 Deluxe | is si deliapcliliniaianiciaehiibcciicdis sesiehaindinisinanicbeuaeti iceiaieaieaialataea on in nesday, A ponny are for sales of Nov. 8-15.) 
9 § 2-dr., 240, ' | CHEVROLET—-'50 SI. Deluxe club coupe 
-dr., $250 

PONTIAC "50 conv $2.100: Chieftain $1,450; FL Deluxe 4-dr., $1,335. '48 FM 
(8) 4-dr., $2,010* ‘47 SL 2-dr., $690. 4-dr., $660; 2-dr. $1,005 SM 2-dr 
'46 Torpedo 2-dr., $660. '39 (6) 2-dr., $900; FL 2dr. $1-075, $1,040, $850 "47 
375. 4 2-dr., $875. 6 FM 4-dr., $700. '41 

STUDEBAKER "50 Champion conv., $1.- MD club coupe, $495. $310; SD 4-dr 
405, °49 Champion club coupe, $1,230. $475; club coupe, $310. °40 MD 4-dr 
48° Commander 4-dr., $900. '42 Cham- $150; SD club coupe. $220. '39 MD 4-dr 
pion 4-dr., $290. & $405; 2-dr., $260 

FORD 50 (8) half-ton pickup, $1,200, £ 

N ASS at $1,120, $1,130: CD (8) 4-dr $1,510 

CONCORD, M: —" | "49 Custom (8) 2-dr $920, $1,125 
‘Concord Auto Auction, Inc, Sales every | Standard (8) 4-dr. $975 "48 SD_(8 

Monday and Friday. Prices are for sales 2-dr., $850 2 at $930, $850; 4-dr., $720 

of Nov, 10-13.) Deluxe 8) club coupe. $880: 2-dr.. $870 
(Sold 107 units out of 205 offerings.) $760. '47 SD (8) 2-dr., $780 S550: De 

BUICK—'50 RM Riviera coupe, $2,350" luxe (8) 2-dr. s 5. "46 Deluxe (8 
Riviera sedan, $2,445*. ‘49 Super sedan 2-dr $670. $755. S575. SA8N. SHIN: elut 
$1,450, $1,400. '47 Super sedan, $850. ‘40 coupe, $500 
Super sedan, $275 , s 

CADILLAC—"41 (62) sedan, $300. '40 +62) QUINCY, ILL. 
sedan, $325 

CHEVROLET ‘49 SL Deluxe club coupe Charlie Thale's Quincy Auto Auction 
$1,200; FL Special sedan, $1,100, $1,075 Sale every Friday. Prices are for sale of 
"48 SM business coupe, $760; sedan. $675; Nov. 17.) i 4 
FL sedan, $960. aerosedan, $1,010, $1.- CHEVROLET—'50 SL Deluxe sedan, $1 
025, $985. '46 SM sedan, $655. '41 SD 530. '49 conv., $1,100. ‘47 FL aerosedan 
conv., $565: MD club coupe, $400; sedan, $850, $880; FM sedan, $735, $760, $710 
$310. '40 SD sedan, $365; conv., $310: ‘42 sedan, $345. $310. '41 sedan, $235 
MD sedan, $310, $325, $205, $175, $285, $415, $295. '40 sedan, $280 

CHRYSLER—'40 Windsor club coupe, $285 $165, $135, $280. °'39 sedan, $300, $195 

FORD—’'50 Deluxe (6) business coupe, $1,- $135, $180, 135. '38 sedan, $130, $190 
130; sedan, $1,325; half-ton pickup, $850. $150, $125. ’°37 sedan. $120, $175. 

’49 Custom (8) sedan, $1.125, $1,085; (6) FORD—’50 Crestliner, $1.500. '49 Custon 

tor 75. 46 hi 2 5, $930. ° ) 
Ba "Een Sahih coupe 'gis | Paretti Pontiac Ce., New Orleans— eat tia HET tte ale ort 
305, 50, § ; fo, a 5 sedan, . § : 00, ; - 
$700. °46 SD (6) sedan, $600. '42 (6) This used-car lot at 2930 Gentilly Blvd. has been opened by the firm. The lot has a 260-foot frontage and runs 300 feet deep. The palt-tee opine. $240. ‘41 sedan, $200 
sedan, $310, $350. ‘41 station wagon. | ¢j i ith lighting. Hidden lights are featured on the 10 box poles. A wigwam is 300, $325, $180. "40 sedan, $255, $215 
S350, a = 40 sedan $135°'38 eight Pontiac heads on each post are roto vanes with neon lighting i ights 9g 198 sedan, 0145, $135. 4140" °S7 halt tor, 


located on the lot as well as an office. 


sedan, $230. 


pickup, $225. 
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| level because of the pricing meth- 


tails Must Cut New-Car Rates by Feb. 20... 





Freight Relief for Ford, GM Rivals 


(Continued from Page 1) | 


y ICC officials, who said this was | 
ntirely up to the car producers. | 
* * o 


ye the order takes effect | 
Feb. 20, it was explained, new 
maximums and minimums will be 
imposed on car shipments by rail. 
The ICC emphasized that the in- 
dustry itself will decide just how 
much of its savings, if any, will 
be passed along to retail car pur- 
chasers. 

Freight rates will probably drop | 
from $10 to $30 per car, though. 

A gradual increase in rail ship- 
ments of new cars by Chrysler 
and the independents was fore- 
seen. Inequities in the rail rate 
structure have prompted these 
concerns to turn from rails and 
boost their use of truckaways 
from northern plant cities. 
Included in the complaining 
group along with Chrysler were 
Hudson, Nash, Packard, Studebak- 





er and Willys-Overland. But bene- 


fits will also extend to Kaiser- 


Frazer and Crosley. 
. 


* * 


| REFORE Feb. 20, railroads must|ICC supported Chrysler-group 


charge Chrysler and the inde- 
pendents no more than 75 percent 
of first-class rates on car shipments 
from the northern cities anywhere 
in the U. S. 

This rate has been £5 percent of 
first-class since 1944—and thus the 
reduction of 10 percentage points 
will mean a saving of nearly 12 
percent to the “Chrysler group.” 

As for GM and Ford, the ICC 
acted to “freeze” the rates from 
their scattered assembly plants to 
destination points at 50 percent 
of first class rates, Hitherto, rail- 
roads have charged Ford and 
GM as low as 30 percent in some 
areas, giving rise to the Chrysler 
charges of vast discrepancies as 
between the two basic rates. 

Ford and GM may be required 
to pay a higher freight rate in cer- 
tain sections, it was noted, but ob- 
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|ods of the manufacturers, it 
| present in the form of greater funds 


|servers held it unlikely that their 
retail prices would be affected. 


In explaining its decision, the 


charges that the GM-Ford advan- 
tage on freight rates helps these 


two makers hold down prices and 
pay larger dividends to. stock- 
holders. 


* * . 


A§ IT is, all car makers pocket 
the difference between rail rates 





from their main plants to destina- 
tions and the actual cost of ship- 
ping. Chrysler, Nash, Studebaker 
and Willys join Ford and GM in 
benefitting from this, since they 
all operate assembly plants on the 
West Coast. 

Ford and GM, though, are the 
only ones with assembly plants in 
the East, South and Southwest. 
Moreover, according to the ICC, 
GM and Ford enjoy a lower basic 
rate on top of shorter distances 
for shipping. 

“These savings,” the ICC state- 
ment declared, “may be used for 
various purposes, including divi- 
dends, advertising, reduced prices 
or production of better automo- 
biles at no increase in prices. 

“In a highly competitive market, 
those manufacturers having a low- 
er level of rates are benefitted and 
the manufacturers with a higher 
level of rates are injured. 


“While at the present time the 
benefit is not reflected at the retail 


Ford Division 


To Move Offices 


DEARBORN. — The large new 
building now nearing completion at 
Plymouth and Middlebelt roads 
will become the Ford division gen- 
eral office building, it was an- 
nounced by L. D. Crusoe, Ford 
division general manager. 

Originally planned as headquar- | 
ters for the division’s parts and | 
accessories operations and regional | 
and district sales offices, the build- | 
ing’s office space is being expanded | 
to accommodate approximately | 
2,500 of the division’s general of- | 
fice personnel. 

Detroit district and Central re- 
gional sales offices will remain in 
downtown locations. 











Obituaries 


Robert E. Maypole, 73, 


Stutz Car Pioneer 
CHICAGO. — Funeral services 
were held here last week for Rob- | 
ert E. Maypole, 73, a founder of | 
the Stutz Automobile Co. Mr. May- | 
pole had retired from the automo- | 
bile business 18 years ago and 
moved to a farm at Minocqua, Wis. 
+ * * 
Robert Cain 
MEMPHIS.—Robert Cain, 40, 
sales supervisor of Hull-Dobbs Co., died 
Nov. 16. Before coming to Memphis, Mr. 
Cain was associated with the company for 
three years at Cincinnati, St. Louis and | 
Cleveland. 





assistant 


* * + 


Henry T. Kuhlman 
PHILADELPHIA. — Henry T. Kuhlman, 
63, project engineer at Budd Co.’s Hunting 
Park plant, died Nov. 17 in Pennsylvania 
hospital after a long illness. | 
* * * 


James H. Wood 
NORFOLK, Va.—James H. Wood, 56, 
former manager of Ford Motor Co. | 
branches in Atlanta and Norfolk, died here | 
Nov. 2. Mr. Wood joined Ford in 1915, ; 





resigning in 1936. At the time of his death 
he was manager of the Ford Tractor & 


Implement department of Bruce-Flournoy | 
Motor Corp., Norfolk. 
* * * 
Ralph A. Coan 
OSWEGO, Ore Ralph A. Coan, 69, 


| president of the Oregon State Motor Assn., | 
died at his home after a brief illness. He 
|was a member of the national board of 
| directors of the American Automobile Assn. 
jand of the advisory committee on travel 
|information of the Oregon highway com- | 
| mission, | 





* * * 


Ernest Sweetland 
OAKLAND, Calif.—Ernest J. Sweetland, | 
79, inventor of the Purolator oil filter, died 
here Nov. 17. He was chairman of the 
United Filter Corp. and winner of numer- | 
ous scientific awards. ‘Mr. Sweetland was | 
credited with some 30 inventions. | 
* * 
Roy E. Myers 
HARRISBURG, Pa. — (UTPS) — Roy E. 
Myers, 66, former owner of Nash Auto- 
mobile Agency and more recently a sales- | 
man with Trailmobile Co., died Nov. 16 at | 
his home 
* * * 
Jack Johnson 
CLAREMORE, Okla.—Jack Johnson, 54, | 
who founded Claremore Motor Co. in 1932, 
died at his home here Nov. 19 after an 
illness of nearly a year. 





a OY 


is 


for use in the various manufactur- 
ing operations or for payment of 
larger dividends to stockholders. It 
is clear that General Motors and 
Ford have benefitted and the other 
manufacturers are injured.” 

+ * * 

N “ESCAPE clause” was pro- 
+% vided by the commission for 
railroads which will be hard hit by 
increased short-haul rates from 
Ford and GM assembly plants. 
These railroads had _ vigorously 
fought the appeals of the central- 
ized car makers. 

Short-haul lines can charge GM 
and Ford less than 50 percent of 
first-class rates if they also cut 
proportionately the new long-haul 
maximum of 75 percent. 

Truck rates were untouched be- 
cause insufficient evidence was 
available to make a finding, ICC 
said. 

Three of the 10 ICC members 
dissented. One of the dissenters ob- 
jected to the entire system of grad- 
ing new-car rail rates. 













When you sell new equip- 
ment, be sure you improve 
driver efficiency as well as 
mechanical efficiency. Bear in 
mind that nothing contributes 
more to driver fatigue than 
poor seating. Recommend 
Bostrom hydraulic seats that 
reduce fatigue, promote safety, 
and cost less in the long run. 


eee a eas Ga § 


Leading 
Manufacturers 
Offer Bostrom 
Hydraulic Seats 
“Factory Installed” 


1 

| 
International Harvester | 
Co.: No. 1656 * GMC: No. 
2233268 * Diamond T: No. | 
P-1378 * Federal: No. 56- | 
D-3201 * Reo: No. 734-R6X | 
* Four Wheel Drive: No. | 
56B8-47 * Oshkosh: No. | 
1957G °* Sterling: No. 
4UB1416-3 * Walter: No. | 
AD-904 * Peterbilt: Stand- | 
ard Equipment * Available, | 
Coleman, Dart, Duplex, | 
Hendrickson, Kenworth; 
Bostrom No. 20601 j 





Merrin Joins 


Hudson Sales 


DETROIT.—Hudson has appoint- 
ed John W. Merrin as special sales 
representative with headquarters 
in Detroit, Vice- 
President N. K. 
VanDerzee an- 
nounces. 

Before coming 
to Hudson, Mer- 
rin, a 25-year vet- 
eran in the auto- 
mobile business, 
was with Kaiser- 
Frazer as divi- 
sional sales man- 
ager. Previous to 
joining Kaiser- 





J. Ww. Merrin 
Frazer in 1948 he was a regional 


manager for Studebaker in the 
South Bend, San Francisco, Cleve- 
land, Chicago and Cincinnati re- 
gions. 


AUTOMOTIVE NEWS WANT ADS have 
been proven the quickest, least expensive 
method of reaching the men who want 


what you have or have what you want! 
See the back pages of this issue. 


When You Specify Truck Capacity 







Shock absorber and suspension mech- 
anism of Bostrom seats soak up 
jolts and jars. Fore and aft adjuster 
accommodatesall drivers. Steel frame 
and mechanism outlast the truck; 
eliminate repairs. Snap-on seat cover- 
ings can be replaced in 10 minutes; 
eliminate upholstery jobs. 


Recommend “‘factory installed’”’ 
Bostrom hydraulic seats on all new 
equipment orders. 


BOSTROM MFG. CO. 


Milwaukee 4, Wisconsin 


WANTED 


Seti, 


ee 
———— 





For Posts and 
Building Fronts 


Boost auto sales. 


SALESMEN - DISTRIBUTORS 


Auto Sales Booster 


Supply auto dealers with POST-LITES, the exterior 
fluorescent “traffic stoppers”. 


Dominate the street. 


Results proven. Terrific demand. 


Users selling others. Help us close inquiries pouring 
in from Post-Lite national advertising in Sat. Eve. 
Post, Time, etc. Immediate delivery. Excellent, quick 
profits. Address Mr. Autry, 

W. H. long Co., 108 W. Illinois St., Chicago 10, Il 














42 Soman 


New York State | | 
Claims Biggest | 
NADA Roster 


ALBANY.—New York state cur- 
rently has more members of the 
National Automobile Dealers Assn. 
than any other state in the union, 
while the state association is one 
of the largest trade groups in New 
York, B. F. Curry, membership | 
chairman, reported. 

Curry said that in the recent | 
membership drive, 200 additional | 
dealers joined the New York State | 
Automobile Dealers Assn., while 151 | 
new members joined NADA. This | 


state association members 
2,125 NADA members. 

Emphasizing the “outstanding 
work” of all New York state deal- 
ers in building up association mem- 
bership, Curry pointed out that five | 
years ago, on Oct. 31, 1945, there) 
were only 890 members of NADA) 
in New York state, and only 863 | 
members of the NYSADA. 

Curry said the membership drive 
had been extended for another 
month. In handling the campaign, | 
the state was divided into three | 
regions with S. J. Reynolds of Syra- | 
cuse, chairman of the west; A. | 
Richard, Poughkeersie, chairman 
of the east, and William Frame 
Mineloa, chairman of the south. 

To date, the western region is 
leading with 86 new state associa- 
tion and 89 new NADA members. 
The eastern region reported 67 new 
state association and 62 new NADA 
members, while the south had 47 
new state association members. In 
the national association as of Oct. 
31, upstate New York, which is rep- 
resented by NADA director Carl 
Fribley, Norwich, had 1,503 mem- 
bers while metropolitan New York 
represented by Frame, had 622 
members. 





McClure to Head 
K-F Fleet Sales 
WILLOW RUN.—Appointment of 
F. L. McClure as director of fleet 
sales for Kaiser-Frazer has been 
Ee: announced by 
Steve Girard, 
general sales 
manager. With 
K-F since July as 
fleet sales man- 
ager in the St. 
Louis region, Mc- 
Clure has a back- 


ground of 30 
years in the auto 





sales field. 
A native of Em- 
F. L. McClure poria, Kans., his 


first automotive position was as dis- 
trict manager and fleet sales repre- 
sentative with Ford in St. Louis. 
In 1931 he joined Chevrolet’s com- 
mercial truck and fleet sales de- 
partment, serving in St. Louis and 
Dallas until 1935 when he was 
transferred to Detroit as assistant 
manager for all Western states. 





Transit Group Seeks 


Ample Materials 


WASHINGTON.—The Ameri- 
can Transit Assn. last week 
asked the government for assur- 
ance of enough scarce materials 
to provide 7,900 new buses, 
trolley and subway cars next 
year. It was said that number 
would be needed to take care of 
normal replacements. 

However, it was predicted in 
auto circles that the National 
Production Authority cut in 
aluminum use would slash bus 
production by 50 percent. 
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Chevrolet Dealers Honored— 
Paul A. Kuhn, second from the right, vice-president of East Side Chevrolet and North| period of October, 
brings total membership to 2,052 | side Chevrolet, Indianapolis, was one of three Indiana Chevrolet dealers to receive a | that Chevrolet dealers have around 


wood, and H. H. Horner, extreme right, 


————————ee 


eames 


Inc., of 


Lafayette, were the other two dealers to receive the award. All three are members of the 


Indianapolis Chevrolet zone dealer planning 


committee 


Pa. Dealers Call Councils 


Best Discount Protection 


(Continued from Page 2) 


sending new cars to dealers with|many customers are hard put to}! 


more than $300 worth of additional | 


accessories. 


* * + 


“ON A time-payment basis under 


present restrictions, this adds | 
more than $20 per month to the} 


cost of the car at a time when 


1 7 A rea Chairmen 
Appointed by 


Louisiana Assn. 


NEW ORLEANS.—tThe Louisiana | Falls, chairman 


|pay for a car without extras.” 


and | dealer committee award. L. E. Craig, extreme left, Indianapolis zone manager, is making | 
| the presentation to Kuhn. W. T. Kelly, right of Craig, owner of Kelly Sales Co., of Green- | 
president of the Horner Motor Co., 


_AUTOMOTIVE NEWS, NOVEMBER 27, 1950 


|Klingler, Fish Give Views .. . 


Makers Push Plans 
Despite Confusion 


trucks were sold at retail during | 
the 1950-model year—a new alltime | 
record. Of these 1,456,000 were cars | 
| and 442,000 trucks. 

Fish also reported that Chevrolet 





sales in the first 10 days of Novem- | 


than the last 


higher 
and declared 


ber were 


200,000 unfilled orders at present. 

Chevrolet dealers have an aver- 
age of only four cars and trucks 
in stock, Fish said, cautioning 
| dealers against giving the ve- 
hicles away. 

Output on the 1951 models started 
Nov. 21, with public announcement 


set for Dec. 9. 
a 


* * 


se pointed out that Chevrolet | 


had spent more on refurbishing 
the 1951 models than the company 
had expended on changing the 1949 
models over to the 1950s. Among 
'the highlights of the new models 
are a new rear-end treatment, re- 


PAA’s industrial relations com-|styled front end and an entirely 
|mittee is made up of units of three|new braking system. 


|dealers representing cach make of 
| car. 
|felt that no one dealer could speak 
|for a particular line in an area as 
|large as Pennsylvania. 

The following members of the 
committee were appointed to an 
executive committee to act be- 
tween meetings of the main com- 
mittee: 

E. A. Sahli 

; J. V. Booth (Chev- 


Automobile Dealers Assn. through | rolet), McKeesport, GM representa- 


Claude LeDoux, president, has ap- 
pointed 17 area chairmen to take 
care of activities of the state body | 
and of NADA affairs. Dealers have 
been requested to contact the area 
chairman nearest them for infor-| 
mation. 

The area chairmen are: District 
1, Wiley L. Mossy, New Orleans; 
district 2, A. A. Claverie jr., Gretna; | 
district 3, A. Dupuy Vaeth, Houma; | 
district 4, Roy Inness, Donaldson- | 
ville; district 5, J. Glasscock, Ope- 
lousas, and district 6, Brown For- 
tier, Lafayette. 

District 7, Ralph Moran, Baton 
Rouge; district 8, Lawrence Fred- 
erick, Covington; district 9, Jerry 
Ashley, Crowley; district 10, J. W. 
Sailor, DeRidder; district 11, Louis 
Roy, Marksville, and district 12, 
Foster Walker jr., Alexandria. 

District 13, B. S. Landis jr., 
Winnsboro; district 14, S. J. Rogers, 


| tive, 


with A. C, Ditz (Pontiac), 
Philadelphia, alternate; J. E. Wolf- 
ington (DeSoto), Philadelphia, 


Clemson (Chrysler), State College, 
alternate; L. A. Bloom (Ford), 


Raymond P. Scott (Lincoln-Mer- 
cury), Wynnewood, alternate. 
+ + * 

E. SNYDER (Hudson), York, 
* independent representative, 
with George Eidam (Studebaker), 
Hazleton, alternate; John P. Moo- 
ney (Packard), McKeesport, NADA 
industry relations; Paul Ruch 
(Dodge), PAA president, and Klugh. 

Other members of the commit- 
tee by make are as follows: 

Buick—John H. Gardner, Upper 
Darby; W. F. Reithmiller, Pitts- 
burgh, and Russell Gingrich, Leb- 
anon. Chrysler—Frank B. Eshel- 


’ 


Monroe; district 15, Ken Elliott, 
Ruston; district 16, J. S. Daray, an nee ana a — 
Natchitoches, and district 17, Glenn Cune Kittanning and John H. 
Huff, Shreveport. Fassitt, Philadelphia. Hudson— 
D ; ae Jones, Dormont, and C, E. 
cClelland, Washington. Kaiser- 
avis Opens | Peaser—Var W. Smith, Nazareth, 


Theft Defense 


LOS ANGELES. — Gary Davis, 
promoter of a three-wheel car that 
never reached mass production, has 
opened his defense on 28 counts of | 
grand theft in superior court here. | 

The prosecution, which took five 
weeks to present its case, called 85 
witnesses. The counts involve only 
$60,000, but the prosecution claimed 
investors lost $1,000,000 under the 
plan. 

As an opener, Davis told the 
court that had his car been mass- 
produced, its streamlining and cen- | 
ter-wheel construction would have | 
cut friction and gas consumption 
to a minimum. 
















The Technique of 


AUTOMOTIVE SALESMANSHIP 
By W. K. BRAASCH 


of Automotive Sales Trainers 


BRIEF DIGEST OF THE FIELD-TESTED SALES PRIN- 


TRAINING OVER 30,000 AUTOMOBILE 


THIS MANUAL CONTAINS DETAILED OUTLINES 


SIX TALKS FEATURED IN OUR 


AUTOMOTIVE SALES TRAINING CLINICS 


SIX OUTLINES IN ONE MANUAL 
. l—Nine Steps in Selling Automobiles 


No. 2—Automotive Success Fundamentals. PRICE 
No. 3—Fifty Ways to Find Prospects. $1 00 
No. 4—Personality—the Key to Success. . 
No. 5—Used Car Salesmanship. Postpaid 
No. 6—Organizing Your Sales Talk. 
W. K. BRAASCH, 332 s. MICHIGAN AVENUE CHICAGO 4, ILL. 


and Jay G. Rudolph, New Castle. 
Nash—Ned L. Bowman, Milton; 
Doyle Mierley, Altoona, and Henry 
J. Fritz, York. 


ron, and William B. Bradshaw, 
Jenkintown. Studebaker — James 
Reiley, Ardmore, and Oliver H. 


Peters, Allentown. Willys—Samuel 
H. Feldman, Kingston; J. K. Scat- 
tergood, 63rd Street Motors, Phila- 
delphia, and F. H. Holmes, Erie. 


| Cadillac—W, T. Plachter, Philadel- 


phia; William Baehr, McKeesport, 
jand Earl Y. Stoyer, Schuylkill 
Haven. 


Chevrolet—W. D. Chrisner, Ligo- 
|nier, and Howard Murray, Birds- 
| boro. DeSoto—Louis S. Snyder, Har- 
|risburg, and J. M. Neidhart, Ems- 
worth. Dodge—Edward J. Ronan, 
Philadelphia; Guy Woodward, 
Washington, and Robert C. Stout, 
|Beaver. Lincoln-Mercury—Richard 
M. Thackray, Johnstown, and R. 
W. Sabin, Sewickley, Oldsmobile — 
E. D, McKean jr., Pittsburgh; W. 
A. Stromeyer, West Chester, and 
Frank Pults, Greensburg. Pontiac— 
C. A. Snyder, Butler, and R. G. 
Gunn, Pittsburgh. 





Shulte Makes Repairs 


Alterations and repairs are now 
being made on the branch office of 
Shulte Packard, 3605 Wilkens Ave., 
Baltimore. Until the work is com- 
pleted, Charles Zanti, manager of 
the branch, will be located at the 
firm’s main office, 4615 Edmondson 
Ave. 


Packard—Kenneth L. Bell, Sha- | 


(Chevrolet), Beaver | 


Chrysler representative, with Frank | 


Scranton, Ford representative, with | 


He announced that Powerglide 


Klugh said that his association! would be available on all models 


| starting Feb. 1, now that pro- 
| ductive capacity of the automatic 
transmission had been doubled. 

Chevrolet has set 37 showings 
of the 1951 models throughout the 
nation, while Pontiac is sending 
four factory crews into the field for 
a serise of 24 zone showings. 

* * * 
\ EMBERS of the Pontiac whole- 
“ sale organization last week 
|completed what veteran executives 
|ealled “the most successful conven- 
|tion in Pontiac’s 25 years of exis- 
| tence.” 

The convention was held in the 
785-seat theater-auditorium of Pon- 
tiac’s new Engineering Center. 

Sales Manager L. W. Ward and 
his assistants this year used the 
structure of the Broadway play, 
“Heaven Can Wait,” to emphasize 
the importance of good customer 

relations. Professional actors and 
company executives worked to- 
gether as a team to act out the 
rewritten essence of the Broad- 
way hit to apply its message of 
“Put Yourself in the Other Fel- 
low’s Place” to the problems of 
automotive merchandising. 

At an evening meeting in De- 
troit’s Hotel Book-Cadillac, at- 
tended by top 
executives of Gen- 
eral Motors Corp., 
the 375 members 
of Pontiac’s field 
staff were compli- 
mented by GM 
President C. E. 
Wilson, who called 
them “one of the 
most up-and-com- 
ing wholesale or- 
ganizations in the 
industry, enthus- 








C. E. Wilson 
iastic, aggressive and able.” 

Chief speaker at the convention's 
last session was M. E. Coyle, senior 
executive vice-president of General 
Motors, and onetime Pontiac em- 
ploye. 


* * * 


WORKING on a close schedule, 
Klingler held a press confer- 
ence for 45 members of the work- 


jing press of Pontiac, Detroit and 


adjacent cities in the theater-audi- 
torium scarcely an hour after the 
conventioners left. 

He told the newspapermen that 
Pontiac “will build all the cars we 
can get material for during 1951 
and I believe we will sell every car 
we can make. We will build 446,- 
000 cars during 1950 and that will 
be our largest year by far. We can 


ber and January, and after that 
nobody knows.” 

Last Monday the Pontiac theater- 
auditorium again was in use as 
600 dealers from the Pontiac zone 
assembled for their first glimpse 
of the new Silver Streaks under 
the guidance of Assistant General 
Salesmanager Dan O’Madigan, jr. 
Similar meetings are being held 
throughout the country by four fac- 
tory teams led by Ward, his as- 
sistants, E. J. Chapman and O’Mad- 
igan, and Regional Managers T. A. 
White and Gordon Hersh. 





| were taking place, Pontiac con- 
1 





While these national meetings 








(Continued from Page 1) 


tinued to be a busy place. Tues 
day afternoon Pontiac supervis- 
ory employes got their first look 
at the new cars, with Klingler in 
charge of the meeting. They will 
also see a motion picture in color 
titled “Through the Years” com- 
memorating Pontiac’s Silver An- 
niversary. Wednesday Pontiac 
Motor office workers previewed 
| the new models. 

| On Nov. 27-28, pursuing a 15 
|year-old_ tradition, Pontiac has 
invited its suppliers to view the 
1951 cars. About 1,500 suppliers 
| have accepted Purchasing Director 
|Martin Rummel’s invitation and 
|supplier plants in every section of 
|the nation will be represented. 
Just concluding is a five-day ses- 
|sion of intensive study by more 
|than 600 members of Pontiac’s zone 
| service personnel. They were called 
to Pontiac by Service Manager 
| Hugh J. Hales to study mechanical 
|refinements on the new models 
|They, in turn, will conduct re- 
fresher courses among dealer serv- 
|ice department employes through- 
| out the country. 


Diversion Foes 
Challenge Result 
Of Tenn. Vote 


| NASHVILLE.—Although favored 
| by a 3-to-1 majority of those voting 
on the issue at the general elec- 
tion, a proposed Tennessee state 
constitutional amendment outlaw- 
ing diversion of highway-user tax 
revenues to nonhighway purposes 
failed by a margin of 11,340 to re- 
ceive a sufficient total of favorable 
votes for adoption, on the basis 
}of tabulations as prescribed by the 
|state legal department. 

Backers of the amendment have 
announced, however, they would 
contest the legal department’s com- 
puting formula in a suit aimed at 
a declaratory judgment from the 
state supreme court. 

Tom Springfield of Nashville, 
chairman of the amendment cam- 
paign committee, said the suit 
would seek state supreme court 
interpretation of this state con- 
stitutional provision: “And if the 
people shall approve and ratify 
such amendment or amendments by 
a majority of all the citizens of the 
state voting for representatives, 
voting in their favor, such amend- 
ment or amendments shall become 
part of this constitution.” 

In connection with a referendum 
on two proposed amendments in 
1940, the state legal department 
ruled that the total votes cast for 
the amendment had to equal a ma- 
jority of the votes cast for state 
representatives. 

It was under this formula that 
the anti-diversion amendment was 
counted as 11,340 votes short of 
adoption. 

Springfield suggested the possi- 
bility that only those votes cast for 
successful candidates for the hous« 
of representatives should be con- 
sidered in the counting formula. 

“The constitution says ‘represen- 
tatives’,” he pointed out, “It does 
not say the vote cast for candi- 
dates for representatives. A man 
does not become a representative 
until he is elected.” 


Dodge Transfer 


Goes to Harmon 
DETROIT. — George G. Harmon 





see our way clear through Decem-|has been appointed St. Louis re- 


gional manager, 
announces E. C 
Quinn, genera! 
sales manager of 
Dodge. He suc- 
ceeds Harry J. 
Washington, who 
has been named 
Chicago regional 
manager. 

The St. Louis 
region comprises 
parts of Missouri, 
Illinois, Ken- 
tucky, Arkansas and Tennessee 
Harmon formerly was Oklahona 
City regional manager. 





G. G. Harmon 
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in.” I then asked him what he | 
was doing, or planned to do, to 
make them come in, and he said: 
“Nothing.” He acted as if he con- 
sidered the situation completely 
hopeless because business was not 
knocking at his door, forgetting | 
that in normal times most busi- 
ness is secured by knocking at 


this phase of the business lately, 
| but still the potential never has 
been fully realized. This condi- 
tion is due largely to the lack of 
a sustained and energetic effort 
to combat the competition of out- 
siders. It is another case of be- 
ing satisfied with the business 
that comes easily and ignoring, 
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|Brodbeck Heads . 
Buick Distribution 


FLINT. — Appointment of Harry 
L. Brodbeck as director of car dis- 
tribution for Buick was announced 
last week by Al- 
bert H. Belfie, 

































the customers’ doors. His whole lary > 4 
perspective had become distorted Se ae ee —_ general sales 
because things had been so easy. Generally speaking 2 would ap naan ee = 
: : : ’ . ceeds e late 
. Now this particular dealer is @| pear that there has been a general Lester M. Taylor 
k pecans of good a and improvement since the war in the Brodbeck joined 
in a It was simply @ case | physical equipment with which to Buick in 1928. He 
: of his throwing up his hands when |do a good service job, but dealers d at 
i he encountered some sales resist-/haye not always backed up their en ac. 
7 ance. When he gets mentally ad- ~ is to a dli . ‘ith pervisor of tech- 
r- Oldsmobile or Football?— justed to the new situation, I feel | {penny mot to brine it in a oe 
1- ‘ . . : 7 : ‘ P- : ’ e proper effort to bring it into engineering de- 
The subject under discussion might have been either when this group met recently at/that he will do all right, but now the sho Now would seem to be A nat y 
os Oldsmobile auditorium. Dr. Norval N. Luxon (right), assistant to the president of Ohio | he appears to be completely be- |{h aa. to chan thi: situation: | Bredbeck 1938 wah "- in 
d State university, was the quest of Bill Kay (second from left), Oldsmobile dealer in Colum-| wildered. As for Regulation W, it t * pd ge ” eae ae Joo Was trans- 
o put aside any idea of waiting teed to car distribution on special 
bus, O., on a trip to Lansing. Fred Barratt (left), an All-American center at Ohio State | jis undeniable that while any tight- b . : 
5 in 1929 and now a member of Oldsmobile's labor relations department, received the ening of credits makes the public for customers ut, instead, to take assignment. In 1940 he was named 
wg lowdown on the 1950 OSU grid team. G. R. Jones (second from right), Oldsmobile general | buy more carefully, it doesn’t actu- |the offensive on all business fronts. | assistant to Taylor. 
Z sales manager, was an interested listener jally take money out of the buyers’) ————’ . : 
ne | pockets. . TUNE UP “ENGINE 
nd I he i oo — agrees * 
age of his sales had been for cas 
r A u t O F O r u m | before Regulation W was put back, 
* and he said about 50 percent. I 
then told him that, according to 
ie aes Sree FaeF *) his own figures, half his business 
ed hard and constant work by the | any size superimposed on _ the acetate een ae on be 
er dealers and their staffs. normal economy. The national : - at an. 
al There are three major factors! income for 1951 promises to set 7 
Is that combine to indicate that sell-| an alltime record, unless a full J AM completely sympathetic to- 
e- ing will be harder in 1951 than it| war program should cause a seri- _wards dealers in the burden that 
as has been since World War II. They! ous hiatus between peacetime and this regulation imposes upon them 
h- are: (1) Higher dollar prices of the | wartime production in some in- and hope that it will be modified, 
merchandise, as compared with| dustries, so that it will not be so harsh. But 
those of the prewar era—an inevi-| In other words, millions of people |I cannot subscribe to the extreme 
table result of higher production | in the United States are going to view that it will put out of business 
costs all along the line. I say “dol-| have plenty of money to buy cars, anybody who adopts the right kind 
lar” prices advisedly, because today |and customers’ money, after all, is | of a selling program, with adequate 
the automobile buyer pag to = the we index by cee - manpower to put it across. 
change relatively less of his goods|a merchant's potential sales. the 5 r : : 
or preteen to autho up the cost of | customers haven’t money, they can- It is "aon that any curtail- 
a car than he generally did before;|not buy anything, no matter how ment of the supply of new cars 
‘d (2) Credit restrictions that in-| much they covet it. Thus, so long) will emphasize the importance of *o TANT ADVANTAGe, 
ig crease the downpayment and/as the money is there and dealers| S¢TVice. The fewer new cars there ’ Get Four IMPO 
c- shorten the time of payment, thus|have merchandise that represents| 8° the more important it will 
te increasing the amount of the indi-| good value, the problem becomes be for owners to conserve their witH Kent-Moore “ 
és vidual notes: (3) Higher taxes on|one of adapting selling technique| Present vehicles. We learned dur- 
ix individual incomes, particularly as | to conditions. ing the four war years, in which 
»s affecting certain groups whose : *, 4 no passenger cars were built, that 
a earnings have not advanced cor- (CCSRTAINLY, the first essential ® dealer who is “service-minded / 
le respondingly. 4 step in the direction of more| ©4n operate on service and parts EXHAUST ELIMINATING FIXTURES 
is | Me se aggressive selling is to acquire the) ®l0ne. Happily, there does not 
en RIEFLY, the dealer will be re-| proper attitude. This means both Seem to be any immediate pros- If you were to sit down and write out a description of the “perfect” exhaust eliminating system 
| quired to sell an article that | the discarding of old ideas and the| pect of a complete nn of for a service department, chances are you'd end up with a word picture of the Kent-Moore 
e costs more money to a certain per-|cultivation of new ones. In the| car production, yet tt must be J 2980 MONOXIVENT Set. It’s designed for use with any underfloor system, and its four important 
d centage of customers who have less lush postwar days, many dealers recegnaned —=s possibility if this advantages are: LOW INSTALLATION COST— Readily installed in upturned “Y" section of 
'- money, and less time in which to| have been order-takers, rather than | country is forced into a major main duct. No individual “T's” or branch duct required. CONCEALED HOSE ASSEMBLY — 
it get some more money than in the | salesmen. They have not been’ War. Asbestos packed flexible stainless steel tube and special tailpipe adapter slide down under 
e immediate past. “sales-minded,” in terms of asso-| The development of service busi- floor for safe keeping when not in use. No storage problem, no 
This task is by no means impos- | ciating real effort with doing busi-|ness will serve as an insurance unsightly hoses hanging from overhead. QUICK, CONVENIENT 
P, sible; it merely is one that will| ness. This is perfectly understand-|against whatever may be in store USE—Just lift the floor cover-plate and MONOXIVENT is ready 
\- need more effort and a more skill- | able, of course. You can’t blame a |for the industry, be the curtailment for use. . . quickly, easily attached, detached and stowed. LONG 
it ful technique than were required man too severely for not getting |large or small. It is virtually cer- LIFE, LOW COST OPERATION—Fully protected against dam- 
t in the days when customers lined | out and hustling for sales when he tain that for a considerable time MONOXIVENT age, can't get lost or “borrowed’’. Minimum frictional losses 
- up for the privilege of buying a|can accomplish the result of dis-|to come, this country is going to assures efficient, economical operation. Complete installation 
© car—and thought that the dealer | posing of all his merchandise | have to ‘devote an appreciable por- , data furnished upon request . . . write for it today! 
y who sold it to them was doing them | ae by sitting still and waiting tion of its production capacity to 3 
y a great favor. for the customers to come in. |meeting the possibility of war. He 
e As an offset to the factors that | But it is time to realize that|/would be optimistic, indeed, who KENT-MOORE ORGANIZATION, inc. 
, make selling harder, there are those conditions are fast disappear- |thought we could afford to ignore ’ 
5 many that prove the market is ing, and to lay plans for meeting | [this possibility, with two distinct GENERAL MOTORS BUILDING ¢ beTRoIt 2, MICHIGAN 
p there. Wages among some groups (new ones. ideologies in worldwide conflict. Engineers and Manufacturers of Special K: Sales and Service Engineering Represent- 
have been advancing rapidly, fast Not long ago, a dealer told me G Washi ‘a t Automotive Service Tools and Equipment otives in Principal Cities Coast-to-Coost 
' enough to offset increased taxes. | in most plaintive tones: “Since |,,,C°0'Se Washington's statement, 
1 Employment will be high with a Regulation W went into effect, To be prepared for war is one of | —— oar sina Oia en ie = 
, war, or a defense program of | the customers just aren’t coming ‘he ™ost effective means of pre- 
pase | serving peace,” is just as true to- 
r day as it was when he said it in 
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TRUCK AND TRAILER EQUIPMENT 


M.H.S Trailer—Model 450 
For Additional Information Write 


FRANK L. KOLLMANN 
Stewart Motor Sales, Inc. 


INDIANAPOLIS, INDIANA 


Res. MA 9277 
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OWNER FOLLOW-UP Plan 


SINCE 


1932 


his address to Congress in 1790. 
* > * 


UT regardless of any possible 

curtailment of production due 
to the fact or the threat of war, 
the service department is the back- 
|bone of a retail dealership at all 
times. This we constantly have im- 
|pressed on our dealers, even when 
itimes have been less uncertain. We 
|have encouraged and helped deal- 


protect the manufacturer’s good 
name through keeping the custom- 
ers satisfied and because they can 
help to insure the dealer’s own 
prosperity—upon which the manu- 
facturer’s prosperity fundamentally 
is based. 

Furthermore, good service is a 
most important factor in inducing 





REACH OUT 


FOR SALE lers to provide adequate space, 
j}equipment and manpower in the 
1946 Chevrolet COE with ‘48 Engine lshop, both because these things 


BUSINESS 


Modern Holmes Wrecker Service 
is a sure way to Expand Service Operations. 
It enables you to reach out miles in any 


an owner to continue to buy cars B = . : 
of the same make. direction and bring in the most profitable 
At no time in the history of shop work. See your jobber or write today 


the industry have dealers secured 
the percentage of maintenance 
and repair business that properly 
belongs to them. There seems to 
have been some improvement in 





Pontiac Cites Gendens 


for details on a Holmes Wrecker Unit. 


Genden Brothers, Inc., Spring- UWtechet & ; 
‘ r ~ . “e = : ; 
CUSTOMER CONTROL, INC. NX) 228.0 iut® eit "hy tac ee 
tory executives. The firm has rep- 


LONG ISLAND CITY 1 





NEW YORK 


resented Pontiac since 1935. It is 
headed by its founders and present 
owners, Nathan and Samuel Gen- 
den. 
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ERNEST HOLMES CO.— CHATTANOOG, 
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Refinements Made, Fordomatic Available . . . 


Ford Holds Prices on ’51 Cars 


ONO J Wiltee: 


Easier to Operate— 
Deck lid on the new 1951 Ford is counter-balanced. 
and can be raised or lowered by a touch of the finger 





in determining ultimate losses than 
terms.” 

Commenting as a banker upon 
the 15-month payment limit, he 
said there have been indications 
“that the end result of the re- 
stricted terms may be a substan- 
tial decline in the sale of durable 
goods, since many persons in the 
lower income group who have in 
the past used consumer sales and 
loan credits may be priced out 
of the new-car and late used-car 
market.” 

“I don’t imagine finance com- 
panies have recovered from the 
shellshock of amended Regulation 
W any more than have the auto- 
mobile dealers,” said Haller in his 
address before the convention. 


“I know that it is totally un- 
necessary for me to paint my pic- 
ture as to what this unwarranted, 
drastic regulation has done to our 
business. If any government agency 
ever ‘overshot the mark,’ it was in 
this instance. 

“You can’t play around with 
theories when they affect an in- 
dustry as vital to the economy 
of the nation as the great auto- 
mobile retailing industry.” 


After telling what NADA has 
been doing and proposes to do in 
protest against the 15-month regu- 
lation, Haller concluded by saying 
that the consumer “is the ultimate 
victim of this unfair, harsh credit 
regulation; his right to decide 
what to buy, to manage his own 
finances and to determine how he 
shall spend his take-home pay has 
been taken away from him under 
this unnecessarily drastic regula- 
tion.” 


Production in 1951 will depend 
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America’s Ne. 1 Bag Maker 
aad Burlap Importer 


DETROIT ¢ Brooklyn « Chicago 
indianapolis « New Orleans 
Beston « New York « St. Lovis 


Also Offices in Other Principal Cities 








AFC Raps Reg. W 


Finance Men Seek Repeal of 15-Month Limit; 
Haller Sees 4-5 Million Cars in 1951 


(Continued from Page 6) 


| But Don't Forget the Key!— 
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(Continued from Page 1) 
mounted in depressed cups, each 
individually lighted. 

Key starting is provided by the 
new ignition switch which incor- 
porates the starter control. The 
steering wheel also is redesigned, 
with a full-circle horn ring on cus- | 
tom models. 


A posture control front seat is 
mounted on curved tracks, and 
when it is moved forward or back- 
ward, the entire seat assembly tips 
to the correct position for tall or 
short drivers. An assist spring 
moves the seat forward automat- 
ically. 


” * * 
NOTHER feature of the new 
Fords is a so-called “softer” | 
ride which is made possible by sus- 


| trim. 
| 





| , Ford Features for ‘BI 


a a 





To Point Up Body Lines— 

The 1951 Ford Custom four-door sedan, featuring Fordomatic drive, has new refinements 
in styling to emphasize body lines. New models have a dual spinner radiator grille, longer 
wrap-around bumpers and new ornamentation and offer a wider choice of colors and interior 
Gears have been redesigned in the conventional three-speed transmission and in 





pension improvements and auto- 
matic ride controls. A new control 
valve was developed in the hydrau- 
lic shock absorbers, which adjusts 
the cushioning effect. 


The combination of new tension- 
type rear spring suspension and 
softer front spring rate is said to 
|maintain a proper balance between 
the front and rear for a level ride 
on all roads. Rubber engine mounts 
also have been redesigned. 


The Ford Deluxe line includes 
the business coupe and two-door 
and four-door sedans. In _ the 
Custom line are the club coupe, 
two-door, four-door and convert- 
ible. 

The Country Squire station wag- 
on and Crestliner complete the car 
line. The V8 engine or the six are 
optional on all models except the 
convertible and Crestliner. 


It opens with a twist of the key 












alike on the defense status and its 
attendant availability of materials, 
said Dr. Wolman. 

“There ought to be little doubt 
in people’s minds as to the eco- 
nomic consequences of such a 
program as that outlined in the 
Gray report, issued and approved | ‘There will be a choice of 10 basic 
by the President,” he declared. colors in all models except the 
“It means the progressive cur-|convertible, which will have 12, and 

tailment of civilian consumption |the Crestliner, which will have four 


and civilian economic. activity.|two-ton color combinations. 
Guesses of the extent of this cur- * & @ 
tailment, which people have in EW colors are coral flame red, 


mind when they speak of a 10 or Alpine blue, Culver blue, Sea 
15 percent war, seem to me to be|Island green, Greenbrier metallic 
very wide of the mark. Once under|and Mexacalli maroon. Other col- 
way, the program is likely to be|ors are Sheridan blue, silvertone 
much larger than most current|gray, Hawaiian bronze, hawthorne 
forecasts estimate it to be. green and raven black. 

The second day of the convention Sportsman’s green is _ reserved 
brought an address by Secretary of |for the convertible and Crestliner. 
the Treasury John W. Snyder at/Coral flame red is reserved for the 
the luncheon meeting. convertible. 

He warned that “a significant The ’51 models have a winged 
portion of our labor, our man- | hood ornament, and “Deluxe” and 
agement talent, our resources of | “Custom” nameplates are on the 
plant, technical knowledge and sides of front fenders. Chromed 
raw materials” will be required | V8 insignia on the fender iden- 
to assure an adequate defense | tify eight-cylinder models. 
force. The chassis frame has_ been 
“To avoid inflation,” Snyder as-|Strengthened by extending heavy 
serted, “we must divert a substan- | 0x section side rails almost to the 
tial part of our current high|Tear end. Brake drums and back- 
incomes from the spending stream. | ing Plates also were redesigned. 
This can be accomplished by addi- a 
tional taxes, increased savings and GEVERAL engine changes have 
self-restraint. \“’ been made. Valve rotators have 
“I believe regulations W and X/| been incorporated and the top com- 
will help do the job of controlling | Pression ring on each piston in V8 
inflation and keeping the country|#nd Six engines now is chrome 





financially sound if given time to/| flashed. A weather-proof ignition 
take effect. |system also is a feature. 
New mounting of the intake 


“These regulations will not penal- 
ize the little man, but an increase 
in the cost of government, which 
would be entailed were the govern- 
|}ment to raise interest rates on its 
| securities, would penalize him.” 


manifold on the six is said to 
insure more uniform fuel distri- 
bution for quicker cold weather 
starting and smoother perform- 
ance. Quieter operation is ac- 
complished by installation of ex- 
pansion control Autothermic pis- 
tons and by adoption of a rede- | 


| 





Spencers Name Bohanson 


Tom and Jerry Spencer of Spen-| Signed camshaft and a three- 
j}cer Motors (Chrysler-Plymouth), blade fan. 
| Hillsboro, Ore., announce appoint- Wheelbase of the Ford car re- 


|ment of John Bohanson as sales|™ains 114 inches. Curb weight of 
| manager. the four-door sedan is approxi- 


mately 3,240 pounds. 
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- ¥ 


Key-starting is a feature of the 195! Ford. This feature is one of the many improvements 
and refinements in the all-new instrument panel of the new models. All controls are recessed 
and are illuminated by ‘‘glow-cup" lighting 


jtaken by the National Production 


small business firms dependent on 


will be expected, under this order 
continue the proportionate pattern 


of distribution to recognized cus- | $1,282,109 on July 31, 1949. 
tomers by products and quantities 


year. These allotments will come 


the unit used with overdrive. 





Core of the New Transmission— 

This unusual photo shows the new Fordomatic drive sliced open as though it were an 
apple. The new automatic transmission is being offered as optional equipment at extra 
cost on the new 1951 Fords. It uses the torque-converter principle. 





Together with Power Plant— 
Shown here are cutaway models of Fordomatic drive installed in a chassis with the 
100-horsepower Ford V-8 engine. Fordomatic also will be offered with six-cylinder Fords 





NPA Takes Step 
To Insure Supply 
Of Steel Products 


WASHINGTON.—A major step to 
insure supplies of steel products 
for small business firms has been 


after the mills have filled defense 
requirements. 

Such allotments will be in addi- 
tion to shipments made to steel 
warehouses to cover their defense- 
rated orders. 


Crosley Net Loss 
Is $846,686 


CINCINNATI. — Crosley Motors 
last week reported a net loss of 
$846,686 for the fiscal year ended 
July 31, including a carry-back fed- 


Authority. 

A new order, M-6, designed to 
insure stocks of steel products in 
steel warehouses was issued. The 


purpose of the order, Administrator | coe ; 42 
William H. Harrison said, is to | eral income tax credit of $515,130. 


establish regular allotments to| This compared with a net loss of 
warehouse concerns to supply the | $1,030,309, after a carry-back credit 
|of $588,254, in the preceding fiscal 
year. 

As of July 31, the company listed 
current assets of $3,060,171 and cur- 
rent liabilities of $799,262, against 
assets of $3,482,196 and liabilities of 


them for their steel needs. 
It was indicated that warehouses 


“Our present price structure, 
jalong with our increased produc- 


that has existed in the past. | i 
The new order requires steel pro-|tion in all departments, promises 
ducers to allot to their warehouse |to enable us to reach a break-even 
point on our operations in the near 


customers proportionate percent- | ; u d 

ages of each steel product, based future,” said President Powel Cros- 
on average monthly shipments dur- | ley jr. 
ing the first nine months of this 


which insures supplies to them, to | 


AUTOMOTIVE NEWS production «nd 
registration figures tell the story of ou: ut 


out of the steel production available! and sales every week. 
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Dealers Get Congress’ Ear Nov. 29-30... 





Hearing on Reg. W 
Opens This Week 


(Continued from Page 1) 


and Maybank; Republicans Tobey 
of New Hampshire and Capehart 
of Indiana. 

For the House: Democrats 
Brown of Georgia, Patman of 
Texas and Hays of Arkansas; 
Republicans Gamble of New York 
and Talle of Iowa. 

In calling the hearing, Sen. May- 
bank said he acted because of com- 
plaints from all parts of the coun- 
try growing out of the ruling of 
the FRB that cut the period for 
deferred payments on automobiles 
from 21 to 15 months. 

a > * 
yi AtoaNe said the committee 
VE will want to hear from wit- 
nesses representing the automotive 
industry, dealers and financing in- 
stitutions. ; 

First to testify, according to 
present plans, will be the NUCDA, 
to be followed by the NADA. Rep- 
resentatives of both these organ- 
izations told Automotive News they 
are well advanced with their prepa- 
rations for the hearings and will 
be ready to appear when called. 

Despite the protests that have 
been rolling up in great volume, 
there has been no indication that 
the FRB has any disposition to 
relax the tight terms it laid down 
Oct. 16. 

It was these latter drastic credit 
curbs that cut sharply into all lines 
of retail trade and started the 
movement for the forthcoming con- 
gressional hearings. 

a * * 

HILE the NADA has been 

gathering testimony from its 
members throughout the country, 
the FRB, bolstered considerably in 
its position by lively factory sales 
reports, has been investigating 
sales conditions in the auto market 
on its own account and probably 
will be heard by the joint commit- 
tee before the hearings are con- 
cluded. 

At press time for Automotive 
News, Sen. Maybank had just 
arrived back in Washington and 
said that at the moment he could 
give no further details concern- 
ing committee plans. A hearing 
room was yet to be designated 
and the committee organization 
perfected. 

The notices to both the NADA 
and the NUCDA stated the hear- 
ings were “planned” for Nov. 29. 

* * * 
ILE the hub-bub over Regu- 
lation W continued, the govern- 
ment, as represented by the Office 
of Business Economics, Depart- 
ment of Commerce, came out with 
a strange statement. 

The November issue of the OBE’s 
monthly magazine, Survey of Cur- 
rent Business, notes that the 15- 
month credit terms are “expected 
to have a moderately restrictive in- 
fluence on purchases of durable 
goods.” 

The publication then points 
out: “However, in view of cur- 
rently rising incomes and the 
probable shift of spending to un- 
controlled items, the consumer 
credit regulations will result more 
in a dampening effect on total 
consumption expenditures rather 
than in a reduction in outlays.” 


The FRB, in the person of Com-| alone, 





ated its belief in the effectiveness 
of credit control. Speaking to the 
New York state chamber of com- 
merce, Szymeczak said that it 
“seems clear” that taxes must be 
increased “substantially” and that 


additional monetary and _ credit 
curbs would become necessary. 
* * * 


ZYMCZAK declared that “taxes 

are not painless. Neither are 
the restrictions on purchases in- 
volved in the regulation of credit. 
But taxes and credit measures are 
much more equitable than inflation 
itself.” 

A similar point of view was taken 
by Treasury Secretary John W. 
Snyder. Addressing the annual 
meeting of the American Finance 
Conference in Chicago, Snyder said: 

“These regulations will not 
penalize the little man, but an 
increase in the cost of govern- 
ment, which would be entailed 
were the government to raise 
interest rates on its securities, 
would penalize him.” 

These views were certainly not 
shared by many of the other speak- 
ers at the AFC meeting. Nor were 
they shared by various other organ- 
izations which made statements 
during the week regarding credit 
controls. 


+ * oe 
OR instance, the AFC, at the di- 
rection of the membership, 


passed a resolution urging the FRB 
to restore Regulation W in _ its 
original state of 21 months to pay. 

In a@ press conference before 
the AFC conclave, Fred L 
Haller, NADA president, com- 
mented: “I don’t imagine finance 
companies have recovered from 
the shell-shock of the amended 
Regulation W any more than 
have the automobile dealers. 

Thomas W. Rogers, executive 
vice-president of the AFC, said: 
“There is strong feeling that Con- 
gress may have made an unconsti- 
tutional delegation of legislative 
authority to the FRB when it gave 
to it practically unlimited and un- 
circumscribed authority to do what 
it wills, even to the extent of pre- 
venting the extension of consumer 
credit entirely.” 

” . * 

ARDLY had the AFC conven- 

tioners left Chicago when the 
CIO moved in for its annual meet- 
ing. President Philip Murray, open- 
ing the meeting with his annual 
report, attacked the Defense Pro- 
duction act and was particularly 
bitter about Regulation W. 

“These credit restrictions,” he 


115 Members a] 
Added to NSPA 


In Fiscal Year 


CHICAGO.—J. L. Wiggins, execu- 
tive vice-president of the National 
Standard Parts Assn., reported last 
week that 115 wholesalers, manu- 
facturers and overseas distributors 
were added to the organization’s 
roster during the fiscal year just 
ended. 

Wiggins added that NSPA ac- 
quired 43 new members in October 
and that membership at 


missioner M. S. Szymczak, reiter-| present is at its alltime peak. 
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Dodge Dealer Gets TV Tips— 





Faye Emerson (left), who starred on the Nov. § Dodge dealer TV show, ‘Showtime. . . 


SS. 


A.,"" points out the backstage workings of television to Mr 


and Mrs. Sydney D. 


Goldberg, of Neptune Motors, Inc., East Boston, Mass. 









|In Legal Battle Against Reg. W— 


Beverly Hills; Murphy Motors Co. 


method of controlling consumer credit. 





declared, “squeeze wage and sal- 
ary earners who depend on credit 
to meet many of their needs.” 

Emil Mazey, secretary-treasurer 
of the UAW-CIO, said that credit 
restrictions combined with cut- 
backs in the use of strategic metals 
for civilian production, may result 
in layoffs for 250,000 auto workers 
after Jan. 1. 

In Washington, the NADA was 
still compiling results of its sur- 
vey of dealers’ operating condi- 
tions since Regulation W was 
tightened Oct. 16. The NADA is 
scheduled to present its statistics 
at the meeting of the Senate- 
House “watch-dog” committee 
this week. 

An example of the sort of figures 
the NADA will present to the com- 
mittee was forthcoming from the 
survey completed by the Illinois 
Automotive Trade Assn. ; 

* * * 
i by IATA checkup of more than 

500 dealers revealed that 35 of 
them reported a 1 to 9 percent drop 
in new-car sales; 106 listed a 10-19 
percent decline; 269 reported a 20- 
49 percent dropoff; 173 said the de- 

cline amounted to 50 percent or 
more, while only 25 said there was 
no change. 

The survey revealed the fol- 
lowing with regard to used-car 
sales: 18 dealers said the decline 
ranged from 1 to 9 percent; 56 
estimated from 10 to 19 percent; 
219 said it was between 20 and 49 
percent, and 291 reported 50 per- 
cent or more. Only 13 said there 
was no change. 

On used-car prices the results 
were: 55 listed a drop of from 1 to 
9 percent; 290 reported declines of 
from 10 to 19 percent; 278 said 20 
to 49 percent, and 26 said prices 
were off 50 percent or more. Nine 
dealers said prices were unchanged, 
while 13 reported prices increased. 

a * * 





HE Detroit Auto Dealers Assn. 

also released some further sta- 
tistics on automobile sales. 
DADA study of Wayne county reg- 
istrations revealed: 

New-car sales in the 24 selling 
days from Sept. 18 to Oct. 14 (when 
21-month payments were allowed) 
resulted in a daily average of 706.5 
new cars. In the 23 selling days 
from Oct. 16 to Nov. 10 (when only 
15 months to pay were allowed), 
the daily average of new-car sales 
fell to 470.4, a decline of 33.5 per- 
cent. 

Used-car sales in the same pe- 
riods showed a much smaller loss, 
the decline being only 2.7 percent. 
But, DADA pointed out, of the 
4,004 used cars sold in the Nov. 

1-10 period, 62.6 percent “were 
1942 or older cars.” 

“The low-income time 
DADA said, “is being forced to 

buy this type of undependable 
transportation, as he is unable to 
pay for better transportation in 15 
months.” 
+ * * 

ALARM was also spreading over 

the increase in dealers’ inventor- 
ies. NADA President Haller men- 
tioned in Chicago that a survey of 
the country’s new-car_ dealers 
showed that the average operator 
now has 11 cars in stock. 

(Automotive News’ monthly sur- 
vey of new-car stocks showed that 
the average, as of Nov. 1, was 11.4 
cars.) 

Finance companies confirmed 








buyer,” | 





These Los Angeles dealers are among the principals in a legal action filed in U. S. 
District court in Los Angeles which seeks to outlaw Regulation W. Plaintiffs in the suit are: 
K-F Distributors, Kaiser-Frazer wholesaler for southern California; Holmes-Tuttle Corp. (Ford), 
(DeSoto), Culver City, and Jane Rinck, a consumer. 
| Shown here are (left to right): Carl Lipman, secretary-treasurer of K-F Distributors; Paul 
Burford, vice-president of Holmes-Tuttle; Monte Warshauer, president of K-F Distributors, 
and Ross Wright of Wright & Beal. The suit, filed against the Federal Reserve Board and 
various federal officials, seeks to set aside Regulation W as an ‘illegal and unconstitutional" 


these reports by reporting a jump 
in dealers’ wholesale outstand- 
ings. While no comprehensive 
figures were released, the in- 
crease was said to be “substan- 
tial” since Regulation W was 
imposed. 

One finance official, E. M. Morris, 
board chairman of Associates In- 
vestment Co., South Bend, did 
report actual figures on wholesale 
loans. He said Associates’ wholesale 
receivables are up 50 percent since 
September, and added that the com- 
pany’s purchases of retail paper 
have dropped about 40 percent 
since September. 

+ + + 

MAXWELL C. KING, president 
of Pacific Finance Co., doesn’t 
see any improvement in the situa- 
tion. “I look for our wholesale re- 
ceivables to be treble what they 
were at the 1950 low,” he said. 

Continuance of the _ present 
credit restrictions will, by year’s 
end, probably push retail credit 
volume 50 to 60 percent below 

the level existing before credit re- 
strictions were imposed, a con- 
sensus of finance company 
officials showed. 

While Regulation W was under 
heavy verbal attack nearly every- 
where, it was subjected to legal 
action in Los Angeles. 

A group of dealers there have 
filed a federal court suit asking 
that the regulation be declared un- 
constitutional and that a temporary 
injunction be granted to prevent 
the FRB from enforcing the law 
until the suit is decided. 
* + * 
LAINTIFFS in the action are: 
K-F Distributors, Kaiser-Frazer 
wholesaler for southern California; 
Holmes-Tuttle Corp. (Ford), Bev- 
erly Hills; Murphy Motors Co. (De- 
Soto), Culver City, and Jane Rinck, 
a would-be customer. 

Naming the FRB and various 


| federal officials as defendants, the 
| suit alleges that credit eontrols are 
The | 


illegal and unconstitutional for the 
following reasons: 

1. There is serious question 
whether Congress has the legal 
power to control consumer credit 
by federal legislation, and espe- 
cially in a period when there is 
no actual war or critical national 
emergency in existence. 

2. Assuming that there is power 
to legislate, there is serious ques- 
tion as to whether the provisions 


45 


authorizing consumer credit con- 
trols by the board of governors of 
the Federal Reserve System has 
been properly enacted by Congress 


I) in the Defense Production act of 


eat «| 1950. A 2 | 
3 ASSUMING that Congress has 
| Fe 


the power to regulate con- 


|sumer credit by appropriate legis- 


lation, and that it has actually 
enacted specific legislation for that 
purpose, it is felt that the delega- 
tion of authority to the FRS board 
of governors to regulate consumer 
credit controls is void because it is 
too general and completely unlim- 
ited, and therefore an improper 
delegation of legislative powers. 

4. In any event the consumer 
credit controls are discriminatory 
as against Southern California 
citizens, and therefore violate the 
due process clause of the consti- 
tution. 

5. The consumer credit regula- 
tions, insofar as they prohibit the 
sale of existing stocks of automo- 
biles, are confiscatory as _ consti- 
tuting a deprivation of property 
without due process of law and 
without compensation theretore. 

6. The consumer credit regula- 
tions are discriminatory as between 
sellers and buyers on the Pacific 
coast and in the southern Cali- 
fornia area and others close to the 
source of supply of automobiles. 

+ * + 


ANE RINCK, identified in the 

suit as a consumer, alleges that 
she bargained before Oct. 16 to buy 
a used 1949 model car for which 
she intended to put one-third down, 
with the balance to be paid in in- 
stallments up to $55 per month. 

However, the 15-month amend- 
ment to Regulation W made her 
payments $83 per month and, as a 
result, made it impossible for her 
to buy the car. 


Dealer Councils 
Put on Quarterly 
Basis by Olds 


LANSING. — Twenty-four Olds- 
mobile dealers from the division’s 
24 sales zones have been invited 
to participate in the second Olds- 
mobile dealer council to be held 
here Dec, 6-7, it was announced by 


G. R. Jones, Oldsmobile general 
sales manager. 
The September dealer council 


meeting was such a productive one 
in being mutually beneficial to both 
the Oldsmobile division and the 
dealers, that the meetings have 
been put on a quarterly basis, ac- 
cording to Jones. 

Making up the Oldsmobile dealer 
council for the December meeting 
will be H. L. Ballou, Newark, N. J.; 
J. C. Christoper, Amarillo, Tex.; 
Ray N. Clemens, Dubuque, Ia.; C. 
E. Cooper, Decatur, Ill.; O. W. 
Davis, Kansas City, Kans.; George 
C. Dewar, Homestead, Pa.; W. A. 
Dolan, Worcester, Mass.; Harry C. 
Dowson, Denver; Orrin B. Hayes, 
Kalamazoo, Mich.; T. Irving Johns- 
ton, Trenton, N. J.; A. L. Ingalls, 
Dallas, and Hess Kline, St. Paul. 

Kenneth Koch, Chilicothe, IIL; 
David H. Logan, Portland, Ore.; 
Irvin B. Newburg, LaCrosse, Wis.; 
C. A. Olmstead, Arlington, Va.; Lee 
Speights, Glendale, Calif,; E. W. 
Tobey, Indianapolis; E. E. Tun- 
more, Buffalo; C. G. Vogell, Colum- 
bia, S. C.; Harvey Warwick, Palm 
Beach, Fla.; C. F. Welch, Pine 
Bluff, Ark.; D. C. Wible, Conneaut, 
O., and L. A. Wise, Berkeley, Calif. 
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Alabama Dealers Work for Safety— 





Officials of the Automobile Dealers Assn. of Alabama confer with local officials to start 
the program. Left to right are: Rush Stallings, Montgomery, association president; Mel 8. 
Casler, Birmingham, state dealer safety chairman; Montgomery Police Chief G. J. Ruppen- 
thal; Montgomery County Sheriff G. A. Mosley; Maj. N. W. Kimbrough, state traffic safety 
supervisor, and J. L. Rouse, president of the Montgomery Automobile and Truck Dealers 


Assn. 
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' . Week’s Total 114,409; Daily Rate Rises .. . 
Car Production Estimates | 409; 
* s 
a 
By Pukometve News ~ Output Steady Despite Holiday 
PASSENGER CARS 
(U. S. PRODUCTION ONLY) | (Continued from Page 1) 

Week Week Jan. 1 Jan.1 |732 trucks for a total of 7,254,087 

Ended Same Ended eal a oO units. Thus, they still needed — 1s 4 , 

Nov. 25. Week, Nov. 18, 950 Nov. 26, Nov. 25, t ' fe? 

Wise” “iin” “Mion some “Bis” “ia Po Schiele’ mark this Year rey 
CHRYSLER 25,098 10,403 35,954 114,287 1,045,427 1,106,035)’ The manner in which shortages | 

Chrysler 3,128 132 5,107 16,458 133,512 154,017 of steel and nonferrous metals i 4} 

DeSoto 2402 141 4,088 = 12,767 97,609 113,697) have restricted production in the 

Dodge 5,700 286 9,533 30,547 275,128 306,679 last several weeks, plus the fact 

Plymouth 13,868 9,844 17,226 54,515 539,178 531,642 that Chrysler plants will be down 
FORD 13,562 14,547 17,204 52,512 969,819 1,428,798 for changeovers a good deal next 

Ford , 9,106 11,726 9,510 28,206 756,513 1,095,051 month, has greatly dimmed the 

Lincoln 343 ° 808 2,405 32,372 31,615 | “3,000,000” prospects, 

Mercury .... 4,113 2,821 6,886 21,901 180,934 302,182/ t, achieve such a goal, U. S. 

GENERAL MOTORS .. 44,983 30,038 28,039 - 173,720 2,083,388 2,747,899 | pants would have to produce near- 

Buick . 10,969 4,221 «11,842 40,326 368,690 501,607|1, §75,000 cars and trucks in De- 

Cadillac 2,556 1,477 3,044 10,042 $1,150 103,442 cember. Such an effort is hardly 

Chevrolet 18,030 15,350 576 70,036 1,048,555 1,362,184 beyond the realm of possibility, but 

Oldsmobile 6,676 4,029 9,435 28,352 ae canta it will be a difficult one with al- 

Pontiac ......... 6,752 4,961 3,642 24,964 315, {689 | most 20 percent of the industry's 
KAISER-FRAZER 3,199 3,795 12,072 57,982 182,897 |canacity, ae represented by Chrys. | Bottom of Steel Pile— sated ait ceed dink Gar abiile ai 

Frazer . ss - 6,461 10,131 ‘ler Cor expected to be idle most This vast outdoor storage area, normally pile igh with coils . 

Kaiser 3,199 3,795 12,072 51,521 122,266 f h P., a : last week as Ford Motor announced layoffs of 50,000 workers. Above a lone watchman looks 
CROSLEY "148 “135 "953 "U1 8,465 6,804 ; Pn thins is certain, however. If | °¥* the few coils remaining. The layoffs were attributed to a continuing labor slowdown in 
HUDSON 2,527 1,962 3,188 10,802 131,794 125,269)\ the induntey does miss its 8,000,000 | the Rouge rolling mills and other parts and material shortages.—(Acme photo) 

NASH ..... 2,214 432 455 8,089 135,516 169,614| goal, it won’t miss by much. Both a 

PACKARD 1,348 861,115... 5,247 101,824 59,141/ Ford and GM plants plan higher|said that when the small print in| being sought with a view to seek- 

STUDEBAKER 3,784 3,290 4,573 14,664 208,759  243,825| production in December than they|the order is read, it can be seen] ing modification of the order. 

WILLYS-OVERLAND} —= 772 823 3,029 30,777 34,573 | were able to attain this month. |that warehouses will actually get|further details were available at 
| ine. cain. Saino, oa . — | a , no more than 6 percent of the busi-| press time. 

Total Cars, U. S. . 97,635 61,922 94,284 395,133 4,773,751 6,054,855 | \V[EANWHILE, the rn eee ness they got this year. Pye oe 

+Station wagons and Jerpsters. *Revised, . ie is making few if any definite * * * . e 

on wagons and Jeerpsters eviser | production plans beyond next Feb- A GOOD many observers expect Brass, Copper Officials 
COMMERCIAL CARS ws — week, it sive  aalkietnen so-called priority and allocation Meet with NPA Chiefs 
clear that conservative oie ~ 1 orders to be replaced by a modified} WASHINGTON. Representa- 
(U. S. PRODUCTION ONLY) made by government people only | .ontrolled material program, such|tiyes of the brass and copper wire 
Week Week Jan.) dan. |2 COuple of months ago regarding/,, was in effect during the latter| mill products industries met here 
_ientes Same antes Nov., 7 ‘ a defense steel requirements were far part of World War II. test week With Administrator 
y. 25, jeek, Nov, 18, 195 Novy. 26, Nov. 25, | ‘ sate : 

1950 1949 1950* to Date isi 1950° gg he of how tight Contrary to reports emanating | William H. aoe and other 
CHEVROLET 3,119 3,921 3,563 24,442 359,154 443,507 | <tee] supplies will be in early 1951 from See come ‘oan 7. aes on a a Vecteiinabe 
CROSLEY ... 11 7 19 40 332 : : _| Zine predicts thai e dist 
DIVCO .. 126 51 125 319 3,298 4,364 cen aaunee aoler ax Waee manufacturers face shutdowns |non-defense copper supplies in this 
DODGE . 2,093 1,606 3,631 11,487 140,122 108,570 | house supplies. and curtailments because defense | country. ’ 
FEDERAL 16 26 22 82 1,473 1,606 The order provided that ware- orders are taking more and more Such an order is needed, Harri- 
FORD 4,033 2,507 6,269 16,764 222,419 318,547! houses are to receive about 20 | Steel. 3 se son said, to assure that supplies 

. 1,844 1,193 2,337 8,713 78,938  99,657| percent of the steel they received Steel said that this is only the|of copper and copper 
INTERNATIONAL 2,408 1,020 3,172 6,690 106,105 89,742! during the first nine months of beginning, adding that the full] after defense requirements are met, 
MACK ..... 7 331 185 410 1,248 6,825 10,591| this year. effects of the diversion of supplies|are equitably distributed. In addi- 
RE evinsspeisesson 202 ss 143 889 3,321 7.646 eee automotive observers to military needs will not be felt|tion, he pointed out, it is the policy 
STUDEBAKER 848 600° =: 1,072 3,539 60,038 45,373 $$$ __—— ———juntil the first quarter of 1951. of NPA that hres a st ~— be 
FM vsesssiceeesnnss 280 141 351 1,194 7,769 13,132 ° . The magazine also expressed the| distributed through normal chan- 
WILLYS-OVERLAND 1,154 ..... 1,157 4,353 46,628 + 42,490 Kramer Creditors ,.jcf ‘th ’the government will|nels with due regard by suppliers 
MISCELLANEOUS 309 206 397 1,325 17,471 14,029 soon impose mandatory controls|t© the needs of new and sma 

- comes Asked to Return regulating the production and dis- | bUSinesses. Pare 

Total Trucks, U. S. .. 16,774 11,463 22, $1,085 1,053,893 1,199,732 e tribution of materials, resulting in| The proposed copper distribution 

Total Cars, Trucks ee ee Deposit Refunds cutbacks in the manufacture of|order would prove for he Stet 
~ _ ia 14,409 73,385 116,952 476,218 5,827,644 7,254,087| gT LOUIS.—Creditors of Arthur civilian goods. = aa = a oe ae a 

otal Cars, Trucks ~|F. Kramer, Jerseyville (Ill.) auto- . percentage — not yet established — 
— Camada oe. 6622 «3,541 7,481 25,951 259,874 + 353,360|mobile dealer, have been notified AMA Requests Hearing of the amount produced during the 

Grand Total, = ———~ |by attorneys for I. H. Streeper =. On Aluminum Cut first six months of 1950. 

Cars and Trucks trustee, to return deposits receive WASHINGTON. — The Automo-| In reviewing a preliminary draft 

U. S. and Canada ......121,031 76,926 124,383 502,169 6,087,518 7,607,447 |from Kramer in the four-month |) i), yranufacturers Assn. is one of Of the proposed copper order, in- 


*Revised. Miscellaneous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 


Drive, Sterling, Nash, Diamond T, etc. 





NUCDA Changes Counsel; / 
Texas Firm Named 


WASHINGTON.—Appointment of 
Frank Cain, of the law firm of 
Irion, Cain, Bergman & Hickerson, 
Dallas, as general counsel for the 
National Used Car Dealers Assn., 
has been announced by Walter Wil- 
son, Dallas, president of NUCDA. 

The new firm replaces Buckley & 


Dodge Names 2 
As Region Chiefs 


DETROIT. — Dodge today (Nov. 
27) opened its 21st sales region with 
offices in Cleveland. Edward P. 





H. J. Washington E. P. Letscher 


Letscher has been named manager 
of the new region, which will serve 
approximately 100 dealers. 

Meanwhile, appointment of Harry 
J. Washington as manager of the 
Chicago region was announced by 
E. C. Quinn, general sales manager. 
The region includes parts of Illi- 
nois, Indiana, Iowa, Michigan and 
Wisconsin. 3 

Washington had been serving as 
St. Louis regional manager since 
early in 1949. For the past two 
years Letscher had been regional 
manager of the Greensboro (N. C.) 
region. 


Danzansky, Washington, which has 
represented NUCDA for several 
years. 


In some used-car circles there 
was opposition to the move, since 
Cain also represents the Texas 
Used Car Dealers Assn. It was 
feared that tie-up of the national 
with a local counsel might cause 
criticism. 

Joseph McCarthy, who at one 
time was connected with Buckley 
& Danzansky, is now with Cain’s 
firm, and will provide representa- 
tion in Washington. 

Wilson is said to have pushed 
the change through the steering | 
committee of NUCDA in order that | 
he might have counsel readily | 
available to him in Dallas. 


Dealers in Milwaukee 


To Convene Dec. 19 


MILWAUKEE. — The Milwaukee | 
County Auto Dealers Assn. will hold 
a combined business meeting and | 
Christmas party Dec. 19 at the! 
Milwaukee Athletic club. 

An election of officers for 1951 | 
will be held. Wallace Rank, vice- 


president of the association, is 
chairman of the _ entertainment 
committee. 





MoPar Appoints Alco 


Philadelphia Wholesaler 


PHILADELPHIA.—Alco Motor 
Parts, Inc. 35th and Allegheny 
Ave., has been appointed a MoPar 
parts wholesaler, according to F. 
J. DeBrodi, Chrysler Motor Parts 
regional manager. 


|a replacement for a dealer whose 













period before he went bankrupt in 
October, 1948. 

Creditors who recovered their 
deposits or received automobiles in 
the four-month period are consid- 
ered to have received preferential 
jtreatment, the notices point out. 
Referee in Bankruptcy Thomas 
Williamson has authorized Streeper 
to file suits against those creditors 


a number of big organizations that 
have asked the National Production 
Authority to grant hearings on the 
merits of the recent aluminum 
order, it was learned from a reli- 
able source. 

This informant said the automo- 
bile industry will be hard hit if 
the present cut stands and that a 
conference with NPA officials is 


dustry representatives suggested 
certain descriptions of forms and 
products, as well as_ provisions 
which might simplify administra- 
tion of an order. 

NPA officials pointed out that ad- 
ministration of all NPA orders will 
be handled as flexibly as possible 
so that disruptions to production 
and distribution can be minimized. 





to recover the money. 

In the letters, creditors are asked 
to return the deposits to negotiate 
a settlement. Kramer, sales agent 
for Robert L. Knetzer, also bank- 
rupt, owes at least $2,287,065 to 1,362 
|}persons who paid in advance for 
jautomobiles that were never de- 
livered. 

The government has filed a claim 
for $262,986 for 1948 taxes, which 
is expected to leave little or noth- 
ing for Kramer's creditors. 


Ford Re places 
Dealerships 


In Cleveland 


CLEVELAND. — Five new Ford 
dealers in this area formally openec 
their doors last week in conjunc- 
tion with the first showing of Ford 
cars for 1951, it was announced by 
Ray L. Allen, Ford district sales 
manager here. 

In Detroit, a Ford spokesman 
said that four of the new firms 
were replacements for dealers who 
had retired. The fifth, he said, was 
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FOR RATES, ETC., 





Kindly Acknowledge 


Advertisers availing themselves of this 
Want Ad Section are requested to ad- 
vise all respondents if and when their 
wants have been fulfilled. A post-card 
will do and your courtesy will help 
us maintain the present high regard 
which this department enjoys. 


AUTOMOTIVE NEWS 











HELP WANTED 


WANTED. SERVICE MANAGER, for 
Chevrolet-Buick agency in Caracas, Vene- 
zuela, capable of handling service floor 
250 unit capacity. Knowledge of Span- 
ish language essential. Applicant must 
submit proof having managed large serv- 
ice department in a dealer organization. 
Written reply outlining qualifications and 
photo required. Monthly salary potential 
in excess $1,000. Address Ed Crowley, 
Manager, Apartado 2320, Caracas, Vene- 
franchise was not renewed. zuela. 
Ford now has 182 dealerships in 
its Cleveland district, as compared 
with 183 a year ago. The number 
of Ford outlets in Cleveland proper 
is unchanged. 

The dealerships which opened 





ACCOUNTING BUSINESS MANAGER. 
Large wholesale-retail, southern automo- 
tive house desires man of proven ability 
and action to fill this position, Heavy ex- 
perience definite advantage. Previous 
GM or Chrysler experience helpful. We 
have latest equipment, Must plan and 


formally last week are: Bills and| $xecUtg, schedules and procedures. | Write 
6 x » ©¢/o utomotive ews, ° 
Thomas Ford Sales, Warren; Bibler| troit 26. 


Ford Sales, Inc., Newcomerstown; 


ERVICE MAN- 
Wamberg Ford Sales, Inc., Welling- PUOIGER for LF distrib mn 


AGER for K-F distributorship in Filor- 





accounts will be turned 


Want Ads - - 


SEE NEXT PAGE 





HELP WANTED 


SUPERVISING 
SALES MANAGER 


EXPERIENCED, VOLUME OPERATOR 
making in excess of $12,000 annually 


Must be able to travel from coast to 


coast, with headquarters in Kansas 
City. 

Leading to opportunity of becoming 
VICE PRESIDENT and GENERAL MAN- 
AGER of large Ford or Lincoln-Mercury 


Dealership, with contract to purchase 


Send photograph 
and complete history to: 


Central Services, Inc. 
501 Midland Bidg. 1221 Baltimore 
KANSAS CITY 6, MISSOURI 


SALES REPRESENTATIVE 


Well established custom seat cover manufac- 
turer wishes aggressive salesmen with strong 
new car dealer following. No objection ‘o 
non-conflicting lines. Liberal commission, ard 
ood factory cooperation. All replies con'l- 
Sential. Give fullest details In letter, Present 
over. Territories-- 


° Le ida, Salary and incentive bonus, State 
ae nee os - a ae experience, age, family and draft status. |V@, 0. ©. Pa. (excluding Philadelphie 
rka otor Co., East Cleve- Box 4649, c/o Automotive News, De- | 3" . dv. 
ese tote 96 She Sees os, ee. 
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HELP WANTED 
.ES MANAGER WANTED by Chevro- 
‘t dealer in single dealer eastern Penn- 
yivania point. Currently selling 500 units 
er year. Right man can increase this 
susiness and earn himself a good salary 
s well as a fair share of the profits. 
sive full details in your first 
*. O. Box 148, Pottsville, Penn. 





my) 


Ww 


Excellent working conditions. 60x100 
service. All new equipment. Must be ca- 
pable to meet and hold customers and 


supervise, Apply Robert H. Baker, Chrys- | 


ler-Plymouth, Middletown, New York. 









POSITION WANTED 
To encourage this classification for the 
benefit of our employing readers, Position 
Wanted ads are accepted at half regular 
rates, namely: % cents per word for each 
insertion. Cash in advance. (Half-rate 
does not apply to display ads in this 
section.) 










GENERAL MANAGER, three years cur- 


rent management progressive 
dent. Twelve years’ prewar experience 
and profitable operation of volume Chev- 
rolet dealership. Proven administrator 
who can direct and control all branches 


of dealership or distributorship. Take 
over any department of business. Com- 
petent, reliable, loyal, sober. Good sales 


manager. Put used cars on 30-day basis. 
Interest or bonus basis after trial. Box 
4634, c/o Automotive News, Detroit 26. 


SERVICE MANAGER. Twenty-five years’ 
experience as Cadillac factory service 
representative; Cadillac and Oldsmobile 
service manager and Lincoln and Mer- 
cury service manager. Employed in New 
York state, but will consider any section. 
Box 4635, c/o Automotive News, De- 
troit 26. 


MANAGER-SALES MANAGER. 17 years | 
with General Motors dealers in Florida. | 


highly com- 
mar- 


5116 


Prewar experience under 
petitive selling conditions. Age 43, 
ried, dependable. C. I. Edwards, 
Seminole Ave., Tampa, Fila. 


DEALERSHIP AVAILABLE 


rOR SALE — dual dealership. Capitol city 
payroll makes excellent Packard pros- 
pects. Surrounding farm area ideal Willys 
territory. With Packard as today’s out- 
standing car and key Willys dealership, 
you can make real money while I must 
step aside because of wife's health. Shop 
equipment new and complete. Leased 
building and ground. Plenty of space. 
$15,000 will handle. Address Box 4641, 
c/o Automotive News, Detroit 26. 


DEALERSHIP, 
Motors car and 








Case farm machinery, | 
located in Missouri county seat town. | 
Usually gross about 120 thousand with | 
four employes. Ample growth potential. | 
Long term inexpensive lease. Modern 
building, 60x110. Dealer’s health dictates 
inactivity. Will seil for $22,000. Will pay 
Must qualify 


out of earnings quickly. 

with factory, Box 4651, c/o Automotive | 

News, Detroit 26. aA abe 
SAYRE, PENNSYLVANIA. Well estab- 


lished garage. Two dealerships. Building 
70x80 feet. Attractive show room. Oil 
steam heat. 5 room, owners apartment. 
Full price including real estate $55,000. 
J. A. Morley, Broker, Phone TEmple 
1821, Athens, Pa 
DEALERSHIP—North Central Ohio. One of 
“Big Three,’’ 100 car quota. Enjoying 
good service business truck sales. Valid 
reason for selling. Lease brick building. 
Box 4644, c/o Automotive News, De- 
troit 26. 


DEALERSHIP WANTED _ 


CHEVROLET, FORD or BUICK dealership 
wanted—town of 5 to 20 thousand. Can 
handle deal up to $90,000, or will con- 
sider partnership. Prefer northern loca- 
tion — Ohio, Michigan, Illinois, Indiana, 
Pennsylvania, New York or New Eng- 
land, Box 4643, c/o Automotive News, 
Detroit 26. 

FrORD DEALERSHIP WANTED, receiving 
250-350 cars per year in town of 25,0u0 
population or more. Prefer middlewest 
or southwest. Factory approved volume 
operator of 1,800 car dealership. Would 
also consider purchase of controlling in- 
terest in large dealership. Box 4636, c/o 
Automotive News, Detroit 26. 

WANT DEALERSHIP in town of 20,000 
or larger, south, southwest or southeast 
location, Any General Motors car or Stu- 
debaker. Write Bon Motor Sales, 1718-20 
State St., Bettendorf, Iowa. 

DEALERSHIP WANTED. Ford or Lincoln- 
Mercury dealership. Three hundred or 
more car potentiality. Desirable location. 
Box 4652, c/o Automotive News, De- 
troit 26. 

WANTED, one of ‘‘Big Three’’ dealerships 
in midwest, by experienced man and well 
capitalized party. All dealings strictly 
confidential. Box 4640, c/o Automotive 
News, Detroit 26. 

CHEVROLET FRANCHISE WANTED. 
Midwest or west. 350 units or more. 
Cash, can qualify. Confidential. Box 4647, 
c/o Automotive News, Detroit 26. 

GENERAL MOTORS DEALERSHIP. 300 
to 600 units. Midwest or west. Cash, 
qualified, ready immediately. Confidential. 
Box 4648, c/o Automotive News, De- 
troit 26. 


DEALERSHIP, General Motors preferred— 
other makes if right location. Any size. 
Ample capital. Replies confidential. Box 
4639, c/o Automotive News, Detroit 26. 


PREFER FORD, Chevrolet, Pontiac. 
ida or Georgia. Others considered 
Cash. C. L. Jordan, 1302 Mary St 
cross, Ga. 
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Have 
Way- 








WANTED 
GENERAL MOTORS 
DEALERSHIP 


located in Michigan, Ohio, Indiana 
or General Midwest area. 


Qualified with all G. M. Divisions and 
ready to do business. 


Write Box 4653 
c/o Automotive News 
Detrolt 26 


letter to 


WORKING SHOP FOREMAN. Experienced | 
‘hrysler-Plymouth man, City of 25,000. | 


indepen- | 


handling popular General | 


43rd & Locust Sts. 


CLASSIFIED WANT AD DEPARTMENT 


Reaching an estimated 90,000 readers engaged in all branches of the automotive industry from Maine to California 


Tol td 


rates to encourage this classification 


as one word. Ads may be 


care of Automotive News, Detroit 


replies are forwarded, unopened, the 


| WANT AD DEPT 


DEALER SERVICES 


INVENTORY SERVICE 


PARTS—ACCESSORIES 
SHOP and OFFICE EQUIPMENT 


COAST to COAST 

@ Accurate 
@ Confidential 
@ Counted by Expert Partsmen 
@ Accepted by Government 
@ Counted in One Day 
@ Complete With Automatic 

Stock Control System 
@ Priced With Authorized Publications 
| @ Used to Buy-Sell Dealerships 
@ Quality at Low Cost 


Talbot's Automobile Dealers 
Inventory Service 


4690 Newport—Detroit 13, Michigan 
Valley 2-9377—Valley |-7765 











INVENTORY SERVICE 


Parts and Accessories Depts. 
Full-time experts. No pickup, part-time help; 
confidential and unbiased. Certified reports. 
Also special buy-sell service. Experienced 
organization—in business since 1939. Free 


booklet on Parts Department operation sent | 
on request. Call or write for service details. | 


Automotive Inventory Service Co 


9900 Freeland, Detroit 27, Mich. WE 3-6449 | 
Ss | 





USED CARS FOR SALE 








SHELDON OLDS 
8421 Michigan, Detroit 


Always a selection of good used cars. 
Wholesale 
Write, wire or telephone 
P. E. QUINLAN 


Used Car Manager 
Tiffany 6-4800 








Philadelphia's 


BIG DEALER AUCTIONS — 


TUESDAY THURSDAY 
12 NOON 12 NOON 


GILBERT — ROBINSON 
Automobile Auctioneers 
6600 N. Broad St. Phila, Pa. 


PLENTY OF CARS AND BUYERS 
WEEKLY PRICES MAILED ON REQUEST 


Tel. Livingstone 8-3000 














AUTO AUCTION 


TIM ANSPACH 


1175 Washington Ave. 
ALBANY, N. Y. 
(For Dealers Only) 


EVERY MONDAY... 12 NOON 
Member of N.U.C.D.A. and N.A.A.P.A. 









THE TUESDAY SALE—11:30 A. M. 


FORT WAYNE 
AUTO AUCTION 


—DEALERS ONLY— 
(In the Heart of the Nation) 


Phones: E 2% 


Open all night, Monday night 
No Reservations 


WEBSTER-MARKER MOTORS, INC. 
324 W. Main St. Ft, Wayne, Ind 








ATTENTION DEALERSIII 


At Greatly Reduced Prices 


1948 Chevrolet - Ford - Plymouth 
4 Door Sedans 


Excellent Bodies Good Motors 
All Cars Formerly Used for 
Cab Service in Phila. 

Phone or Write: 


THE R. A. COMPANY 


@ PHILA., PENNA 
SHerweod 7-1700 — Morris Freedman 
EVergreen 2-0400 — Herbert Cole 


on 








EIGHTEEN CENTS (18c) PER WORD for each 


signed with your 
vi wae tia) 


AUTOMOTIVE NEWS, 


| 


| 915 N. Illinois St. 





worth of Cadillacs. 
for another 


6145 Hollywood Bivd., Hollywood, California 





insertion. Cash in advance 
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USED CARS FOR SALE 


Indiana's Oldest Auto 


AUCTION 


Held in a Big Heated Building 


In the Heart of Downtown 


INDIANAPOLIS, INDIANA 


Every Wednesday—12 Noon 
RAIN OR SHINE 
150 to 200 
Cars Pass Through the Auction Block 
85% to 90% 
Sold to Good Solid Buyers 
Make Your Reservations Now! 


Bring Your Cors Ear!v' 
CALL LINCOLN 7447 


DEALERS ONLY 
When cones or Selling . . . Your 
Wise Choice Is 


CLARKE AUTO AUCTION 


1125 N. MERIDIAN ST. 








—AUTO— 
AUCTION 


indies | 





HORSEHEADS, NEW YORK 
EVERY FRIDAY 





-at— 


DANVILLE, PENNA. 





EVERY WEDNESLAY 





always find real action at 


both these auctions. 


R. D. WEST, Prop 


Jos. E. Johnson Tex Rickard 
Auctioneers 


You will 





cer thilela) 


insertion 
$9.80 per 
BUILDING 











AUTOMOBILE 
AUCTION 


28 Miles from Chicago Loop | 
Yq Mile East of lilinois State Line on Route 30 


EVERY FRIDAY—11 A.M. 
200 Cars Average 
75% Actually Selling 


Cars guaranteed against cracked biocks, 
bad transmissions and differentials. 


STRICTLY WHOLESALE 


Dealers Buy - - - Dealers Sell 
George Lawson and Bud Fennema 


OWNERS 
Automobile Auctioneers 
DYER AUTO AUCTION 


Phone 2361 & 405|—Dyer, Ind. 
Res. Lansing, lil. 730 & 107R 











KEN SCHAEFER‘ S 

The Only Indiana 

AUTO AUCTION 

In Continuous Operation Since 1943 
EVERY THURSDAY 
Dealers Meet at the Cross-Roads of America 
INDIANAPOLIS, INDIANA 
Dutch Stuart, Auctioneer 





AMBULANCE, 1942 Cadillac. Hydramatic 
excellent condition. All equipment intact 
Phone BAring 2-9551, L D. Motor | 
Sales Co., Inc 4100 Sansom St Phila- ‘| 
delphia, Pa 


ane | 
USED CARS WANTED 





JOE NEWELL 


Nationally known as the 
King of the Cadillacs 


has just sold and delivered retail over | 
$2,000,000 


He is now in the market 


$1,000,000 
worth of 1946 to 1950 used Cadillacs 
Wire or Write 


JOE NEWELL 


or Phone Hollywood 9-3607 


WANTED TO BUY 
1948 CADILLAC CONVERTIBLES 
Write Details as to Condition and Price | 
Air Lines Rent A Car | 
4545 N.W. 36th Street | 
| 
| 





MIAMI SPRINGS, FLORIDA 


_—_————— 


Phone Lincoln 5383} . 


| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
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PARTS FOR SALE 


FOUR FENDERS, hood and four doors 
taken from a 1941 Hudson Commodore 
eight. Good condition. Front and rear 
seat cushions and back rests from 1948 
Hudson super, 4 door sedan. Like new. 
B & B Garage, Brookings, S. D. 


BUSES FOR SALE 


Te 


Wanted Ads accepted at half 1946 


1941 FORD superior, 48-passenger; 
Count initials and groups of numbers Studebaker superior, 54-passenger; 1946 
Ford superior, 48-passenger; 1948 Dia- 
rates, but if signed “Box No ty mond T-Carpenter, 54-passenger; 1948 


Ford, 36-passenger; 1950 Chevrolet, 48- 
passenger; 1950 International Metro, 16- 
passenger (new). National Bus Sales 
Co., 101 N. 33rd St., Philadelphia 4, Pa 
Phone—BaAring 2-7605. 


CHEVROLET DEALERS. We have a 1950 
Chevrolet, Wayne 48-passenger bus, 
painted Michigan colors. Donohoe Chev- 
rolet Sales, Inc., Brooklyn, Mich. 

TRUCKS FOR SALE 

TOW TRUCK FOR SALE. 1949 Nash 1%- 
ton. Factory equipped with Ashton 
power hoist and ali towing equipment. 
Mileage only 1,300, like new. O'Neil 
Auto Sales, 6014 Calumet Avenue, Ham- 
mond, Ind. 


1946 DODGE TRUCK 


Model WH46—148"' Wheelbase 
8:25x20 Tires, Insulated Van Body 9'9"', 
Ice Bunker and Fans. 
EXCELLENT CONDITION 


Telephone Worcester 7-4555 
worcester 4, Mass. 


OO 


for, address and extra service 


insertion 


vi we Ga 


inch, per 


DETROIT 


PARTS FOR SALE 


EUROPEAN 
AUTO PARTS | 


We purchase complete stock of | 
parts, new and used for European 
cars. We specialize in British 
Ford, Anglia and Prefect, British 
Austin, Rear Engine Renault, MG, 
Fiat and Simca. 

We ship parts all over the world. 








SHOP EQUIPMENT FOR SALE 
ACME ALL STEEL perpetual inventory 
case. Five sections with 13 drawers each 
section, 2 pull-out tops. Practically new. 
Will sacrifice $700. kari Holzbaugh, inc., 
‘Your Friendly Ford Dealer,’’ 1lU0yuv 
Charlevoix, Detroit. VA 1-4600. 
ANTIQUE CARS FOR SALE ¢ 
rOR SALE, 1908 Baker Electric, excellent 
condition, 1912 Cadiliac ‘torpedo touring, 
good condition. Both cars need tires and 
vatteries, otherwise can be driven away 
Inquire Butorac Motors, Trail, B. C., 
Canada, ? oe : 
1915 MODEL FOKD TOURING, Like new 
in every respect. Runs perfect. Sell or 
trade tor late modei car. U. H, Sharpe, 
2024 West Broad, Richmond, Va. ‘ 
THREE PASSENGER 1907 Buick. New 
rubber, pertect condition. F. K. Huggard, 
Brewer, Maine. 


ANTIQUE CAKS WANTED 


advise 


Witkin-Wolf Co., Inc. 


5181 W. Washington Bivd. 
LOS ANGELES 16, CALIFORNIA 


Phone York 6274 














BUICK PARTS 


“WORLD'S LARGEST DEALER 
OF GENUINE BUICK PARTS" 





Wholesalers: We are Quantity = i 
Shippers of All General Motors’ DODGES. Any models up to 1926. specity 
conaiuon and price. Photo if possibie. 


Parts. . . . Same Day Service 
On Mail Orders and Inquiries. 


All Shipments on C.O.D. Basis 


ROBERTSON BUICK CO. 


“EDGE OF THE LOOP" 
1000 S. Wabash Avenue 
CHICAGO 5, ILL. 

All Phones WAbash 2-1030 


Motor Co., Aurora, Lil. 
MISCELLANEOUS 


OKDEK a lett-toot gas pedal dual acce:- 
erator tor your car. Makes driving a 
pleasure and more comitortable, Step on 
the gas with either toot with equal ease. 
Fits ail cars. Price $6.95. Include 25 
cents tor mailing charge. R. V. Lehner, 
Manutacturer, Ness City, Kans. 


DOUBLESEAL insulates under overhead 
doors. Stops drafts, dirt, snow, driving 
rain. Edwards Industries, Dept. 262, 
4268 Shenandoah Ave., St. Louis 10, Mo. 


E NGINE REBUILDING — Crankshaft 
grinding and metalizing. John P. Hughes 
Motor Co., Iinc., 8uUv Commerce St., 


Lynchburg, Virginia. 


Feliz 











OLDSMOBILE 
PARTS 


Write - Phone - Wire 


Jordan 4-6618 
GAGE and DRUMMY, INC. 


21710 Woodward Ave. 
DETROIT 20, MICHIGAN 





DON'T DELAY — BUY 

TOW BARS TODAY! 

NATION'S LEADING VALUE 
Automatic 1951 BraKinGs 


Complete with Guide $5 4. 45 


Cables and Brake Hook- 

Up at No Extra Cost 
...-$100.00 
..+-$295.00 


“ DEAL «: 


“—- 
Meets 1.C.C. Requirements 


Quick-Tow (bumper-to-bumper) ---$17.50 
Safety Chains (set of 2) ........$ 2.50 


24 Hours Service on Shipments 








EVERYTHING FOR YOUR CAR 


Late Model e ae }- $ 1.00 
arrying bags—only ..........-.-.-$ 1, 
BODY PARTS We Stock Parts for All Tow Bars 
epD 
© Hoods | TOW BAR SALES COMPANY 
: ) a ea Panels Exclusive Factory Distributors 
ae AN 3-8888 sstithe )MU 4-8401 
| DE 2-0700 , |00 3-8373 


SUPER AUTO SALVAGE CO. 


3300 S. Main St., South Bend, Indiana | 40 SO. CLINTON ST., CHICAGO 6, ILL. 


KE 2323 Los Angeles: OL 9782 


Denver: 





New Subscription Order: 


Send Automotive News to Address Below 
for One Year $8 [_] or Two Years $14 [] 
__ for which check is attached [[] or send bill (] 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 
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News worth repeating 











Now International Truck Dealers have another great with greater roominess and full front visibility through the 
new cdiesel Int sales opportunity ...a great new series of International one-piece Sweepsight windshield. That’s not all! There’s 
_ Trucks, specialized throughout for maximum efficiency in easier handling, more positive steering control, greater ma- 
Internati onal ‘ diesel truck operations! neuverability from a more comfortable driving position. 
ionals Announc These trucks are more than specialized additions to the New diesel Internationals are available in specialized 

uneing new « ij world’s most complete line of trucks. They are the “tough- Roadliner or Loadstar models for highway or combination 
Se ane oie 7 est of the tough” heavy-duty engineered Internationals, highway-off-highway operation ... choice of seven differ- 
diesel Intern: built with the traditional heavy-duty engineered stamina ent diesel power plants ...GVW’s from 30,000 to 45,000 






that has kept Internationals first in heavy-duty truck sales pounds, GCW’s from 68,000 to 76,000 pounds. 
for 18 straight years. Yes, the new LD-300 (four wheel ) 
and LFD-300 (six wheel ) Series Internationals are heavy- 
duty engineered to give users lower operating and main- 
tenance costs, longer truck life ... in addition to power 
and fuel economy they would expect from really advanced 
diesel truck engineering. 





ternéetionals 





It all adds up to another example of why the Inter- 
national Truck franchise is loaded with new sales oppor- 
tunities. For information about the franchise, write Inter- 
national Harvester Company, 180 N. Michigan Avenue, 
Chicago 1, Illinois. 
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International Harvester Builds McCormick Farm Equipment and Formall 
Comfort? The finest! That means the Comfo-Vision Cab, Tractors... Motor Trucks... Industrial Power... Refrigerators and Freezers 
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